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Eveready Flashlights profitable 
item for electrical merchants 


“EVEREADY Flashlights and Eveready Radio Bat- 
teries are the best line of flashlights and batteries 
for a dealer to carry,” says Mr. John B. Mullen, 
Secretary of the Mullen Electric Co., Nashville, 
Tenn. “This stock turns very rapidly, allowing 
the dealer to make a much better profit at the end 
of the year.” 


. v 7 


“After many years of experience with the Ever- 
eady line, I am fully convinced ‘They Last Longer’ 
is no idle boast,” says Mr. J. F. Reilly, of Jersey 
City, N. J. “I therefore cheerfully recommend 
these products to my patrons who want the very 
best of service. Our satisfaction has been mutual.” 


“We sell Eveready products because their uni- 
form high quality gives our customers lasting satis- 
faction,’ says Mr. G. A. Fleming, President of 
Fleming Bros., Inc., St. Marys, Pa. “Their rapid 
turnover gives us a very good profit on capital 


° ” 
nvested. 
invested , ? P 


These are only a few of many typical experiences. 
It pays to stock and feature genuine Eveready 
Flashlights and Batteries — always. Tell your 
dealers. 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Kansas City 

Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


-they sell faster 
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HE front cover of this issue car- 

ries three well-known faces from 
Pittsburgh—men of the Iron City 
Electric Co. At the left is President 
C. W. Ridinger, at the right W. I. 
Bickford, secretary-treasurer and in 
the center W H. Bechtold, sales 
manager and purchasing agent. 


Iron City is one of the old and 
nationally known names in the elec- 
trical jobbing industry. It stands 
for dignity as well as aggressive per- 
formance. Late in the fall of 1926 
this company became a Westinghouse 
agent jobber at the same time broad- 
ening its line of electrical supplies, 
appliances and equipment. 

* * * 


RECENT release from N. E. 

L. A. headquarters commented 
on the fact that the swinging beams 
of electric light marking the routes 
of the continental air mail, have in 
the west caused the coyote to slink 
away from those regions traversed 
by the aviators. 

Drawing any comparisons involving 
coyotes is a very delicate task indeed, 
but the N. E. L. A. comment caused 
us to pause and reflect on the num- 
ber of gentlemen still unsold on 
proper store lighting who must for 
some unaccountable reason consider 
good store lighting “bad for their 
business.” That is just as good a 
conclusion to arrive at as any other, 
for in the wildest flights of an 
imaginative mind we cannot conceive 
or grasp the reason why every mer- 
chant in the country does not get 
busy and at once properly illuminate 
his store and its windows. 

Theatres know the value of domin- 
ating a street as advertisers do a 
national publication. It seems to us 
if we were a copy-writer concerned in 
lighting we would find a place in 
every piece of advertising we wrote 
for the suggestion “Dominate the 
Street.” Coyotes may not care for 
light but certainly people do. And, 
“pleasing the public” is a main plank 
in the platform of successful mer- 
chandising. 
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And Thereby Hangs a Tale 
Hie ONLY an order taker, they say of 


the poor jobber’s salesman. He riffles 

through his catalog and quotes prices if 
he can find them. He never really sells any- 
thing, these wiseacres declare. Of course, it is 
impossible to convince the type of nitwit who 
will thus broadly condemn a group of men— 
mostly young, energetic fellows out hustling 
hard for their bread and butter. But just the 
same it is always a source of satisfaction to us, 
when specific examples of good sales work come 
to our attention, to relate them. Not that the 
bull-headed only-an-order-taker theorist will 
believe, but just that we get a kick out of it. 
Here’s one: 


A certain electrical jobber’s salesman was in 
the supply house one Saturday morning when 
a man walked in with a percolator and asked 
if they carried the elements for the repair of 
this perecolator. The salesman advised that 
they did not, but he would be very glad to take 
the percolator and get the proper elements and 
have it returned to the man. This jobber’s 
salesman did not know the gentleman. The 
man seemed to be pleased with this action and 


gave him the address to which the percolator 


should be delivered. 


The salesman got the new element from an- 
other house, installed it in the percolator and 
had it delivered to the proper address a few 
days later. He got a very nice letter from the 
owner advising that previous to coming to their 
store he had visited three other places asking 
for the repair of the percolator and was told 
that they did not carry the elements. It was 
particularly gratifying to him to think that the 
salesman had gone out of his way to take care 
of the minor detail of getting the percolator 
element. He asked the salesman to call in the 
next few days and figure on some electrical re- 
quirements that he would have. The salesman 
called and found that this man operated a chain 
of gravel pits and that a new one was being 
opened up. . 

The upshot of the matter was that the man 


was in the market for considerable motor and 
control equipment. The salesman went over 


the layout with him and brought back all the 
necessary information so that a quotation could 
be made and in due time received a very sub- 
stantial order. 
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Editor’s Page 


New Life for the Sign Business 


T WOULD be to the advantage of every 
I electrical jobber to send to the supervisor 

of the electrical advertising section, Society 
for Electrical Development, Inc., 522 Fifth 
Ave., New York, and get a copy of the Market 
Development Plan Book on electrical advertis- 
ing. 

There is a well established program under 
way to put the electrical sign business on the 
footing of a commercial service entitled to grow 
along progressive lines to the profit of all con- 
cerned, rather than letting it remain as it is now, 
a business of trying to sell so many pounds of 
fabricated metal. 


The Society for Electrical Development has 
charge of this program. Over 50 per cent in 
volume of the sign manufacturing industry is 
co-operating, feeling that this would be a better 
way to bring about a healthy development of 
the business and an ironing out of the industry 
problems than to try to form still another 
“trade association.” 

To jobbers, this program means quality busi- 
ness in profitable quantities, and to their sales- 
men a subject affording an opportunity for real 
salesmanship and consequent rewards. It also 
means direct benefits to their contractor and 
dealer customers. So every one should get the 
Plan Book and study it pretty carefully. And 
having studied, take some action that will help 
the movement along. 


* * * 


Jobbers’ Sales in 1926 
A LL electrical jobbers have received by 


this time the annual report form sent out 

by Tue Jopper’s SALESMAN asking for 
the data which will enable us to compile the 
only statistics showing 1926 sales, and cov- 
ering the industry as a whole. This is an im- 
portant service that we have been carrying on 
for the past five years. These statistics when 
compiled and published should be of great in- 
terest and value to every individual, and cer- 
tainly are valuable to the industry as a whole 
since they place before the world a record of 
its importance and the progress made each year. 
It is our urgent request that each and every 
jobber fill in and return this report form at 
the earliest possible moment. Thank you. 
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Theres 
in the Lumber 


HEN the jobber’s salesman 

does not secure an order 

for Manson Tape with every 
wire order. You would not think of 
selling conduit without selling conduit 
fittings. You would not take an 
order for a motor without selling a 
motor starter. You cannot sell 
switches without selling plates, so 
why sell wire without selling Man- 
son Tape. 


~ PASSA IC 
NEW JERSEY: 





And,—don't forget our other products---Okonite 
Tape, Okonite Dundee “A,” Okonite Dundee “B.” 


Sell them all. 


THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
PATERSON, N. J. 


Factories: PASSAIC, N. J. 


NEW YORK 


Core rl 
LAN BIRMINGHAM 


CHIC 


AGO 


SAN FRANCISCO 


PITTSBURGH 


LOS ANGELES 


F. D. Lawrence Electric Co., Cincinnati, O. 
Pettingell- Andrews Co., Boston, Mass. 


Novelty Electric Co., Phila., Pa 
Canadian Representatives: 





Engineerin 
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Materials 
Mendoza 
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Co.. Havana 








cr Cuban Representatives: Victor 
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Streets of Gold 


The Opportunity For Getting Street Lighting 
Business in the Smaller Cities. How to Develop It 


By W. E. UNDERWOOD 


E ARE told that all jobbers’ salesmen, if they 
are good little boys and regularly read the 
Gideon bibles in their hotel rooms, will even- 
tually go to a place where the streets are paved with 
gold and the saxophone is replaced by the harp, which 
latter provision alone is enough to make heaven a highly 


patience. You do not simply put on your hat in the 
morning, pull in your belt another notch and go after 
it, returning triumphant at sunset with the bacon. No, 
it’s more like the Roosevelt expedition to Tibet in quest 
of the shy ovis poli, it takes some forethought and some 
Think of it as something that you start in a small 

way, like planting a seed, and 


time. 





Streets of gold we have 
right here in this sinful old 
world, yet most of us are too 
busy looking at other things to 


recognize that fact. 


desirable place. 
i 


The streets in any city or 
town offer a golden oppor- 
tunity to the jobber’s salesman 
because each represents a real 
possibility for the sale of a 
lot of lighting equipment and 
1 constant unremitting demand 
for high wattage lamps. 

Particularly, the streets in 


your better lighti 





JST as long as you keep the 
ball rolling and don’t let it 
die, sooner or later it is going to 
fall into the corner pocket, and 
the town folks ar 


get either that every time a town 
wakes up and betters its street 
lighting every other kind of 
lighting takes a fresh start. 


that every once in a while as 
it grows, you help it along a 
bit and then in a year or two 
it ripens and the fruit is ready 
to pick. 

Here’s a town of 5,000 or 
50,000 population. It may be 
anywhere and of any size. In 
it you have a good lamp agent, 


e going to buy 
ng. Don’t for- 


a fellow well known and re- 
spected by his town-folks and 
you get around to see him, say, 
every second Monday. 


At your first opportunity 








the smaller towns present the 
jobber’s salesman his golden chance. 
the selling of a new street lighting installation or the 
btaining of the lamp renewal contract is a harder nut 
to crack. There is more of politics in it and more com- 
petition. I do not say the big city business is at all im- 
possible for the jobber’s salesman to get, but only. that 
it is harder to get than street lighting business in smaller 
towns. 

In any town of from 1,000 to 50,000 population in 
which you regularly call and in which you have a good, 
solid lamp agent, you have the necessary foundation upon 
which you may build to get a part or all of the street 
lighting business of the town—a piece of business highly 
profitable to yourself and to your local lamp agent. 

To get street lighting business requires planning and 


In the large cities, 










you talk to him about street 


. lighting and get him to thinking ahead a year or two 


just as you are doing, with the definite future aim of 
horning in on the street lighting picture in that town. 
Perhaps just that is enough for the first session but 
when you get to your hotel that night you write the 
people whose lamps you sell to send this agent all the 
booklets they have on street lighting and to send you 
a similar dose of knowledge. 

And the next time you see your lamp agent you in- 
quire (a) Did he get the booklets? (b) Why then hasn't 
he read them? (c) When will he read them? 

You suggest that the next move is to find out what 
the present street lighting installation is and what its 
merits and demerits are; also who is supplying lamps 
and what political influences, if any, are involved. 
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If the agent is chummy with the mayor, city manager, 
any of the city fathers or the city electrician or engineer 





Just as long as you keep the ball rolling and don’ 
let it die, sooner or later it is going to fall in the corner 


it is fairly easy to get all this information. Usually pocket and the town folks are going to buy your better 


there is no particular secret 
about it. If the agent does 
not know intimately any 
these men, the next 
step is to pick out the most 


influential one 
and definitely cul- 
tivate his friend- 
ship. 

Having obtained 
the data on the 
present street 
lighting, the easi- 
est thing is to 
submit it to your 
lamp people and 
let them suggest 
what __ practical 
betterments are 
advisable and 
where wastes may 
be eliminated. 
Very likely, if the 
town is_ sizable, 
they will want to 
send a_¥_ street 
lighting expert 
there to look it 
over at first hand. 

If you work 
along these lines 
you will arrive 
eventually at the 
point where both 
you and your 
agent know a 
good deal about 
street lighting 
and where your 
agent is keenly 


interested in carrying out 
definite program in his town. 
You have a plan, cost figures, 
photographs — every thing 
ready to submit to the mayor 


and city council. 


experts from your lamp com- 
pany and_ perhaps 
manufacturer of street light- 
ing standards or posts to aid 


you. 


An appointment is made for 
you to appear before the city 









The Upper Picture Shows a Street 
Good to Stay Away From at Night 
You’d Say. Below the Same Street 
After the Installation of Modern 
Lighting. 


Don’t forget either 
that every time a town wakes 
up and betters its street light 
ing every other kind of light- 
ing takes a fresh spurt. First 


come the mer- 
chants. As Main 
Street brightens 
up at night there 
will just natural 
ly be more people 
on Main Street at 
night. About the 
first to feel the 
reaction will be 
the drug stores. 
They'll feel the 
new flow of eve- 
ning trade, realize 
what brought it 
and brighten up 
their stores  ac- 
cordingly. Every 
other merchant 
will see the trend 
and get in line if 
he is at all pro- 
gressive. The fe- 
ver will spread to 
the side streets 
and it will carry 
into the homes 
and factories. It 
is quite marvelous 
how a bit of light 
can turn an eight 
o'clock burg into 
a 10 o'clock town, 
how it can over- 
come the sleeping 


sickness and turn a drowsing, 
run-down village into a clean- 
er, quicker thriving place. It 
stirs ambition, civic pride and 
makes money circulate. 

At first blush it looks as 
though you had to do a power- 
ful lot of work to bring about 
this glad bright thing and you 
wonder whether the game is 
worth the candle. 


yourself do not 


spend a lot of time on it. You 


council. You marshal your cohorts and appear. Prob- are to such an activity what a self-starter is to an auto- 
ably you don’t sell the plan but the elders ask a lot of |mobile. You give the motor, so to speak, a swift kick 


questions and no action is taken.. But you’ve got them 


thinking. You keep your lamp agent hot after ‘em. more effort from you. 


Eventually you appear again before the city fathers. 


Eventually you arrive. 





(Turn to Page 88 ) 





Eventually you arrive. 





in the pants, and it goes along on its own without any 
Then it stalls and you administer 
another wallop and the old motor resumes the load 


(Turn to Page 88) 
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Let the Buyer Have Faith 


Your Worth as a Salesman Is Directly Proportional to the Confidence 
Your Customers Have in You 


By KNIBLOE P. ROYCE 


as sound law, but today the maxim has a very 
limited legal application and in many lines of 
business it may almost be forgotten. 

In dealing with the firm whose creed is: ‘The cus- 
tomer is always right,’ the buyer need not beware. In- 
deed, he will often do well to ask the advice of an ex- 
perienced salesman rather than trust his own inexpert 
judgment. Both seller and buyer benefit from this prac- 
tice when competence and good faith unite to make the 
salesman’s advice reliable. 

A striking example of the advantage to the buyer of 
well placed confidence has recently come to light. 

A man whom we may call Will Thurbar, since that 
was not his name, was buyer of silks for a great depart- 
ment store, which will not be recognized if we call it 
Brown and Gray. Thurbar had been with Brown and 
Gray for years and his energy and abilities had carried 
him to the important position of silk buyer, at a five fig- 
ure salary. This was in the days before the War, when 
such salaries were few and far between. 

No one ever 4uestioned that his salary was well earned, 
for Brown and Gray, under Thurbar’s buying régime, 
were known to carry the finest line of silks that could be 
found. The striking colors of their silks and their dar- 
ing and effective combina- 
tions left Brown and Gray's 
closest competitors far be- 
hind. Thurbar’s taste and 
judgement were not ap- 
proached by any other buy- 
er. 


| YOR centuries caveat emptor was good sense as well 






When he went to Paris or 
London on a buying trip he 
always followed the same 
method. He telephoned the 
houses whose goods he 
wanted to see and said some- 
thing like this: “This is 
Will Thurbar, of Brown and 
Gray. I’m making a flying 
trip this time, but I want 
to see every last thing that 
you think we ought to put 
in this season. I'll drop in 
about two o'clock and I 
would appreciate it if you 
will have everything you 
want me to look over all 
laid out so that I can make 
up my order in a hurry.” 

Brown and Gray’s silk or- 
ders are not to be sneezed 


Be a4 
Tet nN), -- 


. 


mM 
te 


“I Rely On Your Judgment and Intend to Order 
What You Recommend” 


at, so before two o'clock there is a magnificent array of 
silks displayed for Thurbar’s inspection and one of the 
principals of the firm is on the alert and impatient to 
greet him. 

Presently Thurbar walks in and casually looks over 
the whole display for a few minutes, renewing old ac- 
quaintance and exchanging the usual news and rumors 
of the trade. 

“Now I want your advice 
What 


combinations do you expect will be most popular this 


Then to business. Thurbar: 


on this. What colors are selling best in Paris? 
spring ? 

“TI rely on your judgment and I intend to order what 
you recommend.” 

They go from one sample to another, discussing each 
London and Paris and 
Finally Thurbar does 
order practically everything that has been recommended 
to him. 

The same scene, with minor variations, is enacted at 
the other silk houses, and when the trip is finished Thur- 
bar has ordered untold thousands of dollars worth of silks 
to uphold and enhance the reputation of Brown and 
Gray. 


And his orders have been based almost entirely upon 


in its relation to the trend in 


its possibilities in the States. 


the recommendations of the 


sellers in whom he had so 






il 


A 


completely placed his con- 
fidence. 

Will Thurbar 
now, so his oculist did no 
he revealed to 
that the 
of silks 


placed the name of Brown 


is dead, 


harm when 





a friend man 


whose choice had 


and Gray ahead of all their 


rivals, was color blind: 





He had practically no col- 
or sense, but he had unerr- 
judgment in dealing 
He had placed 


his trust in the dealers from 


ing 
with men. 


whom he bought his gaily 
colored silks and they had 
betrayed 
So he became one of 


never his confi- 
dence. 
the most highly paid men in 
his line of business. 


Color blind Will 


bar’s maxim was: confidat 


Thur- 


emptor—let the buyer have 


faith—and his faith was 


well rewarded. 
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Jobber Sales Activities In The 
Industrial Plant Field 


2—Motor Control Equipment. Opportunities in the 
Line, Organization and Specific Suggestions 
For Securing This Class of Business. 


F THE average jobber today were asked why he 
I does not make a consistent effort to sell motor con- 

trol equipment his answer would probably be that it 
represents a special service for which he is not properly 
equipped. Some are pos- 


incomparable position to locate the business and initiate 
the order. He is calling there every day and is in on the 
ground floor on practically all electrical activities. Why, 
then, should he not be the most logical man to secure the 

control business, and, 





sessed with the idea that 


the line is too technical 


what is more, to point 
out persistently the ad- 





for them to handle in 
connection with the gen- 
eral run of supplies. 

Several of the manu- 
facturers of control 
equipment have the same 
impression and feel that 
at best the jobber could 
only be entrusted with 
the most simple forms of 
starters. 

If the above opinions 
were universally held, or 
if certain recent develop- 
ments did not indicate an 
awakening interest in the 
line from a jobber angle, 
it would be useless here 
to devote space to an ex- 
pression of opinions on 
the subject. 

But there is a well de- 
fined movement in many 
quarters in the direction 


A? emphasized in the January introductory 

article of this series, in order to make a 
systematic effort to cultivate any field it is nec- 
essary to have a definite mark to shoot at. For 
the average jobber, without unusual facilities or 
affiliations, it seems reasonable in making a 
campaign for industrial plant business that he 
select that class of plants where he may hope 
to be on an equal or better footing with others 
who are seeking that business. In the case of 
control equipment, that means those plants 
that are too small for the average manufacturer 
to cultivate intensively by personal sales effort, 
and yet not too small for the jobber to follow 
economically himself. As was further empha- 
sized in the article alluded to, there is a zone 
wherein the average jobber may, generally 
speaking, hope to work to best advantage— 
plants employing 50 men or under, down to 
five men and under, which latter should be left 


vantages of automatic 
control, thereby creating 
new business in this line? 

Of course there is the 
old industry problem 
cropping up again: “Does 
the jobber belong here? 
Should not the contrac- 
tor-dealer be the one who 
is entitled to get this 
business?” THe JosBers 
SaLesMAN realizes that 
here the contractor-dealer 
has an argument. But it 
is necessary to look facts 
in the face as pointed 
out in the January and 
February articles in this 
series. Until the average 
contractor-dealer proves 
himself able to serve al! 
the industrial plants ade- 
quately, let him as a 
general rule confine his 





of emphasizing motor 
control business among 
the specialties to which 


to the local contractor. 





efforts to the small plants 
in his vicinity and sell 
them with the assistance 








the jobber, in these days 

of strenuous competition in staple lines, feels that he must 
look for a substantial measure of his profits. Nothing 
about it is too technical to stump the average jobber’s 
salesman who is out to sell. 

A very considerable percentage of the jobbers are 
now energetically pushing the line. Of the manufacturers 
who produce such equipment not all are sold on the idea 
that the electrical jobber can be of real assistance to 
them. But there are several who are using his services 
to some extent while one or two are making a very 
definite bid for his co-operation. 

The prime reason for the entry of the electrical jobber 
into this field seems to be the fact that, through the in- 
timate contact that the jobber’s salesman already has with 
the industrial plant and the reliance which the plant 
engineers, superintendents and purchasing agents have in 
his ability to serve on short notice, he is placed in an 





of his jobber. And in the 
same way, until the average jobber is able to adequately 
serve the largest industrials in his territory in the way 
of motors, motor control and power apparatus generally 
let him confine his efforts to the medium size industrial 
where he will find plenty for his men to do, for therein 
lies the field where he can make himself indispensable. 
since it is a field that is beyond the personal sales contact 
of the manufacturer. 

In the following columns will be found specific sugges 
tions from manufacturers bearing upon the advantages of 
the motor control line as a profitable specialty for the 
jobber to handle and the ways and means that can best 
be employed to go after it on an intelligent basis. In 
formation of a very helpful nature is given on nine 
main points in the work. ilus iuformation comes from 
many different sources and there is some variance of 
opinion concerning certain details. 
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A True Story 


JOBBER’S salesman who once got the control idea was called to a railtoad yard 

where a recent fire had practically destroyed a bridge crane. The plant electrician 
wanted to place an immediate order for new wire, cable, switches, conduit fittings, etc. 
When the jobber’s salesman had completed this list and taken this order he called the 
plant electrician’s attention to the three control panels, hoist, bridge and trolley, on the 
crane, which were badly damaged. The plant electrician replied that he was going to 
get in touch with the controller manufacturer direct and get the proper list of spare parts 
to put these three panels into proper working condition. The jobber’s salesman stated 
that that was what he was there for, and immediately telephoned the office of the con- 
troller manufacturer who dispatched a man that same day to the yard. Between the 
two of them they convinced the plant electrician that it would be an excessive waste of 
money to attempt to repair the three control panels, with the result that the jobber’s 
salesman secured an order for the three new panels complete, about $3,000.00 net, and 
profited personally to the extent of $150.00 as commission. After that this particular 









jobber’s salesman mentioned controllers wherever he went. 








DEPARTMENTAL ORGANIZATION 


From the motor control manufacturers’ point of view, 
the opinion generally held is that the jobber need have 
no department devoted exclusively to the sale of motor 
control—or to motors either for that matter. They do 
feel, however, that the jobber should install a department 
devoted to industrial sales. Then let the regular sales- 
men go after the business with the aid of the industrial 
department head and the manufacturer. Says one: 


“I feel that the motor and control equipment should 
be just another item in the jobber’s schedule and should 
be so simplified that any of his salesmen may handle it.” 


What the industrial department should then do, as 
pointed out by another is: 


“To inspire the outside selling organization to sell mo- 
tors, control apparatus and similar equipment. This de- 
partment must also be capable of placing in the hands of 
the salesmen information which will enable him to sell a 
job after he has brought in the necessary data.” 


Various opinions were expressed as to the details of 
the set-up of the department as may be gleaned from the 
quotations that follow and which will prove helpful to 
those jobbers who are contemplating such activity. 


“This depends entirely on the city in which the jobber 
is located and the class of apparatus that readily sells 
there. In other words, a set-up in Cincinnati, which is 
a machine tool city, would not be the same as in a textile 
city.” 

“The ideal set-up would be for the jobber to start in 
this field with a technically trained man. He need not 
necessarily head any department, so-called, but he should 
have some fundamental engineering education so as to 


transmit and interpret the various specifications for every 
job which the jobber’s salesmen bring in. 


“I believe that the ideal set-up is to place a man in 
charge of what might be called the ‘Industrial Apparat- 
This man should be familiar with motors, 


us Division.’ 





controllers and power apparatus generally. He need 
not have had technical training but should at least be a 
practical electrical man.” 


QUALIFICATIONS OF THE 
DEPARTMENT HEAD 


Whether a special division or department is set up 
or the nucleus only, as indicated by the above expres- 
sions, certain it is that there is necessary, at least one 
man to steer the ship, whether he be a highly trained 
engineer or a salesman with some technical knowledge. 
Let us see, then, what the opinions are as to the qualifi- 
cations of this man. 


“He would not be required to have any great amount 
of engineering knowledge. He should, however, have a 
general knowledge of electricity and an intimate knowl- 
edge of the pieces of apparatus which the jobber han- 
dles.”’ 

“This man should be the best motor and control man 
that can be obtained—who knows the application of mo- 
tor control in every respect.” 

“Must not only be familiar with motors, controllers 
and power apparatus generally, but in addition should 
be a salesman personally capable of obtaining the co-op- 
eration of other salesmen.” 

“If the jobber could put in charge of this work a sales- 
man, who at the same time has a good engineering 
knowledge, I believe it would be of advantage.” 

“A man of good sales ability, a smattering of electrical 
knowledge and knowledge of the application of motors 
to machinery.” 

“A technical man with the sales viewpoint. The suc- 
cess of his department will be measured by his ability 
to place in the hands of his salesmen a complete proposi-' 
tion salable by the non-technical man.” 

“An engineer with theoretical and practical knowledge 
—acquainted with the supply end of the business as well.’’ 

“This man should have a technical education.” 

“Should have some fundamental engineering education 
so as to transmit and interpret specifications.” 

(Turn to Page 72) 
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What’s In the Mail? 


The Jobber’s Problem in Hand- 
ling Manufacturers’ Literature 


By C.H. ANNIS 


Sales Manager 
B-R Electric Supply Co., Kansas City 


NDOUBTEDLY one of the big wastes in today’s 
business is the tremendous amount of advertising 
matter sent out by manufacturers, jobbers and 

agents to unappreciative recipients. 

Perhaps, in the dim distant past when business corres- 
pendence was carried on by means of quill pens and New 
York knew about as much regarding Kansas City as we do 
today of Mars’ every business man read all the mail he 
received. Today it is the exceptional individual who 
more than glances at the vast accumulation of circulars, 
broadsides and what not that reaches his desk. 


Referring to that class of literature coming under the 
head of instructive matter, such as instruction books, cir- 
culars, booklets, etc. containing more or less valuable in- 
formation to the salesmen selling the product, I personal- 
ly do not want even this sent direct to the salesmen. It 
must first come to our office and the writer or an assistant 
decides what should be sent to the salesman. 


A good salesman, meeting strenuous competition in all 
lines of business should not be burdened with the care- 
ful reading of any except important advertising matter. 
Therefore, we do not allow manufacturers (with few ex- 
ceptions) to have the home address of our salesmen. 


Such literature as that just mentioned, when received 
in our office, is forwarded to the salesmen if important 
enough in our estimation to justify the salesman in care- 
fully reading it, and if he isn’t going to read it carefully 
it had better not be sent. We want him to feel that any- 
thing sent him from the office is really important. 


We also have another system of sending out such in- 
formation to our salesmen—by the use of circular letters 
—and we are very careful to see that such letters contain 
matters of real and vital interest and not just twaddle. 


Now regarding that class of literature, broadsides, 
booklets, etce., intended to be distributed by the dealer to 















the consumer. Oh Lord! the waste of good white paper 
and good printers’ ink. Seventy-five percent of this ma- 
terial probably reaches the junk barrel under the back 
stairs, or lays on the dusty shelf until unfit to send out 


to anyone. 


We can never get entirely away from this kind of 
wastefulness, but we can cut down the loss materially by 
more careful supervision on the salesmen’s part, and by 
impressing on the dealer that while this material is free 
it costs considerable to print and furnish, also that it is 
useless unless sent out properly. 


I speak here of the dealer, but he isn’t alone in his 
guilt by any means. Every year manufacturers send 
out carloads of printed matter to distributor, jobber and 
direct to the dealer, the big percentage of which is abso- 
lutely wasted. 


We have one person in our organization burdened with 
the duty of ordering, receiving and keeping in its proper 
place such advertising matter. He is also responsible for 
sending this out in proper quantities to our dealers. 


Salesmen are instructed to use judgment in ordering 
free circulars and advertising matter for their dealers. In 
other words, if Henry Jones in Snodgrass Corners, would 
be taxed to find enough names in his town to send out 50 
booklets or circulars, don’t order a thousand for him just 
because they are free. Impress the dealer with the value 
of such free service. (Turn to Page 30) 
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In the Light of the Law 


Knotty Legal Points that May Come 
Up Any Day in a Jobber’s Business 
or that of His Dealers,’ and How 
Some Courts Have Decided Them 


By M. L. HAYWARD, B. C. L. 


The Gentle Grafter In Michigan 
Te OLD warning against a stranger is rein- 


forced by a recent ruling of the Michigan courts 

in a case where the evidence showed that a pros- 
perous looking stranger approached a Michigan electrical 
dealer. 

“Know John Smith?” the stranger queried. 

“Sure,” the dealer told him. 

“Know where he lives?” 

“Sure, and I’m going out there right now to deliver 
some electric light fixtures he bought last week.” 

“Give me a chance along?” 

“Sure,” the dealer told him, stepped on the gas, and 
in due time they arrived at Smith’s home. 

“This is Mr. Brown of California, Mr. Smith,’ the 
dealer announced. The stranger produced some pro- 
motion literature, sold Smith 1,000 shares in the Blue 
Opal Mining Co., and inside of an hour the dealer and 
his new friend were back at the local hotel. 

“Thanks, very much,” the stranger said—the dealer 
saw him no more—Smith found that he had been de- 
frauded, sued the dealer on the ground that the Blue 
Opal Co. was not authorized to do business in Michigan 
under the “Blue Sky Law,” and the Michigan Supreme 
Court ruled that the dealer had to make good. 


The Dishonest President 


66 ’VE simply got to have a loan of $1,000 additional 
I in order to carry on this winter,” the local elec- 
trical dealer declared. 
The president of the local bank was benevolence itself. 
“There’s absolutely no reason why our bank cannot 
furnish the necessary accommodation, at 7 per cent.” 
“That'll put me right on my financial feet,’ the 
dealer assured him. ~ 
“But, it’s understood that you’re to pay me a personal 
fee of $100 for putting the matter through.” 
“What's that for? If I pay the usual bank interest 
that ought to be enough.” 


“IT get no salary as president, and the $100 is for my 
personal use. Of course, if you don’t want the loan—” 

“You'll get your rakeoff,” the dealer assured him, got 
the required loan, paid it out to his creditors, refused to 
pay the president’s fee, and the banker sued in the 
Oklahoma courts. 

“Ts this an enforcable contract? We think not. In seek- 
ing the source of public policy, as it affects this case, 
it is unnecessary to look beyond the banking law of 
this state. In the public interest, banking in this state 
is regulated by law with a bank commissioner to see that 
the laws are complied with. The law provides that no 
bank shall employ its moneys, directly or indirectly, in 
trade or commerce, by buying or selling goods, chat- 
tels, wares, or merchandise. No active managing 
officer of any bank is permitted to borrow, directly or 
indirectly, money from the bank with which he is con- 
nected. It is the duty of the board of directors to 
remove any officer of the bank found by the bank com- 
missioner to be dishonest, reckless or incompetent,” 
said the Oklahoma Supreme Court in ruling in the 
dealer’s favor in a case reported in 231 Pacific 
Reporter, 266. 


The Alabama Electric Dealer and the 
Blue Sky Law 


“T’ve got to have $1,000 inside of 4 days,” the Ala- 
bama jobber assured his nephew, who acted as bookkeeper 
and general clerk. 

“Here’s Henry Brown coming. Why don’t you try 
to sell him that stock that you bought last week?” the 
nephew suggested. 


” 


“T’ll make a try,” the jobber agreed, called Brown 
into the back store, and the nephew accompanied them. 

The result of the negotiations was that the jobber 
sold Brown the stock for $1,000, and Brown was to pay 
inside of two days, Brown refused to pay, and the jobber 
sued in the Alabama Courts. 





FFECTIVE March 1, compensation 

to new probationary Mazda agents 
will be reduced from 20 and 5 per cent to 
10 and 5 per cent. The maximum gross 
compensation to B Agents on probationary 
agency served business will be reduced 
from about 21 per cent to a maximum pos- 
sible of 10 per cent. In the case of pro- 








Change in Mazda Agents’ Compensation 


bationary agents this represents a reduction 
of approximately 40 per cent and to B 
agents 50 per cent. 


This information was received as_ the 
March issue was going to press. More 


complete information as to the details of 
this new arrangement will be given in next 
month’s issue. 
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E. S. J. A. Meeting to Be At 
White Sulphur Springs 


Executive Committee Chooses Noted West 
Virginia Resort For Spring Gathering 


and place of the next meeting of the Elec- 

trical Supply Jobbers Association at a 
meeting of the executive committee which was 
held in New York February 16 and 17. The 
general meeting will be at the Green Briar, 
White Sulphur Springs, W. Va.. May 5 and 6, 
1927. The executive committee will probably 
meet there May 2 and 8 and the merchandise 
committee on May 4, preceding the general 
meeting. 

This arrangement brings the E. S. J. A. 
meeting in advance of the Westinghouse agent 
jobbers meeting at Del Monte, Calif, May 15, 
the National Electric Light Association meet- 
ing June 6 and the National Electrical Manu- 
facturers’ Association meeting June 13. 

Those in attendance at the executive com- 
mittee meeting just held were: Clarence Wheel- 
er, Wheeler-Green Electric Co., Rochester, N. 
Y.: J. L. Owen, E. B. Latham Co., New York 
City: H. N. Gansman, H. C. Roberts Electric 
Supply Co., Philadelphia, Pa.; J. A. Duncan, 
Illinois Electric Co., Chicago, Hll.; H. C. 
Downing, House of Dow ning, Des Moines, Ta.; 
W. B. ‘Satterlee, Columbian Electrical Co., 
Kansas City, Mo.; L. Ll. Hirsch, Electrical 
Supply Co., New Orleans, La.; L. T. Milnor, 


Fa AL, decision was made as to the time 


Milnor Electric Co., Cincinnati, Ohio; A. J. 
Cole, McGraw Electric Corp., Omaha, Neb.: 
John Schmidtbauer, Julius Andrae & Sons. 
Milwaukee, Wis.; S. W. Petersen, Stubbs 
Electric Co., Portland, Ore.; E. M. Keatley. 
Virginian Electric, Inc., Charleston, W. Va.: 
F. S. Price, Pettingell-Andrews Co., Boston. 
Mass.; H. R. Worthington, Florida Electrica! 
Supply Co., Jacksonville, Fla.; J. L. Ray. 
Graybar Electric Co., New York, N. Y.; H. F. 
Thomas, Northwestern Electric Equipment 
Co., St. Paul, Minn., C. B. Hawley, Inter- 
Mountain Electric Co., Salt Lake City, Utah. 
W. I. Bickford of the Iron City Electric Co.. 
Pittsburgh, E. Donald Tolles, Franklin Over- 
bagh and D. T. Ackerly, counsel, were present. 
The convention committee, consisting of 
Messrs Keatley (chairman) Bickford, Down- 
ing, Tolles and Overbagh met on February 15. 
At the executive committee meeting seven 
jobbers were elected to membership in the as- 
sociation: City Electric Co., Syracuse, N. Y.: 
Sprague Electrical Supply Co., Waterbury, 
Conn.; South Bend Electric Co., South Bend, 
Ind.; Swords Electric Co., Rockford, IL: 
Krich Light & Electric Co., Newark, N. J.: 
Schimmel Electrical Supply Co., cig eer 
Pa.; Tidewater Electric Co., New York, N. ¥ 





“You can’t collect, for the Alabama Blue Sky Law 
says that, ‘it shall be unlawful hereafter for any person 
co-partnership, association or corporation (hereinafter 
called the promoter), either as principal or through 
brokers or agents, or for any broker, agent or by means 
of any advertisement, circulars or prospectus, or by any 
other form of public offering without complying with 
certain requirements specified in the law,’” Brown’s 
lawyer contended. 

“This stock wasn’t sold by any form of public offer- 
ing, and the Blue Sky Law does not apply,” the dealer’s 
lawyer argued, and the Supreme Court of Alabama up- 
held this contention in a case reported in 101 Southern 
Reporter, 651. 

“There was no evidence of a public offering. The 
jobber’s testimony on this question was that the sale 
was made in the rear of the jobber’s store; no one 
being present except the parties and the jobber’s 





nephew. Under the definition of a public offering 
contained in the act, and the reasonable interpreta- 
tion thereof, the Statute could not be held to apply 
to the transaction made the basis of the suit. The 
sale, or offering for sale, of the speculative securi- 
ties was not accomplished by either of the means des- 
ignated in the statute—by advertising, or by circulars 
or prospectus, or by some other form of public offer- 
ing—and was not directly or indirectly in the pro- 
motion of such enterprise within the purview of the 
statute,” said the Court, ruling for the jobber. 


Lost—and Found 


66 OU mind that $100 check you gave me yester- 

. day? Well, I’ve lost it slick and clean,” the 
wholesaler averred. 

“Well, I'll give you a duplicate and stop payment of 

the first one,” the dealer suggested. (Turn to page 64) 
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In the EYES of the Credit Man 


The Moral Risk in Granting Credit to 


It’s All in the Man 


By WILLIS H. PARKER 


‘““w PROBABLY disregard the credit ratings given by 
I the credit bureau more than many credit men would, 
but the credit man who isn’t willing to take a 
chance once in a while on a moral risk, is not much of an 
asset to the sales department,” declared the credit man- 
ager of a large wholesale house distributing electrical 
equipment throughout the Rocky Mountain region. 

“There are many small dealers and contractor dealers 
who aren’t listed high as to financial condition, but who 
are honest and are entitled to credit in small amounts 
just as is the big fellow, and these little fellows often are 
just as good pay and offer no more of a risk than the big 
dealers and contractors. 

“T look on credit, not from a rule and regulation stand- 
point. A man’s books mean nothing, for a clever book- 
keeper can juggle accounts so that they confuse the inves- 
tigator and lead the credit man astray. It’s all the man, 
and there are hundreds of small accounts enjoying credit 
from us, only because of the man, and not his books or 
the amount of money he keeps in his checking account 
at the bank. 

“Not only do I look at the man, but I want to look at 
the class of work he does and the way he keeps his shop, 
its equipment, his sales room, and its stock. They tell me 
more than his books. So, wherever I can, I visit an ap- 
plicant for credit in his own establishment and size him 
up from that angle, for then he’s natural. Should he 
come into my office and seek to establish credit, he may 
not be acting entirely natural. He may be dressed up 


in his best clothes, he may bring his records along, he 
may have prepared his story and learned it by heart so 
that he can rattle it off and meet my ever question quick- 
lv and “learnedly.” 
him at his work. 


But when I get to his shop, I catch 





“What sort of equipment has he? Is it sufficient or too 
much? Has he equipment that he will use only infrequent- 
ly and the rest of the time, it stands idle, drawing no in- 
terest on the investment? Or has he what he needs for 
ordinary work? Better too little equipment than too 
much, for too much equipment indicates he is equipment 
wild and foolish enough to invest in a special machine 
when a special job comes up, and buy the machine on the 
installment plan. 

“Perhaps he has but a pair of pliers, wire cutters, 
a screw driver and a hammer—tools that he can use every 
day. If he’s using them he is a better credit risk than 
the fellow who has a lot of tools that he uses infrequently. 

“How does he, keep his stock? Has he a lot of obso- 
lete stuff on hand? Does he buy in large quantities, sup- 
plies that he will not use frequently, thinking that the 
volume price warrants a heavy stock and not realizing 
that he has a bunch of money tied up in it—money that 
is not even drawing interest? 

“Does he keep his place clean and the stock in order? 
Are his floors clean and his windows washed? What sort 
of window displays is he using? Those that are neat 
and attractive although simple, or does he run rampant on 
props? 

“Above all else, is he busy? I dislike granting much 
credit to the man who has time to sit down and read the 
magazines during business hours. A dealer in electric 
equipment can always find something around his store and 
shop to do, whether there is any business or not. He 
can at least put in a new window display, rearrange his 
stock of fixtures and appliances so that they will attract 
additional attention. 

“When customers come in, how does he treat them? 

Is he serious about his business or (Turn to Page 104) 
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Easy-to-Remember Jobbers’ 
Telephone Numbers 


How Many Jobbers Have Changed Their 
Numbers Since This Was Written? 


By JOHN T. BARTLETT 


a more important place in sales and service man- 

agement as time goes on. A great deal of local 
business logically comes in by telephone. It is found 
that, through encouraging long distance telephone orders 
in house advertising and in salesman contacts, orders 
arriving by telephone from out of city can be measur- 
ably increased. 

And here and there a sales manager turns to long 
distant itself, in special situations, to quickly roll up 
surprising sales to distant customers made purely by 
telephone. 

As a matter of course, every electrical jobbing house 
has telephone service. P.B.X. service is found necessary 
by a large proportion. 

Making telephone service most efficient, the electrical 
jobber secures for himself an easy-to-remember telephone 
number. More easy-to-remember telephone numbers, 
classified by types, exist than offhand you would say. 
A good advertising number is so valuable, once secured 
and through use extensively known, that considerable ef- 
fort and even expense to obtain it can with good judg- 
ment be expended. As every reader of this realizes, 
there are some telephone numbers which, used 25 times, 
we don’t remember with any certainty. And there are 
other numbers which, used two or three times, fix them- 
selves indelibly upon our minds. 


A GGRESSIVE electrical jobbers give the telephone 


That many electrical jobbers appreciate the value of 
an easy-to-remember telephone number, and have gone to 
the effort to obtain such, examples from a number of 
scattered cities show. Let’s get some of these jobbers’ 
numbers, and a few others, before us, then elucidate the 
principle—what it is which makes the number easy to 
remember with accuracy. 

Here are several Kansas City numbers. Warman 
Electrical Co., has 444. Townley Metal and Hardware 
Company uses 0200, while Rich-Con Hardware Co., has 
7600. Mutual Electric Co., has an excellent number, 
too—1070. 

Columbian Electrical Company has one of the best 
at Kansas City —1001. 

Doubleday-Hill Electric Co., Pittsburgh, Pa., has 3000. 
General Electric Co., has in Pittsburgh, 6400. Ludwig 
Hommel & Co., has 3141. Pittsburgh Electric and Man- 
ufacturing Co., has 5100, while Robbins Electric Co., is 
easily remembered with 5900. Charles Weisser has a 
double digit number repeated twice in a telephone iden- 
tification—4348. 


At Salt Lake City, Utah, Capital Electric Co., has a 


very small number—6. 





Schuster Electric Company, Cincinnati, has a low num 
ber, 144. 


F. N. Averill, Portland, Ore., has a four-figured num 
ber repeating one digit three times. This is 1888. Cen 
tury Electric Co., of the same city, has 07038. West 
Coast Electric Co.’s number is 5131. 


Midwest Electric Co., Omaha, has a_ succession- 
0456. 


Among the examples here given, we find certain types 
foremost—even hundreds and even thousands in partic 
ular. Then there are low numbers. All these are easy 
to remember for obvious reasons. 


Successions of numbers are an aid to memory, such as 
1234, or 678, or, the declining, 654. 


Repeated digits make fine telephone numbers. On 
such was included above—444. Whether the number 
thus created is small, like 66, or large, like 8888, doesn’t 
matter. Both are good, although, probably, the smaller 
number lends itself best to memorizing. 


Repeated digits can occur in such numbers as 4656, 
or 1713. Such repetition is an aid to memory. 


Below one hundred, even ten numbers are better than 
average, like 40, 60, 20. 

Even thousands, naturally, are choice. Nearly as good 
is a thousand number which has a final digit like the 
first, as 1001—the Columbian Electric Co.’s number at 
Kansas City. 


Progressions like 246, or 357, are far better than th: 
average telephone number. 


Electrical jobbers can’t “pass a law” or otherwise com- 
pel the trade to remember the telephone numbers they 
possess. They can use numbers, however, which lend 
themselves readily to memory tie-up. Situations are 
easily conceivable when, wanting something quickly, an 
electrical dealer will, picking up the telephone, call a 
number in his mind, rather than the number he doesn’t 
know of some other company. 


Further, easy-to-remember numbers are something els: 
—they are easy-to-use. Consulting a directory, the load 
on the memory carrying a number from the book, or 
from a jobber’s literature, to the act of informing th 
telephone operator is minimized if the number is an 
easy to remember one. 


Electrical dealers, under pressure, have been known 
to pick up a jobber’s number, like 3849, and to for 
get it as there is some delay in a response from 
central, and as some interruption comes from without 


This is not nearly so likely to (Turn to Page 84 
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Possession is 


Not Enough 


What You Do With the Wealth, Education, or Special Attribuites 
You Possess Is of Most Importance 


By DR. FRANK CRANE 


end. It is not a terminal, but a new 


f: OO OFTEN we think of possession as an 
Strength of char- 


point of departure. 

acter is not the end of 
life. It is something to 
use after you get it. 
Morality is a force to 
be harnessed to the 
tasks of the world, not 
a mountain peak upon 
which to sit. The rea- 
son men who have 
amassed great wealth 
sometimes “go to 
pieces” is because they 
have looked upon ac- 
quiring wealth as an 
end, whereas it is just 
a beginning. The use 
of wealth and not the 
possession of it is the 
important job. 

Many people: think 
of education as an end. 
Being educated or 
holding a certain de- 
eree is the terminus of 
their ambition. In 
reality, education is a 
foree which becomes 
alive only when put to 
use. ‘To just keep on 
educating yourself 
without putting it to use is like grinding con- 
iinually an ax and never making use of its 
sharpness. It wears out the ax and fells no 
trees. 

Often we pride ourselves upun the possession 
of tact or of “understanding human nature” or 
of getting along with others. But what are we 





doing with this possession? Unless we are put- 
ting it to useful work, the mere having of it is 
not a credit. 

We may be clever at 
repartee or have a flu- 
ency of speech or be 
able to persuade others 
to our viewpoint, but 
the touchstone of worth 
is not owning these ad- 
vantages, but the use 
we make of them. The 
same is true with the 
ability to write or sing 
or invent. Holding a 
high office is not the 
end. It may be but “a 
higher scaffold upon 
which to enact a 
tragedy.” The use 
made of the opportu- 
nity is the important 
thing. 

Owning a house of 
your own is a worthy 
ambition, but it is not 
an end. Making it a 
true home is the end 
that rises beyond it. 

Thoreau, after sit- 
ting before the burning 
logs in his fireplace 
once wrote: “After I 

wood, someday I must 


burned — this 


have 
answer the question of One: ‘Let me see, how 


much wood did you burn, Sir? And I shall 
shudder to think that the next question will be: 
‘And what did you do while you were warm? ” 
Owning the requisites of warmth, said 
Thoreau, was not the end, but a means. 


Copyright, 1927, by Dr. Frank Crane 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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Jan. 15 to General Jan. 15 to General General 
COMMODITY February 15 Trend February 15 Trend Trend 
m S a 
o ~ Be (7) > eo > ke 
BlslSlS SET ESlEISEIE I zlale lal ee 
~ ~ — 
Bi/e&/Hlale | ole lal. Ble) Zlals 
Zs , insulators, distribution equip- | 
Tranafoners folate, dhtevtion mi- | slas| selcetiel a | al etteet ale Jal, 
Poles and pole-line hardware.............. 2| 10| 12/ 0| 20; 1 8| 19| 15] 0O| 80/ 1 0; 8!| 0 
Switchboards and accessories............+- 3 | 14| 11) 0| 21| 2 1/ 18; 20] O| 27] Oo 0| 7] Oo 
Motors and control apparatus.............. 4/15] 9 0| 20{ 2 4/14] 15| O| 26] 2 0! 8!| 0 
Safety switches ...........ccesssccssooes 13; 21; 3{ 1] 80/ 0 19| 24] 2] 0O| 87] 0 6| 6 0| 11} 0 
Wiring Geviowd. «0.0... <r00-0000e00nenee 9/26) 3] 0O| 26] 6 10| 384/ O| O| 88] 4 5 0] 12] 0 
Be Bee. 
Condatt and Gttlnay. .. . «00. 60+ 000000ssueees 10| 27| 2] 0| 30] 2 18| 28] 0] 1] 87] 0 7 01.12! 0 
FUSES 222. cccecccccvcersevconenceecseanenee 17| 20] 2] 0| 29] 1 |] 14/ 31} 0| 0} 85] 0 8 0} 11] 0 
R. C. wire and table. c.és ociscvcctecdeumee 1] 24 | 4| 1| 12 | 19 15 30 | 2 0| 16] 21 8 0| 4/ 8 
ae ee |, ae err. 5 19] 11| 1| 13] 18 11 22| 11 0| 18 18 0| 2 | 8 
ar oe ama 1 bd 
LMI 5 nos ccasbeckseas¥netats thee 26/12} 1] 1/22) 8 |] a4] 11] 0} of 29) 6 | 1 0} 9| 2 
Pe et fas 
Industrial reflecbors 6 uc. .6ccscccsss0 cube 9] 21 | 9 | 0 | 28| 0 8| 29 8 | 0 37| 0 | 0| 10 | 0 
ec Rey Pea | aa 
Commercial lighting units ................ 9| 21] 7] 1] 25) 38 11] 26| 6] 0] 32) 3 0| 10] 0 
Be 4 yes RAE GS ee oe ae 
Residential lighting units ................ 1| 16) 13] 0] 19] 5 3| 25] 9] 0] 27) 3 0; 9] 0 
emacs pecan Pe 
Street lighting equipment ................ 2! 4| 14] Oj] 18] 1 1/10] 21] 0] 26] O 0} 8] 0 
we Be ey ae FS Se ae) ae faa 
Heating appliances ...........6.s-seeee00: 7| 23] 8| 0] 27] 4 |} 8] 18] 17] 0} a2] 4 0| 10] 1 
es aes ee: ee Bia ah et a, gt 
Motor-driven appliances ..............++-+ 1| 16/ 13| O| 24] 2 2! 12] 21] O| 28; 0 0| 8] 0 
mat Bee aes oe ae ERA Bs ee Sane 
eon ee rrr sere er 1{| 4] 25! 0] 26! O 3/ 1] 380] O| 30! 1 0| 10] 0 
Ol Chan as Sa ei Fe RTS da are 
Welles xiccccunne nee eee aces ae 11] 18] 3] 0/20] 8 || 13] 19] 9] 1] 21] 12 0] 6] 5 
Sy ae os Bs ‘ARE Bs Ue gest fase 
Flashlights and batteries................0. 11] 23] 3] O]| 18] 12 13| 25) 6] O| 20! 14 0 | 8! 3 
ee ae 
Dee GEE, eo 3 is dc cake se vennadins 1! 7] 14] 0! 16] 2 2! 5| 17! O| 18] 0 0!| 7] 0 
AN Ua Be oUt ss we 
_ | 
CRON OS SUCTIER os 53554 snp acannon sues 71361 Tl UO} is 12! 13] 8] 0] 26] 2 | 0} 10) 1 






































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8S. Dakota, Nebraska, Kansas, 


Oklahoma and Texas; Central States all between. 
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Pictorial Review of Electrical Developments 


Underwood Phot 


Thomas A. Edison, On His 80th Birthday Which He Celebrated on February 11, 1927, at Orange, N. J. 
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Light rays have been employed success- 
fully to play tunes on a new musical 
instrument called the ‘“Photo-Electric 
Organ” by Dr. Free and Dr. Norman 
Hilberry of New York University in a 
demonstration for members of the New 
York Electrical Society recently. Rays 
of light from small electric lamps 
pass through tiny holes in a rotating disk 
of metal. These rays are then allowed 
to shine and enter a device called a 
photo-electric cell. This cell converts the 
light rays into electric impulses which 
are amplified as are the electric impulses 
of radio and transformed into sound by 
special loud-speaking telephones.—Un- 
derwood Photo. 


How long does yours last? As a part of the campaign to pro- 
long the life of paper money, scientists at the U. S. Bureau of 
Standards are now conducting a series of tests on paper under all 
conditions. In this photograph F. V. Worthington of the Bureau 
is shown making the wet rub test with a machine he developed. 
The device, motor driven, rubs the paper until a hole appears when 
it stops automatically. An automatic counter counts the number 
of rubs administered.—Underwood Photo. 


Careful investigation of the photograph discloses that Miss Jessie 
Payne, driving, is directing her car against traffic, but there’s a rea- 
son, Which one will discover by casting his eves in the direction of 
Jessie’s companion and passenger, Miss Mary Phillips. The girls 
were trying out the first radio-equipped motorcycle; and when Mary 


THE JOBBER 


SALESMAN 


IS 


THE MOST 


IMPORT: MAN IN THE INDUSTRY.” 





paces eee eee see eee k's, 


put the phones to her ears a “Home 
Hints” program was on, and the lady at 
the microphone was giving her own recipe 


for old-fashioned apple pie. The girls 
like old-fashioned apple pie, so—well, 
who’s going to notice which side of the 
street is which in the face of such an 
attraction.—Herbert Photo. 


To pick up nails and other stray pieces 
of metal from bridle paths and motor 
roads in the District of Columbia the 
Bureau of Public Buildings and Grounds 
in Washington has devised this magnetic 
roller. The big roller is energized by a 
series of storage batteries and has a string 
of magnets to attract the bothersome nails 
buried in the bridle’ path cinders or lying 
in the road, and readily picks them up as 
it is rolled or pulled along. A. W. Cline, 
chief of the shops se¢tion of the Bureau, 
is shown with the magnetic roller.—Under- 
wood Photo. 
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The Light That Saves 
Your Eyes From Strain 


Clear white light—without 
glare—without shadow—this 
Let Jerry is true “Eye Comfort” lighting! 


Help You! . , ‘ , ‘ P 
F ep t Ou" Indirect lighting is the ideal illum- 
erry Stair, 


our chiefen- ination for offices, schools, banks, 
gineer, '§ and any other place where close 
anxtous to 

help you put eye work is necessary. 

that lighting 


job across. The light is evenly distributed over 
Write te him 


personally! the entire room by a powerful 
X-RAY reflector that entirely con- 
ceals the brilliant light source. 


Sell Eye Comfort Luminaires! 
Our Engineering Service will help you. 


The No. 4801 is 
boxed as shown and 


ready for shipment. CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 
; CHICAGO 
31 West Forty-Sixth Street 
New York 


3113 West Sixth Street 
Los Angeles 


Above is the famous No. 4801 unit that is so 
popular for office and school use. This fixture 
uses either a 500-watt or 200-watt Mazda lamp. 
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Kondu Threadless 
Oblong Boxes 





Type LB 


All Kondu Threadless 
Fittings have extra large 
openings to the interior. 





if 


Type BE 
There are Kondu Thread- 
less Fittings for every 


part of a complete con- 
duit installation. 


Type U 








Round Series of 
Kondu Threadless 


Boxes. 





Type OTB 


All Round Boxes have 
adjustable wings. 


} 





Type OT 


Write for Catalog of 
complete line. 














New York 
KON DU Philadelphia 
Pittsburgh 
Chicago 
DIV. Cincinnati 
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If you don’t believe that 
times change look at 
your graduation picture @ 


keep in step with its progress. In every field, science, 

medicine, astronomy and all, a constant pressure of prog- 
ress, the accumulation of years of experience, forces us on to better 
methods of accomplishing the same thing. 


{ k~ world does move and every living thing upon it must 


In the industrial field particularly, has this progress been most 
marked. Discarded are the old solutions of the knotty problems. 
And, in their place has arisen the simpler, the less expensive, the 
more efhcient means of doing the same work. 


In a nut-shell, that is the reason for Kondu Threadless Fittings. 
With one full sweep, they have eliminated all the useless, expen: 
sive tasks heretofore considered necessary in the installation of 
conduit and fittings. 


The cutting of threads and the screwing of conduit into fittings, 
two costly and wasteful operations, have been eliminated by 
Kondu Threadless Fittings. Simply insert the conduit into the 
bushing and then tighten the locknut. 


This feature enables Kondu Threadless Fittings to be installed un- 
der the greatest of difficulties, with a minimum amount of labor 
and time. 


Kondu Threadless Fittings, being ready made, enable your 
contractor to do twice as much work in the same amount 
of time. Are you getting your share of this business? 


District Offices 


J. G. Pomeroy Co., Los Angeles and San Francisco, Cal. Boston 
Cleveland IE 
C. R. Dederick, Portland, Ore., and Seattle, Wash. ; 9 
Detroit 
Fred E. Staible, Denver, Colo., and Salt Lake City, Utah St! Louis 
E, E. Dawes, Atlanta, Ga. Kansas City 


ERIE MALLEABLE IRON COMPANY# 


PRI. 


ae 
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You should 
Read This! 





A conduit installation without the use 
of hangers made possible by using 
Kondu Threadless Fittings, is being 
made in one of our large public build 
ings now under construction. 


Over 4,000 Kondu Threadless Fittings 
and 3,600 receptacles have been used 
to date on this one job. 


The contractor has been two to three 
weeks ahead of schedule, which speaks 
for the time and labor saving advan- | 
tages of using Kondu Threadless Fit- 


tings. 


In addition to saving time and labor, 
Kondu Threadless Fittings have saved 
space on this job, and have made pos 
sible many unique installations that 
would otherwise be impossible. 





















of many type LB Kondu Threadless Boxes installed 
he same job. Photo also shows our Knockout 
Connector. 


pieces of conduit can be installed with ease because 
xact lengths can be cut and seated in the bushing. 


boxes and conduit become integrate parts of each 


pthe accessibility to the interior. 


KONDU-BOX 


Registered U. S. Patent Office and Canada 








Listed as standard by Underwriters 
, Laboratories in 12 inch to 2 inch 
Gen sizes inclusive. Other sizes on test. 


+ 


Kondu Threadless Fittings 





Patented 





\. 


7 PRINT IN BINDING 
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Write our nearest office for bulletins covering the complete 


Talk Things 









The 


Quick 
Way to 


Over 


Telephones give the jobber’s sales- 
man an additional line to carry— 
and a profitable one, too! 


range of private telephones, apartment house mail box 


and telephone equipment, annunciators, push buttons, etc. 




















Wwe// 






yankee 




















ST. LOUIS 
G. H. Stienhans 


ASHEVILLE, 
L. E. Perrault 








PORTLAND, ORE. 
Sierra Elec. Co., Inc. 





Cadillac Metal Products Co. 


N. C. 


Mac Gillivray-Beatty Co., Ltd. 


Main Office 






BOSTON 
170 Purchase St. 


DETROIT 


SAN FRANCISCO 
Sierra Elec. Co., Inc. 


MONTREAL 





SALES REPRESENTATIVES 


Sierra Elec. Co., Inc. 





and Factory: 


SALES OFFICES 


CHICAGO 
809 W. Jackson Blvd. 





LOS ANGELES OMAHA 


G 8S. Felt 


PHILADELPHIA 
John R. Hollingsworth 


WINNIPEG 
Cochrane, Stephenson Co., Ltd. 


The Couch Yankee Phone is 
the best value in the world. 
Ideal for House to garage, 
office to stenographer, box 
office to manager’s office, etc. 
Write for quantity discounts. 








5. H. COUCH COMPANY, Inc. 


TELEPHONE AND APARTMENT HOUSE MAIL BOX iste 2 


NORFOLK DOWNS, MASS. 





NEW YORK 
76 Varick St. 





SEATTLE 
Sierra Elec. Ce., Inc. 





DALLAS, TEXAS 
Gottschall & Westcott 


VANCOUVER 
Cochrane, Stephenson Co., Ltd. 


MANUFACTURERS OF THE COUCH ‘‘AUTOPHONE” SYSTEM 
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Representative Jobbing Establishments 


The Revere Electric Company, Chicago 


The sales conference room illustrated on the left 
is a room of unusual beauty. The walls are 
covered with panels of solid mahogany, matched 
with furniture of the same material. An eight- 
light weathered-brass candle fixture is suspended 
from the ceiling, and a heavy, expensive carpet 
adds a finishing touch of dignity to the room. 
This room is also open to visiting contractors and 
dealers with special problems requiring con- 
ferences. 





On the right, is the general office of the com- 
pany. ‘To prevent envy and dissatisfaction on 
the part of other stenographers looking at this 
picture, it might be well to explain that the floral 
pieces are not Monday morning offerings from 


gallant “bosses” but are expressions of good will 
received by the company from manufacturers, cus- 
tomers, and competitors on the occasion of the 
“Grand Opening,” held in February. 

On the left is the city sales department. An 
interesting feature of the store is the two show- 
cases containing home appliances one of which is 
illuminated by “X-Ray” reflectors, the other by 


4 


Benjamin reflectors, so that both types of show- 
case lighting may be demonstrated in practical 
fashion. 

The conduit racks shown here are fully de- 
scribed on page 26. Note the convenient amount 
of room for trucks to back right into the building 
and load or unload conduit. 


(For Further Description See Page 26 
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C. Phillips Hill 


President, Doubleday-Hill Electric Co., Washington D. C. 
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MEN YOU SHOULD KNOW 


C. Phillips Hill 


WO YEARS spent in the jungles of Nicaragua, 
and then to become a wholesaler of electrical 
supplies! From archaeologist to jobber! What is 
the answer to these unusual contrasts? True it is that 
most jobbers who have been in business any considerable 
length of time have a sort of archaeological department— 
a chamber of antiquities in which are kept the relics of 
past enthusiasms; the things 
that were at one time supposed 


President 
Doubleday-Hill Electric Co. 


After two years spent in the jungles of Nicaragua, he 
became associated with a manufacturing concern in 
Columbus, Ohio, where he remained for several years. 
In 1896 he went to Pittsburgh to engage in business, and 
not long after became acquainted with H. M. Doubleday, 
then president of the Electric Supply and Construction 
Co. 

A partnership was formed 
by these two men, and early in 





to move but didn’t. But it is 
doubtful if the answer lies in 
that fact. The jobber’s collec- 
tion of antiques holds no such 
fascination as ruins that are 
three or four thousand years 
old. We must, therefore, at- 
tribute the contrast to the fact 
that in C. P. Hill we have a 
man with a sort of dual per- 
sonality—a scientist who still 


the thinker. 


Many Sided 


HETHER amateur or 

expert in the study of 
physiognomy, you will doubtless 
find no difficulty in identifying 
in the face which appears oppo- 
site those characteristics which 
go to make up the student and 
You will not be 


1897 they took over the Elec- 
tric Supply and Construction 
Co. business. which was later 
incorporated as the Doubleday- 
Hill Electric Co. 

Mr. Hill was trained for 
service in the Army, at Platts- 
burg, N. Y., in 1916, and in 
January, 1917, received his 
captain’s commission in the 
Construction Division of the 


loves and pursues science and ms Quartermaster Corps and 
at the same time is a practical- far wrong, for Mr. Hill rehia ordered to active duty, can- 
thinking business man. This scientist, and although he is a tonment construction, May, 
is a rare combination. And as practical-thinking business man, 1917. He was engaged in the 


in other such rare cases, he 
gives to his business an execu- 
tive ability that is unusually 
keen, for it is based on a wide 
and thorough experience gained 
in many countries and in many 
diversified fields. He has tray- 
eled 1,000 miles up the Nile, all 
overthe Mediterranean, to Pales- 
tine, and he is as familiar with 
the states of southern Europe 
as he is with many at home. 
Central America, in many 





he has devoted, and still does de- 
vote, much time to the pursuit of 
knowledge in those fields of pure 
science which possess for him a 
deep fascination. He has traveled 
over much of the world, has seen 
a great deal, and seeing has re- 
membered. He is not inclined to 
snap judgments, but goes ahead 
on a thing only after collect- 
ing a substantial array of facts. 


construction of Camp Gordon, 
Atlanta, Ga., for the first few 
months of his commission, and 
later requisitioned by 
General Pershing for construc- 
tion duty in France. 

Mr. Doubleday, a brother of 
Frank Doubleday, the pub- 
lisher, by the way, was one of 
the first Edison engineers, be- 
fore the manufacturing end of 
Mr. Edison’s early business 
was taken over by the General 


was 








parts, he has gone over almost 
foot by foot in his explorations. 

By what force of circumstances, then, and by what in- 
clinations is this man an electrical jobber? A brief 
summary of his life’s experience may show. 

C. Phillips Hill was born in Washington and as a boy 
was of a studious trend, taking great delight in reading. 
He obtained his education in the Washington schools and 
his first work after leaving school was in the department 
of archaeology of the Smithsonian Institute, and he was 
also at one time employed in the Bureau of Ethnology 
in the National Museum. He next entered the employ 
of the Nicaragua Canal Co. in 1889, in surveying and 
construction work on the Nicaraguan Isthmian Canal, 
Central America. He started out in the engineering 
corps helping to make the four surveys. They built tele- 
graph lines, railway headquarters, hospitals and con- 
structed part of the canal, the dredging being done with 
the floating plant of the ill-fated French (Panama Canal) 
company, which was purchased after its failure. 


Electric Co. He put in the 
first commercial electric gener- 
ators. Later he helped to form the North American 
Construction Co. It is hard to believe now, but in 1895 
they came to the conclusion that the saturation point had 
been reached, in so far as large size electric generating 
plants was concerned and that the business had a waning 
future. 

Between the Washington and the Pittsburgh main house 
of the Doubleday-Hill Electric Co., both large concerns, 
Mr. Hill is kept more than busy, although, of course, 
responsibilities are shared with his able associates, G. B. 
Hill, G. F. Slocum, E. W. Hillman, H. H. Tully, John 
Hussan and O. Rombach of Pittsburgh and Jack 
W. Reese of Washington, who are on the board of 
directors. 

Yet he finds time to follow the scientific inclinations 
of his earlier years. Not long ago he and Mrs. Hill 
went on another trip to Mexico and visited the Aztec 
ruins at Metla and the great pyra- (Turn to Page 64) 
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Warehouse Layout Suggestions 


Probably the most outstanding proof of the growth 
of the electrical jobbing industry is the constant cry 
one hears on all sides, “More room, more room.” It 
is nothing short of astonishing to find the number of 
jobbers who are cramped for quarters and “looking 
around for a bigger place.” 

It is equally strange, that so many jobbers, when 
making a change for this reason, overlook the fact that 


A section of the south end of the third 
floor. Here the lamp stock is carried. Note 
how well this room is lighted from a sky- 
light in the center of the building. 


if they do not expand properly they will 
in an inconveniently short space of time 
find themselves in exactly the same plight 
which caused their previous action. 

ideal if 


were a set of plans, standardized by some 


It would, of course, be there 
enterprising architect, which would give 
the jobber everything to be desired in a 
warehouse and offices. It may sound ridic- 
ulous to suggest a standardized building, 
but certainly we may reach for the most 
desirable and even with no hope of achiev- 
ing it, accomplish something in the way of 
progress. Speaking more practically, and 


this is meant in no critical sense, it is 
quite obvious that some jobbers at least, 
could improve their method of handling 
stock. 


prepared to sign a lease or build a place which will 


Not perhaps at the moment, but when they are 


bind them to those quarters in the future. 

It is not the purpose of this article to suggest that 
jobbers could improve their warehouses when they are 
planning to enlarge, put a period after the suggestion, 


drop the pencil and call it a day. Rather it is to poiit 
out what one jobber has done with the thought and 
hope in mind that in its relating, a valuable messay: 
may be conveyed to others contemplating a change. 

The setting would be perfect if it could be told that 
this jobber designed his present quarters, but unfor- 
tunately nothing of the sort happened. It is a fact, 
however, that it took him something like a matter of 

five minutes to discover he had come upon 
the ideal in an electrical jobber’s ware- 
house and offices. Perhaps something could 
be learned from the automobile industry 
for the man who built it was a distributor 
of cars and parts and his problem was in 
a measure similar to the jobber’s due to 


A good view of the chute, 
showing it from the third floor, 
down through the second to the 
shipping room on the first floor. 
All stock to fill orders is de- 
livered on this chute to the 
shipping room. 
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Your Field 
for March 


ARCH—an indoor month—a month 
os : in which the sales of Buffalo Breezo 
or : 2 Exhaust Fans should be unusually 
high. The tip this month for the jobbers’ sales- 
men handling our line is to go after the follow- 
ing prospects: 

RESTAURANTS: All restaurants have a | 
ventilation problem. Moving the air about with | 
ordinary fans does not dispose of undesirable | 
odors. A fan should be installed in the grill be- 
tween the kitchen and dining room to clear the 
air in the latter room. Another fan should re- 
move the foul odors from the kitchen. It’s a 
big field, men. 
BAKERIES: Just drop into a 
bakery and notice the odor, not 

exactly disagreeable, but heavy 
| and pungent. Point out: to the 
baker the necessity for good venti- 
| lation as a merchandising feature 





















































of his business. In the baking 
room itself he will welcome a 
means to dispose of the hot air, 
vapor, and odors. 


CLEANING  ESTABLISH- 
MENTS: Dry cleaning establish- jin 














ments is a growing field open to 
you. In addition to the cleaning 
facilities, most of them press 
clothes by steam while the cus- 
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Jobbers’ Sales- 














men_ should tomer waits. It is essential for this 
hog — class of business to keep their 
month for in- place extremely well ventilated in 
ae ope ae order to hold their trade. 

cover for the Go after this Buffalo Breezo Ex- 
following 30 haust Fan business available to 





days. : . 
you during. the month of March. 





201 Mortimer St. Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
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the large amount of stock he had 
on hand. 

To get down to brass tacks, the 
Revere Electric Co. is the jobber 
and the location is at 757 W. Jack- 
son Blvd., Chicago. The building 
consists of three stories and a base- 
ment. Like the contractor who erect- 
ed it, we will start at the bottom 
and work up. The building faces 
north. The south end of the base- 
ment is a receiving room. The ma- 
terial is backed up to a chute at 
street level, and dropped into the 
receiving room. From there it is 
taken to the center of the building, 
which contains an up-going elevator 
only, and distributed by means of the 
elevator to the various stock rooms. 

This elevator, made large enough 
and strong enough to handle automo- 
biles, very quickly clears incoming 
stock at its proper floor. The north 
end of the basement is devoted to 
wire, and a dust proof room contain- 
ing lamp cord and silk cords of all 
kinds. 

The first floor plan illustrated on 
page 28 should be of great interest 
to jobbers. Opening the doors at the 
rear, a truck loaded with conduit may 
back right in and deposit its load in 
any particular rack necessary for the 
size conduit it has. Each rack holds 
105 tons of conduit and the total ca- 
pacity available is 840 tons, 420 tons 
per side. As the floor is designed to 
carry 2000 pounds per square foot 
there is no danger of any local earth- 
quakes on Jackson boulevard due to 
overloading. 

In the picture shown on page 24 
may be seen the 2!/)” iron pipes with 
wall and ceiling flanges, suspended 
to 4x10 inch beams, which form the 
racks. The conduit is permanently 
sorted in Y%, 1, 114, 1%, 2 214, 8, 
8!/4, 4, 5, and 6 inch sizes making for 


” First 808 Plan, ase Electric Co., 
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maximum convenience in handling. 
The black conduit is on one side, the 
Sheraduct on the other. 


In the center of this floor is the 
shipping room. To this point, cen- 
trally located, is sent the outgoing 
stock. From the basement stock, it 
is brought up on the elevator which 
opens into the shipping room. From 
the front of the first floor, where the 
schedule material is carried, it is de- 
livered to the shipping room. 


From the second and third floors 
the stock is brought to the center of 
the building and sent down a chute 
to the shipping room. Both these 
floors are confined to stock depart- 
ments with the exception of the 
second floor the north end of which 
contains the general offices of the 
building and the sales conference 
room described on page 24. 


Jobbers will fmnd the floor plan il- 
lustrated on this page, of real interest 
to them. The significance of such an 
arrangement can be readily grasped. 
And, anyone either skeptical on this 
plan, or interested in it, has only to 
visit the Revere Electric Company to 
see at first hand, in much clearer 
fashion than is briefly related here, 
the smooth and efficient manner in 
which incoming stock is handled and 
outgoing orders are filled. 


2 & @ 


United Electric Building Plans 


Among the many jobbers who have 
recently built or are building new 
quarters is the United Electric Supply 
Co., of Salt Lake City, Utah. It has 
just completed plans and _ specifica- 
tions for a new warehouse and office 
which will give it five times as much 
floor space as it has in its present 
place. 


| 
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Andrae-Westinghouse Meeting 
in Milwaukee 


One of the big events of the year 
in electrical circles in Wisconsin was 
the meeting of electrical dealers and 
central station merchandising men, 
held in Milwaukee, Jan. 24 to 29, 
1927, at the Hotel Pfister, under tlic 
auspices of the Westinghouse Electric 
& Mfg. Co., Westinghouse Lamp Co. 
and Julius Andrae & Sons Co., whio 
are the local Westinghouse agent- 
jobbers. 

Over 300 dealers attended the 
meeting and were addressed on var- 
ious subjects connected with the 
sale of lamps and electrical appli- 
ances to the public. Merchandising 
and profitable sales methods for the 
retail store were discussed by special- 
ists of the Westinghouse companies, 
and plans for the year were out- 
lined. 

In the evening, a dinner was held 
in the Crystal Room of the Hote! 
Pfister, at which Arthur E. Allen, 
vice-president of the Westinghouse 
Lamp Co., was the principal speaker. 

These annual dealer meetings in 
Wisconsin have become an event to 
which the trade looks forward. Sev- 
eral of the large utility companies 
think so much of them that they 
have all of their district managers in 
attendance. The meetings not onl) 
foster a feeling of good fellowship 
among the electrical trade, but prov: 
very profitable in the dissemination 
of up-to-date sales ideas. 


oe 4 .@ 


Frank Teal in Europe 


Frank C. Teal, of the Frank C 
Teal Co., Detroit, Mich., has been i 
Europe since the first of the year an 
was expected back March 1. 
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This ha ndy po cket er shows the full line of 
Wiring Devices with complete description. 
‘ 


Easy to order from, and a ready reference for 
the jobber or his salesmen. ii 


ou have not already re- i) 
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JOHN I. PAULDING, Inc. Wye 


NEW BEDFORD, MASS 
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What’s in the Mail 


(Continued from page 10) 


It is far preferable to have the 
dealer’s name printed on such matter. 
We have never been successful in get- 
ting the dealer to use a rubber stamp 
—he usually gets out of patience be- 
fore the literature is stamped and 
mailed out. 

We have a special place to keep all 
such advertising matter as is supplied 
to us by manufacturer or from other 
sources, and this is so arranged with 
an index or guide that one can easily 
locate the of 
merchandise. 


literature on any line 

Small circulars or leaflets are used 
at frequent intervals as envelope stuf- 
fers, and these are handled by means 
of a chart so that proper changes will 
be made. 

Judging from personal experience I 
would say that out of the tons of ad- 
vertising matter sent out promiscuous- 
ly every year a very small percent 
ever reaches the really interested po- 
tential customer, and this is due to 
two things principally— 

First—lack of knowledge and abili- 
ty in preparing such advertising mat- 
ter. 

Second—no system in distributing 
at; 

You can’t expect a busy public to 


read a hundred words (more than 
likely small type) to get a message 


that should have been told in 10 (dis- 
tinctive—big type—with a punch.) 

The distribution of advertising mat- 
ter has a really big place and value in 
modern business, but the exercise of 
better judgment, in producing and dis- 
tributing will keep the manufacturers 
of waste paper baskets from profiteer- 
ing too much. 


* * * 


What to Do About Waste 


By SIDNEY GREENFIELD 
President 
Greenfield Electric Co. 
Baltimore, Md. 
Q* the subject of manufacturers’ 
literature there is much to be 
said. One’s waste basket each day is 
just about full of it. Such waste does 
not seem from any angle to be war- 
ranted. What to do? Manufacturers 


raust advertise their goods—must get 
into the hands of the distributor in 
some forcible manner the lines they 
have to sell—sales campaigns, new 
items, etc., but it seems to me there is 


much waste effort and expense in do- 
ing this. 

Advertising matter coming into this 
office is looked over—not read—unless 
there is an article advertised which 
particularly has an appeal. This does 
not apply to matter coming in from 
manufacturers whose line we distrib- 
ute, but does apply pretty generally 
to miscellaneous advertising. After a 
while some manufacturer whose adver- 
tising comes in regularly and has been 
given the “once over” begins to have 
an appeal and then it gets a little 
different treatment. That piece is laid 














——————————— 


Sidney Greenfield 


aside for further consideration and 
perhaps has the effect of correspond- 
ence with the sender for more infor- 
the 
Then you have some- 


mation and may result in line 
being taken on. 
thing else: 
Having taken on the line, you begin 
to treat this advertising with more 
You begin to look for ads 


with a special appeal to your trade 


respect. 


and to your salesmen, for your sales- 
men must be sold, as well as your 
customer. 

We prefer to have circulars, instruc- 
tion letters, booklets etc., intended for 
use of salesmen, come in the office in 
bulk. 
personal attention by marking special 
or selling arguments or by 
pointing out a list of possible users. 
It may be that a letter of explanation 
is attached, all salesmen do not call 
on the same class of trade hence all 


These are, in most cases, given 


items 


salesmen do not require the same liter- 


ature. In our opinion this materia! 
should not be sent to the men on th: 
road, especially when your men trave! 
territory which permits them to report 
each week at the office. It is much 
better to have these sales helps held 
in the office until such time that they 
may be gone over with the salesmen 
directly ‘by the sales-manager. Un- 
less this is done you will fmd sales- 
men who don’t “cotton” to a line will 
not pay much attention te these in 
formation bulletins, but if these ar 
called directly to their attention they 
will be more likely to be sold from 
the start and, therefore, glad to see 
these sales helps. 

It is our experience that the sales- 
man or anyone else for that matter, 
does not want to “open his desk” when 
he gets home. Sales helps sent to his 
home do not get the proper attention. 
More often mother sees it’s an adver- 
tising envelope and dad when he 
comes home finds a fine lot of clippings 
scattered around. Have you forgot- 
ten what fascination it was, as a child, 
And these are 
such different pictures than contained 
in mother’s magazines! By actual 
knowledge, too, the envelope unopened 
very often lies around for weeks be- 
fore discarded. 
House organs, on the contrary, might 
more profitably be sent to the home. 


to cutout and paste? 


eventually being 


The second class of literature, en- 
velope stuffers, booklets, etc., intended 
to be used for dealer distribution to 
consumer presents another problem. 
Some manufacturers seem to think 
that your establishment is a dumping 
ground for thousands of pieces of 
printed matter. Why on earth they 
send them in is beyond us. Either 
the manufacturer has an exaggerated 
idea of his customer’s mailing list or 
his salesman thinks he’s making a hit 
with his house by ordering more 
printed matter than would be possible 
for his customer to use in 10 years!! 
No, we have discouraged that practice 
to a great extent. We specify the 
number of pieces we can use and 
whether with or without our imprint. 
This specification however doesn’t 
stop some manufacturers. No Sir! 
Those with our imprint go out as en- 
velope stuffers, those without imprint 
we have printed up with our custom- 
ers’ names after we ascertain from 
them how many they can use. Our 
salesmen keep tabs on our customers’ 
stock of printed inatter and it’s part 
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There is no mistaking Pierce Quality 


e : NSIDE or outside—in every nook and corner 
of a Pierce Renewable Fuse you can see the 
downright quality that is making these fuses 
famous for longer life, safer performance and ; 
greater economy. 





Keep in mind that Pierce Fuses have fewer parts 
—only two parts and the link—and each simple i 
part is better made. They are quickly and easily 
renewed—a child can do it in fifteen seconds 
without the slightest chance of going wrong. 
They stand up after repeated blows because they 

es. are unequaled in strength and sturdiness and are 
lecticg | freely vented to instantly release all gas forma- 
ee tion. 





And they cost no mere to buy than ordinary 
fuses and far less to use because they give longer 
and safer service. 


Write for a sample fuse. You will find it a rev- 
elation of quality in fuse construction. " 
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LISTED AND LABELED BY UNDERWRITERS 
LABORATORIES UNDER THE SUPERVISION OF 
THE NATIONAL BOARD OF UNDERWRITERS 








See 
. ee: 
¥ #8 # - et 
a. $% _ lB 


THE PIERCE FUSE, >. OF CANADA, LTD. 













” PIERCE RENEWABLE FUSES, Inc. - - BUFFALO, N. Y. 


BRIDGEBURG, ONT. 
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of their selling job to see that this 
material is used. 

Our advertising matter is kept sep- 
arately in the stationery room. In 
this way it is kept clean and ready 
for constant use, and we can keep 
tabs on this stock the same as our 
merchandise. 

Perhaps there is one thing that an- 
noys us most and that is the lack of 
uniformity of envelope stuffers, broad- 
sides, etc. Many pieces of literature 
come in here which cannot be used be- 
cause they just don’t fit any commer- 
cial envelope. Our customers and 
ourselves cannot use them because of 
this defect. Many times this is not 
discovered until our attention is called 
to it by salesmen who find these pieces 
still on the customer’s counter and 
then the whole lot is consigned to the 
paper press. Mr. Manufacturer, check 
this up with your advertising agencies 
and save yourselves many wasted 
dollars. 

A step in the right direction is the 
standardizing of the jobbers sales 
sheets. Nearly all manufacturers are 
using standard size sheets, there are 
a few who do not but a suggestion 
will change the size pretty generally. 

In sending out advertising, either 
as envelope stuffers, or broadsides 
your salesmen should always get a 
copy, no matter what form is used. 
There is nothing more embarrassing 
than to be asked what that 
“Muckett” was your house was ad- 
vertising last week and not know 
what it was all about. Ask your 
salesman—he knows! 

* * * 


Standardized Salesmen’s 
Literature 


By GEORGE H. HOPPER 
Sales Manager 
Stanley & Patterson 
New York 


EGARDING manufacturers’ lit- 
erature, we request that this 
literature be sent in at this office in- 
asmuch as we have our own distribut- 
ing facilities. The reason is that we 
find that it is impossible to keep 
every manufacturer informed of 
changes in our sales department and, 
therefore, the new man who really 
needs the literature most does not 
get it and that time after time, where 
we have given manufacturers lists of 
our salesmen, they themselves do not 
keep the list up to date, even though 
we advise them of changes. 
We feel that there is a great 





amount of wastage in manufacturers’ 
literature. Where the manufacturer 
gets out in proper form for jobbers’ 
salesmen’s binders the information on 
his line, we insist that this informa- 
tion be kept in salesmen’s binders, if 
it is on a line that we are in any way 
interested. We feel that there is a 
chance for some live magazine like 
yours to start a campaign to manu- 
facturers, getting them to issue their 
information to salesmen on standard 
jobbers’ sheets, conforming with the 
color scheme for various classes of 
trade, style of set-up, etc. I feel 
that you could do the manufacturers 
a favor and certainly do the sales 
managers throughout the country a 
good turn by recommending a stand- 
ard plan for furnishing in consistent 
form, literature that could be used in- 
stead of being thrown into the waste 
basket. 


> ae? 


A Definite Policy 
By S. B. SWIFT 


Sales Manager 
Alabama Electric Sup. Co. 
Birmingham, Ala. 


E HAVE no objection to giv- 

ing manufacturers, whose 
goods we handle, the names and ad- 
dresses of the individuals in our sales 
organization, and are glad to have 
them mail direct, certain literature, 
such as circulars, booklets, instruction 
books or any literature giving a de- 
scription of the goods. 

Because of the large amount of 
such literature distributed, the aver- 
age salesman frequently consigns to 
the waste-basket sales helps that are 
valuable, and which he should care- 
fully digest. Therefore, we prefer 
that the manufacturer inform us in 
each instance what has been mailed, 
so we can supplement it with a letter 
from the house, calling attention to 
any pertinent facts. 

Multigraphed sales letters should 
always be sent to the house, either in 
bulk for distribution to the sales force, 
or an individual letter that can be 
copied on the house stationery. 

There is another class of sales liter- 
ature, such as price lists, sheets for 
salesman loose-leaf catalogues, and 
letters giving new prices or notices of 
a change in price, which under no cir- 
cumstances should be sent to the sales- 
man direct, but should be invariably 
mailed to the house to be handled ac- 
cording to our plan of issuing prices. 

Broadsides, booklets, etc., sent by 








us to the dealer for distribution to } . 
customer, do not have the same weig! 
as when sent by the manufacture . 
therefore they should be imprint: | 
with the dealers name, and sent to hi 
direct by the factory, together with . 
letter stating they are being sent . 
our request. 

Our policy is to follow this up wit 
a letter, informing the dealer that t): 
advertising sales helps are being se: 
him, and our salesman are require: 
to see that it is properly distributed. 

This makes it necessary for us on], 
to have on hand a small supply of cai 
alogues for special distribution on in 
quiries, etc., and small circulars for 
enclosing in the mail. Every piec: 
of mail that goes out to our customer. 
contains a circular of some descri}) 


tion. SS ae 
Selection Made For the 
Salesmen 


By R. A. SHACKLEFORD 
Sales Manager 
Southeastern Electric Co. 
Chattanooga, Tenn. 


EFERRING to manufacturers 

literature which is intended for 
the use of our salesmen, we prefer to 
have this sent to the office, and as 
general rule do not furnish salesmens' 
names to manufacturers for that pur- 
pose, because salesmen change and al- 
so transfer and we can keep up with 
this much better by sending the ma- 
terial out from the office. 

We also believe that, on account o! 
the tremendous volume of literature 
which is sent out, that it is a waste of @ 
time for the salesmen because there 
is so much of it we know they would 
not read it anyway and quite often 
there are special cases where litera- 
ture is applicable to one salesman but 
is not necessary for all of them. We 
quite often send out literature of this 
kind to the salesmen with loose-leaf 
price sheets for their catalogs, because 
usually they set aside a time to insert 
the loose-leaf sheets and that is a 
very good time for them to run over 
the literature which is sent with them. 

The men who report in to the of- 
fice every week quite often get mater- 
ial of this nature in special baskets we 
have prepared for this purpose. On 
material intended for use by the deal- 
ers we asked our men to enter regular 
orders on this and as a general rule, 
except seasonal literature such as 
fans, it is secured for them from the 
factory by the time they want the ma- 
terial. 
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Keep motors in service— 


Protect man, motor and machine— 
save current 


with CUTLER-HAMMER “X”’ Starters 
C80 motor started by being thrown “across the 


line” requires better protection than the ordinary 
fused switch can give. To prevent the loss of time 
due to frequent blowing of fuses on ordinary over- 
loads, operators often substitute fuses of such size as 
to afford little or no protection to machine or motor. 


_ C-H “X” Starters fully protect A.C. motor wind- 
ings from dangerous overloads—yet permit heavy 








current draws for short durations as in starting, etc. 
And more—they are automatically operated. The 
motor Is started and stopped from conveniently placed 
push-button stations saving time and steps. 


Motors are kept in service—men, motors and ma- 
chines are protected. Even the smaller motors repre- 
sent an investment well worth this added protection. 


The watch-dog of your motor windings 


Far superior to the magnetic type of overload, the Thermal 
Overload Relay on C-H “X” oe cuts the motor from 
the line only at dangerous temperatures. It eliminates the 
delays and annoyance incident to unnecessary fuse blow- 
outs. By simply changing the heater coils, the same starter 
without compromise can be adapted to any size motor up 
to maximum capacity. This simplifies your stocking problem. 






The CUTLER-HAMMER Mfg. Co. 
Pioneer Manufacturers of Electric Control Apparatus 
1213 St. Paul Avenue 
MILWAUKEE, WISCONSIN 
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National Advertising 
to help 


Jobbers’ Salesmen 








So marked has been the trend toward push button 
control of motors, and so widespread is the use of 
motors today, that Cutler-Hammer “Across the Line”’ 
or ““X’’ Starters—which meet the requirements of 
hundreds of the more common A. C. motor applica- 
tions—are handled as staples by the electrical trade. 
They come in strong cartons clearly labeled, complete 
with push button station for each starter and are car- 
ried in stock by electrical jobbers. As only four sizes 
need be stocked to handle all motor requirements up 
to 150 amperes, many industrial plant store rooms 
carry a supply ready for immediate installation. 





* * * 





The C-H line of Motor Control appa- 
ratus is complete and simple to under- 
stand. Jobbers’ Salesmen find this line 
an ideal means of opening most satis- 
factory avenues of profits in the indus- 
trial markets. Sales managers desiring 
information relative to Motor Control 
selling, write direct to Sales Dept., 
The Cutler-Hammer Mfg. Co., Mil- 
waukee, Ws. 











industrial Efficiency Depends on 





Electrical Control 
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Del Monte Meeting E. S. J. A. 


The tri-yearly meeting of the Pa- 
cific Division of the Electrical Supply 
Jobbers Association was held at Del 
Monte, California, January 27, 28 and 
29. This was the largest meeting 
ever held, the Pacific 
in the sense that there were 29 qual- 
ified members who responded to the 


by Division, 


roll call. There were quite a large 
number of manufacturers’ representa- 
tives there and also quite a few of 
the “Who's Who” in the 


world, from the east: Franklin Over- 


electrical 


bagh, general secretary, Chicago; 
Dana T. Ackerly, general counsel, 


New York; John J. Gibson, West- 
inghouse Electric & Mfg. Co., New 
York; E. A. Bryant, Bryant Electric 
Co., Bridgeport, Conn.; E. W. Lloyd, 
Commonwealth Edison Co., Chicago; 
N. G. Harvey, Illinois Electric Co., 
Chicago. 

This being the regular annual elec- 
tion of officers, for the ensuing year, 
Harry Harper, Graybar Electric Co., 
was elected chairman, C. B. Hawley, 
Inter-Mountain Electric Co., execu- 
and Albert H. 


tive committeeman, 


Elliott, secretary. 











The program of the open meeting 
was follows: Chairman, R. J. 
Holtermann, address; paper by Clare 
W. Banta, vice-president, Wells- 
Fargo Bank & Union Trust Co., San 
Francisco, “Installment Selling’; pa- 
“Merchandising 


as 





per on the subject 
in the Electric Industry’—by S. 
Waldo’ Coleman, president of the 
Coast Counties Light & Power Co. 


* * 


Navigating Jobbers 


The Nashville flood hit the Wesco 
Supply Co., along with the others and 
several feet up on the 
front door. A picture in the Wesco 
Red Shield showed McNish and Frye 
standing in front in water half way 
up their shivering legs. They handled 
things so well that the company re- 
ports that it did not lose a dollar’s 


water came 


worth of stock and did not discontinue 
its service for an instant. During the 
several days that the water was in the 
building, they developed the art of 
navigation to a point probably never 
before attained by an electrical job- 


ber. 














A New Philadelphia House 


A new electrical supply jobber re- 
ported in Philadelphia is the Light- 
ing Equipment & Supply Co., at 349 
North Third St., which was started 
recently by Benjamin Gansman form- 


erly of the manufacturers agency, 
Clark & Gansman. The new company 
will carry a full line of electrical 
supplies and fixtures. 


e. Dd. & 


M. Van Til Dies 


M. Van Til, formerly manager of 
the fixture department of the Reiman 
Wholesale Electric Co., Los Angeles, 
Calif., passed away on February 3, 
at the Olive View Sanatarium. 


* * * 


New Home for Franklin 


The Franklin Electric Co., of At- 
lantic City, N. J., moved into larger 
quarters in February and had a for- 
mal opening which was attended by 
200 customers and manufacturers’ 
representatives. The new place is at 
27 North Ohio Ave., and is much 
larger and better equipped than the 
old quarters. The owner of this com- 
pany is Joseph Lowenstein. 








Rapids, Mich. 


Down at the far end of the picture you can distinguish a 
group of employes of the Ackerman Electrical Supply Co., Grand 
They are posed around a carload shipment of 





Kolster radio sets being unloaded at their warehouse. 
company has been in business two years and radio is one of its 
major lines. 


This 


It has been unusually successful in this direction. 
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That “New 


England Trait”’ 


"Conservative New England,-- 
possibly we here in New England 
lean backwards on our conservative 
ideas, but don't let anyone tell 


you that the Hastings Electric Sales 


Company is not glad of it. 
"Take for instance the ‘Ett- 
co’ line. With the help of the 


jobbers’ salesmen in this territory, 


we have the trade thoroughly sold 
on 'Ettco' products and once sold 
on a ‘Quality Line,’ they stay 
sold. 


"If this is conservatism, 
then New England is just that. We 
prefer, however, to call it sound 
judgment and good business to stay 
sold on the ‘Ettco' line, which 
is everything good products should 
be." 


Hastings Electric Sales Company 
Boston, Mass. 


EASTERN TUBE & TOOL CO., INC. 


BROOKLYN, N. Y. 


FACTORY SALES AGENTS 
OFFICE and WAREHOUSE 


29 BINFORD ST. SO. BOS? 





HASTINGS ELECTRIC SALES COMPANY, 
BOSTON 


Claude A. Hastings, Pres. and Treasurer (in 
the circle). Left to right. Front Row: Alfred 
Finding, Miss D. A. Parsons, Frank W. Garner, 
Miss M. M. Hastings. Back Row: Jos. F. Walsh, 
G. Gullickson. 


Ettco Products: 


ETTCO TUBE 


NON-METALLIC FLEXIBLE CONDUIT 


ETTCO STEEL 
FLEXIBLE STEEL CONDUIT ARMORED CABLE 


ETTCO-FLEX 


NON-METALLIC§SHEATHED CABLE 
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Hawkins Likes the “Jungles” 
R. W. Hawkins, president of the 
Hawkins Electric Co., Chicago, and 
his right hand man, O. E. Franken- 
bush, vice-president, are very well 
pleased over their radio business last 
year, which showed a good increase 
over the previous year. They special- 
ize in a low price set, listing at $60 
and naturally it takes a lot of sales to 
pile up volume, but to counteract that 
they went hard after power units 
which swelled the total. They “are 
strong believers in the opportunities 
for power unit sales, especially be- 
cause they represent year-around 
sales. In the summer, when radio 
sets are not working any too well, 
they find it easy to sell the power 
units, which help the efficiency of the 
sets—a point worth remembering. 
Mr. Hawkins is an old time Elec- 
tric Appliance Co. man, and later was 
with Pass & Seymour. He started as 


a jobber, on Lake St., in the early 
‘teens and eight years ago moved his 
business to 1445 West Washington 
Blvd., at which time he was supposed 
to be moving out into the jungles. 
But he says that now he would not 
trade it for any place in the city. The 


great highway arteries of the city 
converge there, by which he is able 
to make substantial cut-offs in almost 
any direction, and his trucks enter the 
congested “loop” district only once 
a day to make deliveries of goods sold 
only in that district. Many of the 
large industrials, in which trade he 
specializes, are west of the river. 
Freight depots are likewise near at 
hand. 

They are “sitting pretty” in their 
own building with two fire walls and 
space where they can house two 
trucks, saving garage rent. On a 
corner of their spacious lot, they have 
leased ground to an oil station, at a 
good return, and back of that is am- 
ple parking space for customers’ cars. 


* * * 


Two New Westinghouse 
Agent Jobbers 


The Iron City Electric Co. of Pitts- 
burgh, Pa., and the Moock Electric 
Supply Co. of Canton and Youngs- 
town, Ohio, have recently been ap- 
pointed agent jobbers of the Westing- 
house Electric & Mfg. Co. The first 


The Iron City Electric Co. was in- 
corporated in 1909, being composed 
of the supply department of the Iron 
City Engineering Co., this latter or- 
ganization having been incorporated 
in 1901. Its supply business grew 
to such proportions as to require the 
organization of a separate company. 
This company sells a complete line 
of electrical supplies and equipment 
at wholesale only. It occupies a six- 
story building in Pittsburgh. 

The officers of the company are 
Charles W. Ridinger, president; War- 
ren I. Bickford, secretary and trea- 
surer, W. H. Bechtold in charge of 
sales and purchases and C. E. Sho- 
walter, auditor and credit manager. 

The Moock Electric Supply Co. of 
Canton and Youngstown, Ohio, was 
established in 1906 in Canton. Steady 
growth brought expansion and in 
1919 a branch was established in 
Youngstown. 

The company is headed by P. E. 
Moock, president, and H. M. Moock, 
secretary and sales manager. H. D. 
Sommer is branch manager at 


Youngstown. 
* * * 


Bronx Electrical Supply Moves 
The Bronx Electrical Supply Co., 
612 Melrose Ave., New York, moved 
on March 1, taking over the entire 
building at 610 Melrose Ave. 


Sales Campaigns 

Samuel Frost, 41 W. 14th St., Nx 
York, on February 1, introduced 
the Metropolitan district a brand n 
6 lb. electric pressing iron, with the ; 
own copyrighted name “Heetrit: 
printed on the boxes. It is understo: | 
that 1000 were disposed of in a fe 
weeks by salesmen Sam Bronstei: , 
Jack Twersky, Murray Rubin, Natha 
Schapiro, Irving Fragner, and Harr 
Feigin. 

Sales work on the introduction 0: 
new items monthly is carried on b, 
Mr. Frost, Mr. Sobel, manager of th 
retail department, and Harry Bar 
nett, purchasing agent. 


= 3 


Extraordinary Additions to 


Personnel 


Quite a startling reply was received 
from the Wesco Supply Co. St. Louis, 
Mo., on a recent request for news. 
Under the heading “Any changes or 
additions to personnel of executives?’ 
we find the answer: “W. R. McCauley, 
traveling southern Missouri has a new 
baby boy. J. L. Buchanan, president 
has the same distinction.” Our con- 
gratulations and best wishes to both 
families but who is the “wit” who hit 
upon the proper caption under which 
to convey this news? 








Here they are about to pin a rose on H. White, manager of the lamp department 
of the American Electric Co., St. Joseph, Mo.—in other words, he is being presented 
‘with a check for $500 as winner of the first prize in the jobbers group of “Behind 
the Lines Campaign.” Of course the money does not interest White in the slightest 
degree—“its the principle of the thing.” He seems to be, what would you say?— 
too full for utterance. In another moment he will clutch the check and then be 
absolutely sure it is not all a dream. 


mentioned company will serve the 
Tri-State area of which Pittsburgh is 
the center, and the latter will dis- 
tribute through Eastern Ohio and 
contiguous territory. 
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Strikes and Spares 
By JOE SINES 





Tue Ixuumoir Exectric Co., Los 
Angeles had its annual sales confer- 
ence to close the old year and get a 
fresh start and there is no doubt but 
that each of the sales force learned 
something new about “how to get the 
order.” 

Tue Reman WHOLESALE ELECTRIC 
Co., Los Angeles has become a distrib- 
utor of the American Bosch Magneto 
Corp. line of radio receiving sets. 


Dave Pence, (left), manager of the 
Illuminating Department, and Scott 
Betts, (right), lighting specialist of 
the Illinois Electric Co., Los Angeles, 
are shown in these photographs. 

Dave has spent the last 20 years in 
the illuminating branch of the elec- 
trical business, the first 10 years of 
which were with the Shelby Lamp 
Works in the states of Wisconsin and 
Minnesota. The last 10 have been in 
his present connection, this long ex- 
perience very closely identifying him 
with the development and progress 
of lighting by electricity from the 
days of the old carbon lamp and “bug 
catching” street arc up to the present 

















Dave Pence and Scott Betts, Illinois 


Electric Co., Los Angeles 
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day methods which turn dark nights campaigns on Westinghouse elect: 


into daylight. 

In addition to being big in his po- 
sition and accomplishments Dave is 
also the biggest man physically in the 
electrical jobbing field in Southern 
California. 

Scott, who is Dave’s right hand 
bewer, played with electricity as a 
boy and is still tinkering with it. His 
early experiences were in Iowa and 
Pennsylvania and the last five years 
in his present connection he has de- 
voted to making Southern California 
more beautiful with electric light. 
Many of the large installations of 
flood lighting, interior and exterior 
ilhumination are the results of his’ ef- 
forts. 


Tus picture of W- G. Goodman of 
Graybar Electric Co., was caught just 
after he had 
partaken of a 
hearty lunch, 
hence the smile. 
Mr. Goodman 
has been con- 
nected with the 
Western Elec- 
tric-Graybar for 
the past 12 
years, seven of 
which were spent in the Chicago 
house and the last five years in the 
Los Angeles house, where he is now 
head of the price and quotation de- 
partment. 








Mr. W. L. (Jack) Suay, sales 
manager of Reiman Wholesale Elec- 
tric Co., Los Angeles, is at home nurs- 
ing numerous and sundry bruises, not 
the least of which is three broken 
ribs and it is rumored that while Jack 
is waiting patiently for nature to 
make the necessary repairs to -his 
anatomy he is seriously contemplating 
some new law, device or scheme which 
will compel other auto drivers to 
look before they come out of blind 
streets into a boulevard. He is getting 
along fine and will soon be back at 
his desk. 


Jobbers Sales Activities 


Tue Wesco Supprty Co., Shreve- 
port, La.—This company ran a waffle 
iron campaign through dealers which 
was very successful. 


Kricnh Lieut & Eectric Co., 
Newark, N. J.—Are having. active 





fans and Bee-Vac vacuum cleaners. 


CrentTrRAL Evectric Suppty Co., $ 
Louis, Mo.—This company is runnin: 
a radio battery campaign. 


MELvItte B. Hatt, Inc., St. Louis, 
Mo.—This company has been ap- 
pointed a distributor of De Forest 
tubes which they are now pushing. 
During the Xmas holidays they ran 
a campaign on Royal Rochester Luster 
Ware and report that it was a great 
success. 


Varney Exectricat Suppiy Co., 
Indianapolis, Ind.—Sales campaigns 
on waffle irons, warming pads, and 
auto engine heaters were inaugurated 
last month. 


Terry-Durin Co., Cedar Rapids, 
Ia.—This company is running a Cen 
tury fan campaign. 


Tri-State Evectric Co., Sioux 
Falls, S. D.—A sales and service 
school was organized on Zerozone elec- 
tric refrigerators which ran from Feb- 
ruary 14 to February 20. 


H. C. Roperts Exvectrric Suppiy 
Co., Wilmington, Dela.—Writes that 
it is “pushing with all its dough and 
voltage on a campaign on Westing- 
house waffle irons and syrup pitchers 
through the dealers and central sta- 
tions throughout the territory and 
from results there is a healthy demand 
for these essentials and it expects an 
awful carnage among the _ elusive 
waffle in that territory.” 


Joun S. Maxson Co., Homer, N. Y. 
—An active campaign has _ been 
started by this company to place 
dealers for Servel electric refrigera- 
tors and Perfection cleaners. This 
work will be intensive for the next 
four months. 


Wermore-Savace Co., Springfield, 
Mass.—J. S. Bradley, Meadows 
Washer (Hydromatik Model H) spec- 
ialist has been campaigning and re- 
placing part of a train load of Mead- 
ows Hydromatiks being shipped to 
eastern territory from Bloomington, 


Ill. 


Carouina Exectric Suppty Co., 
Spartenburg, S. C.—This company 
ran a campaign in January on Na- 
tional Mazda. Lamps. 




















M 


_ 





irch, 1927 





THE JOBBER’S[AJSALESMAN 


39 





\UNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


PERFECLITE 
PRODUCTS 


OTA Pe 


Al AN 





























he 
STAR SAFET 


Y HANGERS 


FOR COMMERCIAL LIGHTING GLOBES 





Hanger would eventually replace the old screw 
type holder—these doubts were dispelled during the 
Cleveland Fixture Market. Where screw type holders 
were bought by the hundreds—““STAR” Safety Hang- 
ers are going out by the THOUSANDS. 


Jobbers are buying them in these quantities, not to put 
them on the shelf in the hope of a probable sale—but 
because Architects, Engineers and Dealers in increasing 


numbers are DEMANDING this superior equipment— 
Just as you demand a self starter on your automobile. 
The cost is no greater than antiquated screw type equip- 
ment—write for prices or better yet order a few sample 
cases—We will allow the same price on initial sample 
orders as in quantity. 

The demand is here—the Jobber who has this equip- 
ment in stock is the one that takes the order. 


T| F THERE was any doubt that the Safety Screwless 


Specifications 
Ceiling Type No. 9104 


Code 
SIRIUS 





Std. 
No. Fitter Package 
4” 4 
9106 6” 
Standard 
Bronze. 
Wiring—Porcelain Socket with wire 
leads and Bridge. Knockout pro- 
vided in ceiling canopy for switch. 


Pendant Type No. 9166 


STELLA 
Finish—Plated 





Statuary 














Std. 
No. Fitter Code Package 
9164 4” SATURN 24 
9166 6” STARLING 24 
Standard Finish—Plated Statuary 


Bronze. 

Standard Length—30” Over All (No 
deviation—additional wire and 
chain may be purchased in extra 
lengths). 

Wiring—Porcelain Socket and asbestos 
covered wire. Knockouts provided 
in canopy for switch. 

Canopy—One piece bridge eliminating 
stem. 








SL LR eee 
Ceiling Type No. 9104 


Simple in Operation—The illustration shows how grav- 
ity clips swing out before ring is placed over them. 
Clips on the left (nearest hand) are shown in engaged 
position when®locking ring drops in place. Two simple 
operations, requiring five seconds to remove or install 
any globe. 


Ohe PERFECLITE COMPANY 


MANUFACTURERS ~ DESIGNERS ~ ENGINEERS 


PERFECLITE 


RODUCT 











Lighting Ip Equipment 
Perfeclite Building. 4 40th and Superior 
Cleveland Ohio 























NOTICE 


A yellow tag is attached to each 
“STAR” SAFETY HANGER with 
instructions for operating. On the 
reverse side appears the “ONLI” 
trade mark for your protection. 
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Harry E. Werts, formerly head of 
the sales clerical department of the 
Graybar Electrical Co., Chicago, is 
now out after orders. He will work 
in Mr. Cossman’s former territory. 


Currorp Turnes, formerly of the 
Paragon Electric Sales Co., is now in 
charge of the bookkeeping depart- 
ment of the Lindley Electric Supply 
Co., Philadelphia, Pa. This company 
has added 1000 sq. ft. to their ware- 
housing facilities. 


Cuas. E. Matrueny, formerly with 
the Pacific States Electric Co., San 
Francisco, is now traveling northern 
California for the Crescent Electric 
Supply Co., of the same city. A ware- 
house has been annexed to the present 
quarters of this company. 


FREEMAN N. Biancuarp, who has 
been working on the inside for the 
Union Electric Supply Co., Inc., 
Boston, is now on the outside looking 
in for the same company, while Phillip 
Rosenfield, who handles purchases on 
fixtures and supplies, is selling on the 
inside. 


Two New salesmen with the Rum- 
sey Electric Co., Philadelphia, are E. 
P. Landis, Jr. and H. H. Kelly. They 
also have a new counter man in the 
person of H. W. Brown. 


J. D. Ranpaty has been employed 
as an outside salesman by the Tel- 
Electric Co., Houston, to travel the 
lower Rio Grande valley and other 
west Texas territory. 

C. C. Surron is a new counter man 
with the Wesco Supply Co., Shreve- 
port, La. 


Ray Haynes, a city salesman for 
the L. A. Woolley Company, Buffalo, 
has just returned from Nela Park, 
Cleveland, where he took an advanced 
course in Illumination. J. S. Kars- 
lake has been employed as assistant 
stock card recorder by this company. 


R. H. Hornsack, formerly in the 
merchandising department of the Gen- 


eral Electric Co., Chicago, is a new 
salesman for the Crescent Electric 
Supply Co., at Dubuque, Ia. 


Turee New salesmen and one 
counter man have been added to the 
staff of the Reiman Wholesale Elec- 
tric Co., Los Angeles. They are: D. 
B. Oatman, R. B. Dugan, and R. H. 
Mills, salesmen; L. E. Cast, counter 
man. 


Ray Riaees and Lee H. Johnson are 
two new salesmen with the Electric 
Appliance Co., San Antonio, Tex. 


THe Hotioway-Pare Co., New 
Brunswick, N. J., have placed Robt. 
J. Swan in charge of counter and de- 
liveries. 


Max KatisHMaNn is a new salesman 
employed by the Krich Light & Elec- 
tric Co., Newark, N. J. 


Eur Leavitt, who has been in New 
York, is again working in the capacity 
of counter man for the Wetmore-Sav- 
age Electric Supply Co., Providence, 
B. i. 


H. R. Becker, formerly connected 
with the Chicago Fuse Mfg. Co., is 
now sales manager of the Silk City 
Electrical Supply Co., Newburgh,N. Y. 


Daniet L. Lewis, formerly s|, , 
ping clerk for the Penn Electrical | 
gineering Co., Scranton, Pa., is n w 
one of their salesmen. 


R. Dunuam has moved from Sic: 
Falls, S. Dakota, where he has had | 
headquarters for the past seven years 
as salesman for the Julius Andrea & 
Sons Co., Mason City, Ia., to the 1:t- 
ter city. He will work west of there 
to S. Dakota. 


Ray Wa.LienuHorsH, who formerly 
was in the sales department of Mc- 
Carthy Bros. & Ford, Buffalo, is now 
a traveling salesman for this company. 
Anthony Batt is a new salesman. 


_G. H. Datey has been employed to 
cover the Kansas territory for the Mu- 
tual Electric Co., Kansas City, Mo. 
Paul Le Fevre is a new counter man. 


Cuas. Fravun and Harry Davis are 
two new men with the Varney Elec- 
trical Supply Co., Indianapolis, Ind. 
The former is a salesman, while the 
latter is a counter man. 


Cuas. F. Osporne is a new sales- 
man with Melville B. Hall, Inc., St. 
Louis, Mo. 


James H. Fenton is a new sales- 
man for the Central Electric Supply 
Co., St. Louis, Mo. 


M. W. Coursey, formerly with the 
Mutual Electric Co., will travel the 
southeastern Kansas for the Central 
States Electric Co., Kansas City, Mo. 





Tired but happy:—The “boys” at Nassor-Michaels Elec. Supply Co. New 


York, have just finished that job nobody likes—unloading conduit. 


“Herb” Fige! 


man, right, store manager supervises all these sort of things and Sam Michael 


seated, does the checking. 
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) difference in fuses 


When a fuse blows—-A new fuse? Or just 
a quick, inexpensive renewal of the old 
one with a new link? Renewable fuses 
are serviceable after repeated blowouts. 
The measure of their saving to you is the 
number of blowouts they will withstand. 
Then, why not select the fuse which will 
stand the most blowouts? 


Remarkable strength of Union Fuse Cas- 
ings — correct vents for quick pressure 
release — design which prevents freezing 
of threads — these features guarantee the 
serviceability of ‘‘Unions” after many 
blowouts—insure you continuous savings. 
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Because they are worth more they really cost less 
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diagonal clamps com- 
bined with bushing 
plates which eliminate 
connectors or ferrules. 
Diagonal clamps tight- 
en from inside after 
box is fastened up. 
Also furnished with 
octagonal type boxes. 


Lathe support assures 
solid installation. Brac- 
ket quickly nailed to 
joist or studding—two 
lugs square up the box 
which sets flush with 
plaster. Fitted with 
New No. 7 Clamps 
with right angle flange 
which fit snugly over 
cable, completely clos- 
ing openings. 





~~ 


State 


een 


givi 


Gates Gem 


Name 





New X-3 Gem Switch 
Box with extended 
ears —a quick box to 
install on studding. 
Easily gangable. New 
No. 7 clamp, with right 
angle flanges fits snug- 
ly around cables — 
completely closing 
openings. Tightened 
from inside after box 
is installed. 


ets, Chicago, I. 


ops of Catalog No. 31 


te information on 
»ducts 


Fusible element replaced in a moment. 
slips in place when studs are slightly loosened. Threads protected from mo 
metal — an exclusive Union design. 


Grey horn fibre case —- very heavy and strong. Correctly proportioned lo 


Speedier installation~ 
a neater job 


Round Outlet Box No. 
1287 XS. Note the new 





ee 


CHICAGO FUSE MFG. CO. 


Laflin and I5th Stre 


Fusible member has slotted end 


tudinal vents release instantly the tremendous pres 
Va of volatilizing metal. “Unions” withstand more blowo 


4 Few parts. Can’t be assembled incorrectly. Accura 
rated — blows at the right point — always. 



















Outlet Box 1289X 





Note quick, easy tight- 
ening of New Diagonal 






Cable Clamps from in- 
side of box. Furnished 
with or without bushing 
plates. 


—with UNION-GEM 
Improved Boxes 


Installation time often measures profits on the contract. 
Improved Union and Gem Boxes speed up installations 
—— widen your margin of profit on every job. 






Outlet boxes can be fastened up before cables are cut and 
anchored. A few twists with a screw driver, tighten up 
the New Union Diagonal Cable Clamps from the inside 
—after box is in place. Saves time—makes a neater, more 
secure job. Use hangers or not, as you like. Note the 
several other outstanding Union Box features, indicated 
above by arrows. 


It will pay you in added profits to investigate the New 
Union Outlet Boxes and other New Union-Gem time 
saving accessories. Write for complete information — to 
your jobber or direct. 






Most all first class jobbers carry Union and Gem Products. 


Cenxcaco Fuss Mire. Co. | 


EMS INCORPORATED 1889 
ELECTRICAL PROTECTING MATERIALS AND GONDUIT piTin 
CHICAGO 
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[his territory was formerly covered 
by E. C. Dwelle, who is now with 
las. R. Kearne Co., of St. Louis. 


W. J. Granam has been employed 
as a salesman by the Hughes-Peters 
Electric Co., Columbus, O. 

H. E. Hawken, who has been with 
the Manhattan Electrical Supply Co., 
[Inc., St. Louis, for many years, has 
given up his position in order to enter 
the flower-raising industry. He now 
spends his time in “‘glass houses’’ and 
is making himself a life of roses, as 
it were. Harry worked in the sales 
department and has been succeeded 
by Kenneth Hoffman. The sales de- 
partment also has another new man, 
tichard Goessling, who gave up his 
position as counter man in the St. 
Louis store to go in business for him- 
self, is back again as a city salesman 
and will, no doubt, receive a hearty 
welcome from his many friends in the 
electrical trade. 

Carxi LINDERBERG, who was form- 
erly sales manager of the Crescent 
Electric Supply Co., Dubuque, Ia., 
has been granted an indefinite leave of 
absence. 


Wn. F. Crarke, has joined the 
sales staff of William Davis Hawk, 
Kingston, N. Y. He had been, for the 
past two years, Metropolitan district 
representative for the Hunter Fan & 
Motor Co. Prior to that he was iden- 
tified with the sales organization of 
the Square D Co., for frve years. 


Tuomas J. Carey has been ap- 
pointed assistant sales manager of the 
Hyland Electrical Supply Co., Chi- 
cago. Tom has been with the com- 
pany four years, and in that time has 
worked in the purchasing, quotation 
ind sales departments. W. J. Ryan, 
tormerly a salesman for the Electric 
\ppliance Co., Chicago, has joined 
the Hyland sales force and will travel 
the Suburban territory. “Herb” 
Streighlow, formerly with the Kubec 
sleetrie Co., Chicago is in the sales 
‘iepartment handling 
details. 


quotation and 
iles 





Geratp (“Jerry”) O'Connor, one 
f the boys at the Steiner Electric 
0., Chicago, has just built a new 
iome. Saturday evening, February 
, he had a house warming to which 
ll the employees of the company 
ere invited. 


Mitton’ ReiIMAN, vice-president 
and sales manager of Otto Reiman, 
Inc., spent a very profitable week at 
the Cleveland fixture show, and took 
along with him two of their star 
salesmen—O. F. Helvie of the In- 
diana territory and William Moore of 
the Chicago south side 
“Px” Reiman stayed at home to look 
after things and also to finish prepa- 
ration for trip to California, 
where he goes for six weeks every 





territory. 


his 


winter. 

Tue P. & A. Electric Supply Co. of 
Mansfield, Ohio, has just issued a new 
radio catalog containing some addi- 
tions to its line of radio parts together 
with some interesting information on 
audio amplification published by the 
Samson Electric Co. of Canton, Mass. 


GeorGE STEINER, president of the 
Steiner Electric Co., Chicago, went 
to the Cleveland fixture convention, 
and reported that he never worked so 
hard in his life, which is going some, 


for, under’ ordinary conditions, 
George works like a horse. However, 
he was repaid, for he picked up 


several good lines which he says are 
going to go great with his trade. 


Tue Union Electric Co. of Pitts- 
burgh is busily engaged in remodeling 
which _ it 


a warehouse expects to 


occupy about May 1. 





American Electric’s Conference 


The American Electric Co., of St. 
Joseph, Mo., had a short sales con- 
ference from January 15th to 17th 
inclusive. 


The 15th and 16th were devoted to 
general affairs and announcement was 
made of the company moving to a 
new, five-story building, 50 by 140 ft., 
in the wholesale district. This move 
will be made sometime during the 
spring or early summer months, and 
will give the company almost double 
their present floor space and more effi- 
cient working quarters. 


The 17th of the 
aside for Edison Lamp Day, at which 


month was set 
time a merchandising team composed 
of H. F. Barnes, and W. H. Rade- 
spoke—Mr. 


vertising and general publicity, and 


macher Barnes on ad- 
Mr. Rademacher on sales engineering, 
including 


application. W. M. 


lighting possibilities and 
States of the 
Chicago office and R. D. Obermeyer 
and H. T. White of the Kansas City 
office of the Edison Lamp Works also 
short talks. All of the lamp 


agents of the American Electric Co. 


gave 


were sent invitations to attend this 
meeting. 
Harry White, lamp department 


manager, was awarded first prize of 
$500 as winner of the “Behind the 
Lines” contest put on by the Edison 
Lamp Works of the General Electric 
Co., between March 1 and October 1. 
























Look at this picture carefully while we make a prediction such as the life insurance 
statisticians indulge in. Fifty years from now, one of these boys will be president of a 
jobbing house, one will be rich, two will be self-supporting, one will have to be sup- 


ported by his children, one will have died and one will be a political boss. 


In order 


that you may check up later on and see if the prediction comes truce, we will add that 


they are the 


“flaming youth” of the E. S. & E. 
Geo. Kumpf, charge of shipping room; Geo. Shea, truck driver; A. 


Co., Buffalo, and left to right are: 
H. Bradley, 


manager; Tony Marr, clerk; Dan Dolan, shipping clerk; Carl Kummer, counter clerk; 


Nick Andriatch, radio repair department. 
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Show Room of Electric Appliances and 


F. L. Reagan 
In Charge 


F. J. Franke 
In Charge 


Tel-Electric Meeting 

A most successful electrical dealer 
sales meeting was sponsored by the 
Tel-Electric Co., and held at the Rice 
Hotel, Houston, Tex., on January 13. 
The program was arranged and given 
by the Westinghouse merchandising 
division and lamp department, and 
their travelling show furnished both 
the instruction and entertainment. Ap- 
proximately 125 dealers and central 
station representatives were present. 

The Gulf States Utilities Co. had 
a very representative crowd of com- 
mercial managers headed by Parker 
Allen of Beaumont, Tex. 

Merchandising methods, advertising, 
store arrangement, and overhead were 
the main topics discussed. A demon- 
stration of the manufacture of lamps 
with many interesting experiments 
was also given. 


H. L. Schultz 
Asst. Mdse. Mgr. 


Milhender Establishes Branch 
The Milhender Electrical Supply 
Co., Boston, Mass., has opened a 
branch -house in Rutland, Vt. The 
new house should find a good opening 
as there is only one other jobber in 


the state. 
* * * 


Havens’ New Home 

The Havens Electric Co., of Al 
bany, N. Y., has a new home at 33 
Hudson St.—a _ modern, _ six-story 
building immediately adjoining its es 
tablished home at 31 Hudson Ave 
This building adds 10,419 sq. ft. of 
space to its warehouse capacity, ever) 


VIEWS OF TYPICAL IN. 
TERIORS IN THE NEW 
HAVENS BUILDING 





One of Nine Stock Rooms 


foot of which is designed to meet its 
particular and expanding  require- 
ments. It provides two new large 
capacity elevators for heavy ap- 
paratus, a spiral chute for the quick 
delivery of merchandise orders to the 
shipping and contractors’ service de- 
partments, a gravity conveyor along 
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Type “A” 
Rectangular Unilet with 
Three-Wire Porcelain 

Cover 





Type “T” 
Rectangular Unilet with 
Plug Receptacle 





4-S-%4 Square Outlet Box 





Appleton Sectional 
Laundry Fitting—Gangable 





Appleton One-Screw 
Conduit Clamp 





Combination Hickey and 
Swivel Fixture Joint 











and CONDUIT 


STANDARD FOR 
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Type “FS” Unilet with Cover Type “GN” Unilet with 
for Plug Receptacle Receptacle 


The Preferred 
Fittings 


HEREVER a neat, quick and economical igstlllidda: tain 
job of wiring is desired, “Unilets” are invari- soit Douer for Pech Season 
ably preferred. This preference is due largely to 
their individual design and manufacture. And being 
adaptable to any fitting requirement, they simplify 
installation operations and reduce material and 
labor costs. 

The results secured through Appleton Fittings 
have been responsible for their rapid adoption for 
varied wiring requirements. For years they have Pe i ea 
been bought on their merits. Pressed from cold for Ho% aud Stach Migs Conduite 
steel, light in weight, strong, these fittings are easily 
handled and installed. Large wiring spaces, smoothly 
finished, and the fact that they fit snug to ceiling or 
wall, insures a neat, quick and economical finished 
job, with a saving of valuable time and labor. 

Low transportation charges and elimination of 
breakage in handling and shipping, coupled with Tene WI Milinainns Prats 
Appleton national distribution—quick service— aah > ehemaiaiealans 
are further reasons for standardizing on Appleton 
fittings to decrease costs and increase profits. 
Write for Catalog 9-AM. It contains the complete 
line of Appleton Fittings and is your guide in mak- 
ing proper selection for individual requirements. 


APPLETON ELECTRIC COMPANY 
General Offices and Factory 
1734 Wellington Avenue, Chicago 
New York—150 Varick Street Los Angeles—340 Azusa St. 


Type ““C”’ 
Rectangular Unilet with 
Rectangular Porcelain 
Receptacle 














Bushing—Cast 





ee” 


Type “FB” Fitting with Straight Tiger-Grip Hickey for * 


Combination 2 and 3-Wire Cover Box Connector and *%-inch conduit 






BETTER WIRING 
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OFFICERS OF THE HAVENS ELECTRIC COMPANY 
Morton Havens 
Pres. 





which stock baskets are carried to the 
assembling tables and other modern 
equipment essential to the rapid and 
customers’ 


accurate handling of 


orders. 
Service details have been worked 
out in the new quarters to reduce to 
a minimum the possibility of errors 
and loss of time in handling and fill- 
ing orders. The accompanying pic- 
tures, showing a few of the depart- 
ments are typical of the arrangements 
throughout the building. 
* 


* * 





St. Louis Palaver 


Wesco—Found R. W. Haege, sales 
manager, up to his ears in work pre- 
paring for his sales conference. When 
his gang gets through that sales con- 
ference we will say they have learned 
something. R. W. has one most radi- 
cal idea in sales conferencing and he 
had Bill Fricke working his head off 
getting things lined up. 

One Knapp, who claims he repre- 
sents Hot Point, was busy writing up 
ads for the Wesco house organs. 
Haege says that as a copy-writer, 
Knapp is a good salesman. 

Central Electric Supply—Roy 
Hawkins and Bob O'Donnell of 
Central Electric Supply was telling 
Donahue of Appleton something 
about a new soft drink called glug 
they had heard of somewhere. 
hue, being Irish, wasn’t interested in 
Swedish drinks. The ubiquitious 
Chet Roberts blew in there and tried 


Dona- 


to get the boys to carry around his 
10 pounds of switch plates. It was 
suggested that some one call Chet off 


with that stuff, as all jobbers’ sales- 


men have enough to carry around 
now. 
Graybar—Dan G. Pepper is trans- 


ferred from city salesman to Missouri 
Mitchell 
who has been tranferred to Harvey 


territory replacing J. S. 


Weber’s old territory in I]linois. 


F. R. Meginniss 
Vice-Pres., Gen. Mgr. 





L. R. Perlee 
Sec.-Treas. 




















were unable to register due to tli 
limited facilities at headquarters. 
The Exhibition marked a turning 
point in the willingness of the light 
ing equipment industry to get together 
to discuss common problems, fo: 
through the courtesy of the A.L.E.A.. 
meeting facilities were provided fo 
the conventions of the National As 
sociation Lighting Equipment Deal 
ers, New York Lighting Fixture Mer 
chants Association, A. C. E. Divisio: 
Electragists International, Illuminat 


Main Office and Clerical Department 


Bob Peck who has been functioning 
as assistant to W. T. Wheeler, man- 
ager of the supply department is now 
out in the city chasing orders. 

Bill Weinheimer has street lighting 
added to his other lines but new lines 
are no novelty to Bill. He is used 
to ‘em. 

Chester Roberts of Bryant & Per- 
kins fame was around there also, try- 
ing to persuade Wheeler to get all 
the boys to carry around the 10 
pound case of switch plates. 

* * * 
Lighting Fixture Exhibition 
Makes a Record 

Total attendance during the Na- 
tional Lighting Equipment Exhibition 
at the Hollenden Hotel, Cleveland, 
which opened January 31, was ap- 
proximately 6,000. Dealers and ar- 
chitects registered at headquarters 
from all sections of the United States 
and Canada numbered 3,500. Rep- 
resentatives of manufacturing con- 
cerns not members of the Artistic 
Lighting Equipment Association reg- 
istered to the number of 116. In 
excess of 1300 railroad tickets were 
validated at headquarters. Many 








ing Glassware Guild and Associated 
Lighting Equipment Salesmen. 

There were 100 manufacturers ex 
hibiting, showing parts and supplies. 
wiring devices, chandeliers, wall 
brackets, floor and table lamps and 
novelties. 

While the exhibit was designed 
largely to be educational and to 
show what the market offered in 
lighting equipment, an unusual larg: 
volume of business secured was re- 
ported. 

Outstanding among the _ exhibits 
was the display of the Artistic Light 
ing Equipment Association, showins 
what the organization was producing 
and what it hopes to accomplish. 

The Exhibition was opened by « 
luncheon on Monday, January 31, a! 
which the delegates were welcomed 
by Wm. R. Hopkins, city manage: 
of the city of Cleveland. After 
‘short address of welcome by Fre« 
R. Farmer, the president of th: 
A.L.E.A., the Exhibition was officia] 
ly opened by G. P. Rogers, managin: 
director of the association. Through 
out the week there were exceptional] 
interesting and valuable address« 
presented at the various meetings. 
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riangle Rigid Steel Conduit 


Electro-Galvanized or Black Enameled 






Immediate 
Delivery! 


An entire Triangle factory ar, 


is devoted to the single Li 


job of making Triangle [st J 
Rigid Conduit, elbows, f “4 
and couplings. All (ge 













S1ZeS can be La | y Triangle Conduit 
Improved Processes delivered FP Speeds Up Work 
MakeFlawlessConduit peenageety: y, 










As with all other Triangle 
products, Triangle Rigid Steel 
Conduit makes work “easier 
for the contractor.” It is a 
time- and money-saver on the 
job. Triangle Rigid Conduit 
bends readily without flatten- 
ing. It is easy to fish wire 
through its absolutely smooth 
interior, and around corners. 
Triangle elbows and couplings 
are made at the same time, and 
in the same way, that the pipe 
is made. Make it a point to 
order Triangle elbows and 
couplings with Triangle Rigid 
Conduit, and keep your 
stock complete. 





You will find none of the 
shortcomings of ordinary 
rigid conduit in the Triangle 
product. All Triangle welding 
is perfect from end to end, and 
practically invisible. No scale 
or foreign matter can be picked 
up at any point of the Tri- 
angle manufacturing process. 
Threads are cut with absolute 
accuracy; and there is no 
shoulder at the end of the 
thread. Inside, Triangle Rigid 
Conduit is as clean as the 

proverbial whistle. You 

won't find any burrs. 





























yy the basic 
Ff of reasons for 

, the high excel- 
f lence of all Tri- 
S angle products is the 
y severe testing to which 
the products are subjected 
at every manufacturing step. 


‘Z \ or, 


g QO) 


A\ RRS 





General Office: Dry Harbor Road & Cooper Ave., Brooklyn, N. Y. 
Factories: Brooklyn—Chicago—Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd. 
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Charlie Deuterman formerly with Crannell, Nugent & Kranzer and now sales 


manager of the Hub Electrical Supply Co., 


New York, was anxious that we get a 


picture of their new location at 247 East 148 St. where they now occupy an entire 
two story building with greatly increased facilities to take care of the branch 
houses at Mount Vernon and Long Island City, N. Y.—but you all know what the 
ladies are regarding pictures—anyway we prove it is a brick building. Those in 
the picture are: “Lou,” a jobber in the making; John Nehse, counterman; Miss 


Raimond; Martin Newman; Miss Karp; 


Deuterman. 


Miss Blum; Miss Kramer, and C. J. 





Changes in Personnel 
Lioyp Back has been appointed 
manager of advertising sales 
with the W. C. Braun Co., Chicago, 
Il. 


and 


A. R. Weaver is now sales mana-- 
ger of the Graybar Electric Co., at 
Toledo, Ohio, succeeding F. H. Van 
Gorder, who resigned. 

C. L. Barrett has been appointed 
purchasing agent and W. R. Barker 
sales manager of the R. M. Laird 
Electric Co., Minneapolis, Minn. 





O. A. Sacer is now manager of the 
Worcester branch of the Sager Elec- 
tric Supply Co., Boston, succeeding 
Geo. Dennison, who resigned to go to 
New York. 

Sot Karz, formerly head of the 
stockroom of the Reno Sales Co., Inc., 
Brooklyn, N. Y., has been promoted 
to the position of stove-sales manager. 

C.J. 
sales manager of Yahr-Lange, Inc., 
Milwaukee, Wis., in charge of sales 
promotion and advertising. 


Morris has been appointed 


F. A. Boss has resigned as branch 
manager of the Wetmore-Savage Elec- 
tric Supply Co., Providence, R. I. He 
is succeeded by John J. Gallagher. 


Mr. CaspPerson is now office mana- 





ger of the Krich Light & Electric Co., 
Newark, N. J. 

Henry Espen has been made sales 
manager of the Ensign Electric Co., 
Minneapolis. He has been with the 
R. M. Laird Co. of the same city for 
20 years as purchasing agent and 
sales manager. 


New Life in Syracuse League 


Under the able guidance and i: 
spiration of W. Brewster Hall, elec 
trical men of Syracuse, N. Y., t! 
Electric League there is experien 
ing a burst of enthusiasm in makin 
Syracuse a greater city electrical] 
Mr. Hall, who is factory-New En, 
land district manager for Pass & Se) 
mour, Inc., was elected president « 
the last election of officers. Among 
the vice-presidents affiliated with th 
electrical jobbing fraternity we fin 
A. M. Little, A. J. Browning and | 
D. Phillips. 

In the new organization every mem 
ber (and there about 200) is assigne 
to a committee or section of whic! 
there are seven with a vice-preside:! 
as chairman of each. 
* 


* * 


Electrical Credit Barometer 


The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem- 
ber manufacturers and jobbers throug! 
its various divisions, for January, 
1927, as compared with the sam 
month the previous year. Also these 
figures are shown for the 12 months 
period of 1925-26 compared witli 
1926-27. 


NATIONAL ELECTRICAL CREDIT ASSOCIATION 
HEADQUARTERS, 1008-14 MARQUETTE BLDG. 140 S. DEARBORN STI. 
CHICAGO 
COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
“THE ELECTRICAL CREDIT BAROMETER” 

JANUARY 31, 1927 
NUMBER OF ACCOUNTS REPORTED 




















% % 
Increase Increase 
DIVISION January or 12 months or 
BI IRS ciate cccnary Sin eteere O ieee 291 372 +27.8 % 4062 4238 + 4.383% 
1926 1927 Decrease 1925-6 1926-7 Decrease 
Middle & Southern Atlantic.. 161 137 —14.9 % 2679 2178 —18.7 % 
DCW SRUERIN is) 3 Fisiace wie nye weve 104 112 + 7.69% 1024 1508 +47.3 % 
ARINC MODABL 5 scccavie twee Cale 30 9 —70 % 249 249 
RIOETAR. cate oe aces ores wa ae 753 767 + 1.86% 10510 10126 — §.65° 
1339 1397 + 4.33% 18524 18299 = W216 
TOTAL AMOUNTS REPORTED 
% wf 
Increase Increase 
January or 12 months or 
1926 1927 Decrease 1925-6 1926-7 Decreas¢ 
New York .........§ 37,4385 § 62,293 +664 % $ 576,211 $ 639,987 +11.1 
Middle & S. Atlantic 15,659 14,289 — 8.74% 307,865 269,412 —12.5 
New England ...... 9,614 10,608 +10.3 % 107,513 108,887 + 1.28: 
Pacific Coast ...... 4,764 1154 —75.8 % 33,780 34,623 + 2.50: 
OOIETAL, acs acceeaue 91,566 91,704 + .15% 1,297,534 1,223,498 — 5.71 
TOTAL ......$159,038 $180,048 +13.2 % $2,322,903 $2,276,407 — 2 
AVERAGE AMOUNTS 
January 12 months 
1926 1927 1925-6 1926-7 
inte Ribrae |. boas es eee eee $129 $167 $142 $15 
Middle & Southern Atlantic .......... 97 104 115 13 
DOW MURINE! 6524 iro caso eas Selo eee 92 94 105 
PRON UNBES ait. (sk econ tle eee 159 128 136 13 
REMI ity sro slo Sek bears A AS ie we tOeLe 122 120 123 Ral 
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Costs More—Worth More—Profits More 
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300 Miles—Holy Smoke! 

We have the honor of presenting a 
likeness of N. T. (Pat) Ronan of the 
Tri-State 
Electric Co. 
of Sioux 
Falls, S. D., 
out where 
the west has 
already got 
a good start. 
Mr. Ronan 
and one of 
the Standard 
Electric 
Stove men 





were remin- 
iscing and 
told of a 
day’s work 
out in the 
N. T. Ronan field. They 


worked till quitting time and then 
drove home in the evening, only a 
matter of 800 miles. That, gentle- 
men, is out west where distances are 
It is a 


where you can 


not thought of so seriously. 
wonderful country 
look 40 miles in any direction. 

Mr. Ronan visited Toledo in De- 
cember to learn more about stoves, 
while making the rounds of the manu- 
facturers his company represents. 
The Tri-State Electric Company jobs 
a complete line of electrical supplies 
western 
Dakota, 


and appliances and serves 
Iowa, South Dakota, North 
and northern Nebraska. 

* * * 


Jobbers Active in Associations 
Water S. Buve, vice-president of 
the Columbian Electrical Co., Kansas 





City, Mo., has been appointed director 
in the Kansas City Electric Club. 

E. T. Cours of the Collins Elec- 
tric Co., Des Moines, Ia., was ap- 
















appointed chairman of the general 
Mid-West Radio 


Congress which was held February 23 
and 24 in Des Moines, Ia. 





committee for the 










T. R. Huser, of the Huber Electric 
Rochester, N. Y., has 


been elected secretary of the Roches- 


Supply Co., 





ter Electrical Contractors Association. 











Hazen R. Becker, of the Silk City 





» Electrical Supply Co., Newburgh, N. 
Y., was made a full fledged Lion re- 
\ cently. 











well 





JOBBERS in Kansas City are 





represented in the Kansas City Elec- 








tric Club. Among the officers is to be 
noted E. H. Waddington of Graybar, 
who is vice-president of the club. 
There are nine directors of whom two 
are electrical jobbers; namely, Walter 
S. Blue of the Columbian Electrical 
Co., and C. H. Annis of the B-R Elec- 
tric Supply Co. 


A. E. Durin, secretary-treasurer of 
the Terry-Durin Co., Cedar Rapids, 
Ia., was elected to the board of di- 
rectors of the Chamber of Commerce 
at Cedar Rapids. 


* * * 


Alpha Radio New Home 

The Alpha Radio Supply Co., Inc., 
announces that on and after February 
1, it will be located in larger quarters 
at 520 Broadway, New York. 

* * * 

Salesmen’s Compensation 

In reference to salesmen’s compen- 
sation discussed in the February is- 
sue, F. E. Belden, of the Belden 
Electrical Supply Co., Joplin, Mo., 
writes: 

“We have a compensation plan by 
which all 
predetermined amount is considered 
This amount is di- 


profit over and above a 


profit sharing. 
vided three ways; 1/8 to the stock- 
holders, 1/3 to the sales department 
and 1/3 to the remainder of the em- 
ployees. In addition to the regular 
salary and expenses, each of our five 
salesmen share in this fund by re- 
ceiving a pro rata of the amount al- 
The 


amount each salesman received is de- 


lotted to the sales department. 
termined by the amount of gross 
profit his territory contributes to the 
total gross profit. 
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Fixture Dealer’s Buying Habit 
The Michigan Chandelier Co. 
Detroit, is both a jobber and a man 
facturer in the lighting fixture fie], 
Therefore they have an experien 
that is broader than usual from t! 
distribution standpoint. Particular] 
when it comes to the dealer, do th: 


Joseph B. Robinson 


know him, you might say, national], 

Joseph B. Robinson is one of th 
chief salesmen of this company and 
THe JopBer’s SALESMAN has obtaine: 
from him some suggestions on fixtur: 
salesmanship, and also his slant on tli 
dealer’s “complex.” 

Robinson makes the statement tliat 
practically every dealer account tliat 
he closes is obtained after that dealer 
first says: “No, I do not need an) 
fixtures today.” So universal is this 
first sally on the part of the dealer 




















These are familiar faces in the southern district territory of the Graybar Electr 


Co., Atlanta. 


H. W. Hall, the manager is at the left. 
Mc Fee, service manager, D, T. Davis, credit manager and R. A. Riley, sales manag: 


Next in order are C. |! 
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THE BRYANT 


TRIGLE: 


These devices 
can be installed 
in a one gang 
box, reducing 
time and materi- 
al costs toa 
minimum, but at 
the same time 
giving the max- 
imum of service. 


LIVING ROOM | 





aT Sits ry 
SS MOSS b 





or Three Circuit Switch 
in a Single Gang Outlet B 


The Bryant “Trigle” No. 2860 Switchis a new tumbler de- 
vice, having three single pole individually controlled switch 


vertically on a single gang flush plate. 


room, and the third a light on the porch. 


mechanisms with common feed mountedinone porcelain cup. 
It has three indicating black composition handles centered 


“Trigle” can be used as a three circuit electrolier switch, that 
is, for controlling three separate circuits with common heal. 
Bor instance, it can control a hall light with one of the 
handles, another handle operating a light in an adjoining 


The same style of switch is also furnished as a two circuit 
device having two single pole individually controlled mech- 


anisms with common feed. This device is known as No. 
2892 and has two black composition indicating handles. 


National Electrical Code Standard 


THE Bryant ELECTRIC COMPANY 


AN 


SUPERIOR 
WIRING DEVICES 





1421 STATE STREET, BRIDGEPORT, CONN. 
New York - 342 Madison Avenue 
Cuicaco - 884 West Adams Street 
San Francisco - 749 New Montgomery Street 


The largest plant in the world devoted exclusively 
to the manufacture of Electric Wiring Devices. 


NAN 
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J. A. Sines and Bozo his dog. Joe is 
district manager of the Chicago ruse Mfg. 
Co., in Los Angeles, and is the author of 
the “Strikes and Spares” column about 
California jobbers. He is 43 and_ has 
been Chicago Fuse representative in 
Southern California since May, 1921 and 
for nine years prior to that traveled 
Arizona for the Illinois Electric Co., 
working out of its Los Angeles branch. 
Before that he traveled Arizona for one 
year for Dunham-Carrigan & Hayden of 
San Francisco, the job that took him 
away from his home town, Prescott, Ari- 
zona, where he was born and spent 11 
years in a retail hardware store before 
becoming a traveling salesman. 





that Robinson believes there must be 
some underlying reason for it and he 
analyzes the situation thus: 

“Every buyer is interested to know 
what a salesman has to offer but with 
the minimum loss of time. Being hu- 
man he does not wish to hurt a sales- 
man’s feelings by going through his 
line and then not buying anything if 
the line does not look tempting enough 
So he fortifies himself by 
previously stating he does not need 


to him. 


anything, yet usually in some way 
manages to leave that grand oppor- 
tunity which any real salesman recog- 
nises, an opening for the salesman to 
show his line. 

“After the demonstration, the buyer 
is at liberty to order what he desires, 
but if he is not interested he can fin- 
ish nicely by telling the salesman that 
he would have gladly given him an 
order, only as he previously stated, 
he “does not need anything today.’ 
That is why some men go on the road 
as salesmen and make good. They 
understand this peculiar psychology 
of buying, while other salesmen are 
content with whatever business there 
is left for them. 

“Every dealer small or big is vi- 
tally interested in buying right, in 
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getting the biggest value for his money 
and therefore always on the lookout 
for better merchandise with which to 
fight competition. The easiest way 
for him to accomplish this lies in 
checking over the offers made to him 
by salesmen from day to day. 

“No salesman resents a buyer’s re- 
fusal to buy, on the contrary, a real 
salesman will always appreciate and 
respect a buyer’s negative answer, so 
long as the salesman’s offer has been 
checked up first. A salesman properly 
treated will always return at some fu- 
ture date to the prospective buyers he 
likes best, and give them first offer on 
his merchandise. In this way a shrewd 
buyer builds up good sources for sup- 
ply and usually is the first to come 
out with newer, better values. Mean- 
while the other buyers are caught 
napping because they did not know 
how to buy, and because they said 
‘no’ to the salesman who called to 
offer them the proposition first. 

“Any Tom, Dick and Harry can 
work his head off trying to get busi- 
ness for his house, to bring in more 
customers into his store, to meet his 
monthly bills, never realising that the 
more important thing is in the begin- 
ning when he buys his merchandise. 
The successful merchant does not 
worry about his sales and meeting his 
monthly bills, he has already made his 
profits by careful and good buying.” 

Robinson declares that more electric 
fixtures are being sold today than ever 
before. Like everything else a dealer 
will succeed with anything he handles 
if he works it properly. He must first 
buy at the right price, merchandise 
which is most in demand. Today 
there is more demand for strap and 
aluminum fixtures with polychrome 
finishes at moderate prices, usually 
around $16 for a five light. This type 
of goods, he says, is in demand by 
over 70 per cent of the buyers. 

* * * 


Handling Knobs by Weight 

The H. C. Roberts Electric Supply 
Co., Wilmington, Del., has found a 
novel and efficient way of handling 
knobs. Discovering that 100 knobs 
weigh 1444 pounds, the company 
built a covered chute from the second 
floor to the scales. By dumping a 
barrel of knobs on the floor and 
weighing them on the scales, a con- 
stant supply ready for shipment is 
on hand with the necessity of weigh- 
ing them eliminated. 

Now if some other jobber will tell 





how they get around the other prob 
lem of counting tubes, by the thou 


sand, another problem will be solve: 
* * * 


Two St. Louis Jobbers 
Consolidate 
Announcement has been made of tli 
consolidation of the Cleary Electri 
Co., 703 So. Broadway, St. Louis, Mo 
and the Barrett Electric Co., 3115 
Washington Blvd., St. Louis, Mo 
With the consummation of this merger 
the new organization will be enabled 
to render broader service because of 
the larger stocks and additional lines, 
represented and carried. The _ busi 
ness will be conducted as the Barrett 
Electrical Supply Co. Headquarters 
will be at 3115 Washington Blvd. 
Ample space has been provided for in 
a modern four story building at that 
address and the personnel of the or 
ganization brings together men long 
engaged in the electrical business 


throughout the St. Louis district. 
* * oa 


Bum Evidence 
Writes N. Gertler, president ot 
the N. Gertler Electric Co., New 
York: 
“I thought you might be pleased to 
hear from the electrical industry re 
gardless of location. I am spending 














N. Gertler and N. W. Hunter 


several weeks up at this beautiful 
Lake Placid, where one forgets about 
the daily grind. I have met several 
electrical men, and thought to give 
you some evidence of Placid activities, 
so arranged a race around Mirror 
Lake rink between N. W. Hunter o! 
the Underwriters and myself. I am 
on the left as you look at the picture 
The results are self evident, althoug! 
I should be a bit more modest.” 

No apologies necessary, Gertler, fo: 
the results of the race, so long as yo 
do not say whether you fellows wer 
skating forward or backward. 
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PUSH (BUTTON 


AND 


TUMBLER 









































































































































THEY ARE THE WORKS 
OF YOUR INSTALLATION 


THEY HAVE. THE WORKS 
FEATURES 


SQUARE HANDLE TUMBLER—No. 
8601: Most popular number today. 
Has the famous feature of the 
Balanced Movement; puts the custo- 
mer in touch with quality he can feel. 
Most quiet, easy-throw mechanism 
in any Tumbler; most positive action 
as well. The lack of impact adds years to its 
service-life. Exclusive in looks and in works— 
but competitive-priced. 





TUMBLER SWITCH—No. 8901: 
Has composition base, instead of 
porcelain as in “8601” above. With 
square handle and same works 
features as 860] Square. Pressing the 
lever stores up energy in a compres- 
sion spring. When moved to the 
point of most resistance, the spring-energy is 
released—thrown back of your press—helping 
throw over the lever. Shallow (1-inch) base. 





GOLD STAR PUSH SWITCH: For 
your de luxe jobs needing every re- 
finement of fine artisanship. Works 
with the lightest of touch and com- 
plete lack of jar. Symbol of beauty 
and permanency in electrical work— 
the star of solid gold leaf on the 
push-button. Called SILVER STAR Switch 
when ordered with luminous push-button. 
Standard-depth, composition base. 


NUTMEG PUSH SWITCH—No. 4401: 
All the world knows ‘‘Nutmeg.”’ 
Leading all switches in number in- 
stalled; leading all competitive-price 
switches in sturdiness. Built to H&H 
standards — price notwithstandins! 
Good enough soyour lowest-bid jobs 
may safely be judged dy the switches. For all 
of the data on these switches and others, refer 
to H &H Catalogue “‘S” or write us. 


THE HART &HEGEMAN MFG CO. 















HARTFORD, CONN. 


MAKERS OF ELECTRIC SWITCHES SINCEI890 
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Biology and Electric Service 
By W. M. CARPENTER 
In The N. E. L. A. Bulletin 
O* THE making of many proph- 
ecies, as of the making of 
many books, there is apparently no 
end. It may perhaps be _ pardon- 
able, therefore, to describe, at this 
time of the year, when prophets are 
seasonally active, a comparatively 
new theory on the growth of things 
in general and of electric service in 
particular. 
Human behavior has always been 
a complex thing, whose interpretation 
is still—after some dozens of cen- 
turies—meeting with very indifferent 
success. Well may the bewildered 
philosopher, whose attention was per- 
haps directed toward feminine adorn- 
ment, have remarked that it is “ever 
varied; eternally changeable’; and 
yet, behind the apparent contradic- 
tions and paradoxes of history, there 
nevertheless may be found some 
strange records, all pointing the 
same way. 
All development is fundamentally 
a biological matter; it takes place 
according to the same general laws, 





iw . 





ab " 


Fig. 1. Typical Growth of a Population 
of Yeast Cells. (From Pearl, “The 
Biology of Population Growth.’’) 
The Curve is Symmetrical 
About Its Central Point. 


and in cycles, whose courses follow 
similar paths with a disconcerting 
frequency. The final results of most 
of the activities and aspirations of 
mankind can be plotted along a curve 
(See Fig. 1) whose form, the calculus 
total sign § —itself signifying the 
same fundamental process—approxi- 
mates far more closely than the early 
mathematicians ever dreamed. 
Whether it covers the weight of a 
pumpkin, or the size of a white rat, 
or the population of a great nation, 
this curve persists. It can be ap- 
plied with equal force not only to 
population, but to its attributes; to 
people’s food, transportation and lux- 
uries; to shoes and ships and sealing 
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Fig. 2. Characteristic Curves of Economic Developments in the United State; 
Knowing Half the Curve, the Other Half May Readily Be Constructed. 
Indicated ‘Saturation Points’? Are: For Population, 
197,275,000; For Railroad Mileage, 485,000; 
For Automobiles, 32,000,000. 


wax; to cabbages and kings. (See veloped by Prof. Raymond Pearl «| 
Fig. 2). Johns Hopkins University has con: 

And here it may parenthetically be in for a substantial amount of criti 
added that this theory, recently de- cism, largely on the part of the 








Millions 


Customers 
Living in Communities 
of less than 2500 Popn 
and, in open country, but 
not on ¢arms 


Cuslomers: 


Actual total sales 
Actual Number of OF energy for domestic 
Tic and service and commercial light 
Commercial (Kilowatt - hours) 
Customers 


Number 


Sales. Billions of Kilondtt: hours 


a tae 1-1927 
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Fig. 3. Pearl’s Theorem Applied to Retail Electric Service. Estimated Tota! 
Number of Consumers of Domestic and Commercial (Retail) Service on 
January 1, 1927: 19,800,000. Estimated Total Use of Electricity, 
15,750,000,000 Kw.-Hr. The Best Available Information Indicates . 
That the Actual Number of Urban Customers Now Exceeds : 
85% of the Total Possible Users in Those Areas. 
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Dont let the Other 
ellow be the one 


to CASH IN” 


HE American Blower Company 
is talking 












“Drugged on the job by bad air” 
“Men can’t work in gas masks” 
“Bad air whispers ‘shirk’” 


“Bad air is bad business” 


Startling truths that have 
already begun to arouse the 
interest of American busi- 

in Ah ° Bl a New Sales ‘Plan that is al- 
ness in /imerican Ower ready producing results for 


Electric Ventilation. bs for American Blower dealers. 
ts 00 









THIs 32 page book outlines 











More reasons than ever why the 
leading electrical dealers should copy of this book, or want addi- 
handle the American Blower line tional copies for dealers, write 
and profit by American Blower _ us today! 


advertising. Don’t let the other fellow be the 


If you haven’t received your one to cash in. 


AMERICAN BLOWER COMPANY, DETROIT 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 
CANADIAN SIROCCO CO., LIMITED, WINDSOR, ONT. 
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American Rlower 


“Saroee Ee HEATING, AIR a aw DRYING, MECHANICAL DRAFT 
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MANUFACTURERS OF ALL TYPES OF AIR SW wanounc EQWPMENT SINCE 168) 
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CONSTANTLY GAINING! 


UTOVENT FANS are 


constantly gaining and 
holding good-will because 
their good reputation is the 
kind that lasts forever. 


“The Well 
Built Line’’ 





1927 Stock Privileges 


TEs season promises to 
be a busy one. Accord- 
ingly, we have devised two 
special stock plans where- 
by you can profit without 
investment. 


Choose Either 
Plan A or Plan B 


Write for full details immediately! 


AUTOVENT FAn & Biower Co. 
730-738 W. Monroe Street 
CHICAGO 








“hard-boiled” school of optimists, wh. 
protest that every curve must take a: 
ever-steeping slope and that any sus 
picion of a slowing up of growth mus! 
be regarded as_ rank pessimism 
There is, however, one essential: ii 
is implied that no fundamental o: 
startling change—war, pestilence 0: 
famine—takes place in the underly 
ing conditions, nor any revolutionar 
discoveries alter the people’s basi: 
habits. With this reservation, ther 
is a weight of evidence behind this 
theorem which has, thus far, success 
fully combatted all arguments that 
its opponents have been able to ad 
vance against it. 

The figure (Fig. 3) shows Dr 
Pearl's theory, as applied to the num 
ber of domestic and commercial cus 
tomers of the electric light and power 
industry and, with equal force, to th: 
total amount of electricity which 
these customers consume. The chart 
has been developed by computing the 
number of families in urban areas (i. 
'e., in communities of over 2500 popu- 
lation) and adding to this number 
12144 per cent to cover the number 
of potential commercial users, which 
‘figure appears to be the general aver 
age of a somewhat controversial sub 
ject. Above the potential urban cus 
tomers, there is shown the number in 
rural areas. It is, in passing, a mat 
|ter of considerable interest to not 
|the large number of potential custom- 
‘ers in so-called rural areas who arc 
not farmers. 





| 
| 





With the history of the past al 
|ready on the record, the probable to- 
‘tal number of customers is shown by 
the dotted line, projected to 1940. 

Below the line of customers is 
drawn their total use of energy. The 
parallelism between the two curves is 
remarkable. With the exception of 
the years during the war, when ther: 
were various restrictions and discour 
agements of the use of lighting, these 
two lines might have almost been 
drawn with the same curve. 

There is, apparently, no beating 
the curve of customers. Indeed, with 
the saturation of urban numbers al- 
most an accomplished fact, all the 
acumen and all the energy of the in- 
dustry will be needed to extend serv- 
ice into the outlying and leaner areas 
and so to maintain the actual num- 
bers along the dotted line. 

The other curve can, and must, be 
beaten. The reservation in the the- 
(ory is that it holds. good only when 
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Sell the 


JEWEL, 


ELECTRIC VACUUM CLEANER 


This Spring! 


There is no time of the year that the prospects for the 
sales of Jewel Vacuum Cleaners are better than in 
the Spring. Are you prepared to meet the demand 
of your dealers for a dependable, rugged cleaner, 
sold at a price which appeals to the average 
pocketbook? 
Jewel Vacuum Cleaners are guaranteed for , 
two years. They are ruggedly construct- 
ed and designed not only to attract, 
but also to reduce “service calls” to 
a minimum. 


‘4475 


| . _ These 
| _ Attachments 
ste | FREE 


pity 


———eel 


With a 
Nice Profit 
Reserved 
For You 


Jobbers are offered an unusual oppor- Stock only the quantity you want. 


eee V Cl We believe the jobber is the best judge 
tunity with the Jewel Vacuum Cleaner of the amount of stock he needs. 








It is sold without a franchise—no An extra large profit is reserved for 
binding or troublesome clauses are of- the jobber and an attractive one for the | 
fered you to sign. dealer. | 
| 


Write us at once for a territory assignment 


CLEMENTS MFG. CO. Ghicaco 1. 
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»// Don’t Under-Rate 


when ordering your Gyrofan 
stock. It’s filling those “last- <G 
minute” orders which SS 
. 4 SS 
makes you solid with 
your customers, and \N 






















gives your salesmen NS N 
“the edge” over \N % S 
. SS Kc * 4 NS 
your competi- N 59) SL 
< 
THE 
GYROFAN 
PRINCIPLE 


The fans, being set 
on a slight angle, | 
cause the frame to 
revolve on the ball- 
bearings, the speed 
being adjustable; thus | 
giving a CONSTANT- 
LY VARYING DI- 
RECTION AND 
INTENSITY to the 
air-movement in all 
parts of the room. 


Help Your Sales 
Force to Help 
YOU 


ORDER those 
extra Gyrofans 


NOW 






Direct or 
Alternating 
Current Voltages, 
100 to 250 volts. 
Fan blades 15” diameter. 
Specify length of stem re- 
quired. Standard Finish, 
black. 
















GYROFAN 


Even better, more 
attractive andmore 
economical’ than 
ever. New motors 
designed by one 
of the world’s 
leading motor de- 
signers. 


The National Screw & Mfg. Co. 


(A B Products Division) 


2.440 East Seventy-Fifth Street 
CLEVELAND, OHIO 


SS 
T’S EASY to “play TOO safe” © | 
Y 
\ 
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| underlying conditions do not chang: 
One factor can be changed. Th 
stimulation of the use of electricit 
|by domestic consumers, throug 


| | sound and aggressive commercial po 
| | icies will keep the lower curve 


| straight line, long after the upp: 
one has flattened out. 
| The business is there, but etern: 


| effort must be the price of success. 
* * * 


| Faraday’s Jest Comes True 
After seven long, hard years « 
labor with one object in viev 
| Michael Faraday in 1881 succeede: 
in producing an electric current bh 
induction. One day in his labor: 
| tory he explained the experiment t 
'a friend, who was one of thos 
| matter-of-fact sort of chaps, wl 
| said: 
| “Very interesting, but what 


| | the use of it?” To which Farada) 
| | somewhat sarcastically replied: “Per 


haps some day you can tax it.” 
When it is considered that tl 


| | great electrical industry of the pr 
| sent is based primarily upon Fara 
|| | day’s epochal discovery, the truth ot 


his great jesting remark may be un 
derstood. Today the electrical in 
| dustry is the third largest taxpayer 
| of corporation taxes in America, and 
will doubtless soon stand at the head 
of the list. 

| The electrical industry in thx 


| | United States paid last year in taxes 


| $163,000,000. 











| R. J. Vogel, sales manager of th: 
Morison Electric Supply Co., New York 
is such a busy man that it was necessar\ 
| to take his picture by moonlight. 
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- PREVENT DAMAGE TO THE GUY WIRE © 
& AND PROTECT THE PUBLIC 


Where guying is done along city streets or highways Hubbard 
‘Protectors should be used for safety. They act as a shield, 
** preventing damage to the guy wire and give protection to 
“the public. 


3 Points of Safety 


&. The two edges are turned in, giving greater rigidity to the 
Protector and the well rounded edges eliminate the possibil- 
ity of injury to objects or persons coming in contact 
with the Protector. 


2. Designed to clamp on the wire.. The center of gravity ie 
is below the guy strand which prevents the Protector 
from turning over when installing. ge 


3. Thesimple yet efficient clamping arrangement 
permits its use on Anchor Rods, Guy 
Clamps or Guy Strand. 


These Protectors are carried in stock and sold 
exclusively through the leading Electrical 
Jobbers. 
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MURRAY 


METER SERVICE SWITCHES 
Easiest To Wire 











Service Switch 
and Branch 
Circuit Fuses 

Combined 


Cat. No. 235 
30-amp., 125-volt, 
2 Wire. 2 Two 

Wire Branches 


Means Easiest To Sell 


Contractors save time with this 
Switch—That’s why they like it. 


You Can Increase Your Sales with Murray Switches 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 


CHICAGO DETROIT 
PHILADELPHIA MINNEAPOLIS 
BOSTON PITTSBURGH SEATTLE 











| 








Providence Jobbers Support 
Lighting Institute 


M. F. Falk, president, Union Elec 
tric Supply Co., S. L. Southey of th 
Wetmore-Savage Electric Supply Co. 
and W. A. Walker, of the Walke: 
Electric Co., wholesale and retai 
dealers in fixtures, all of Providence 
| R. I., were elected as members of th« 
executive committee of the Electrica! 
| League of Rhode Island at its an 
| nual meeting, Jan. 26, 1927. 


After the business meeting ther: 
| was a lecture by Professor F. N 
| Tompkins of Brown University at th« 
| Rhode Island Lighting Institute. The 
lecture dealt with the theory and the 


application of light. 


The Rhode Island Lighting Insti- 
tute was made possible through the 
cooperation of the University, the 
central stations and the jobbers— 
Belcher & Loomis Hardware Co., 
Boss Electric Supply Co., Union 
Electric Supply Co., and Graybar 
Electric Co. All supplied equipment 
that was needed to make the lighting 
laboratory complete. The institute is 
| being used by the college as a lighting 
|laboratory and lecture room for 
classes of students, and by the local 
electrical industry as a demonstration 
room. A winter extension course on 
| illumination is also offered by Brown 
University. The Lighting Institute 
_is sponsored by Brown University, 
Electrical League of R. I., Illumin- 
ating Engineering Society (R. I. 
Chapter) and Providence Engineer- 





ing Society. Each of these organiza- 
tions has a _ representative on the 
directing committee of the Institute. 


A lighting installation of antique 
design taken from a mill in Rhode 
Island has been re-installed in the 
Institute in exactly the manner it was 
found in the mill. The old flat 
| Shades, the dirty carbon lamps, the 
height from the floor and all other 
details are exactly as they were in the 
| mill and this installation was lighted 
| and shown. 





| On a demonstration stand were 
_mounted lights illustrating the prog- 
| ress made in lamp manufacture and 
these were lighted one by one, a car- 
bon lamp, a metalized filament lamp, 
|a tantalum lamp, a tungsten, a gas 
filled lamp, a daylight lamp and an 
inside frosted bowl made up this ex- 
| hibit. All the different types of 
| shades were shown in actual instal- 
| lations made in the Institute and by 
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You can handle Durax 
like a piece of code 
wire—that means speed. 
The inside is Durabilt- 
that means safety. 


sonst 


Reg. U. S. Pat. Off. 


The Non-Metallic Sheathed Cable 
of Known Quality 


Yes—it’s Durabilt! 


Sh PRODUCIS * * 


TUBULAR WOVEN FABRIC COMPANY :: PAWTUCKET, R. I. 
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oe 


means of a shadow box, the effect 


* . > 
. different colors of light, of differe) 
) STAR-Rite Fans Kx directions of lighting and of differe) 


intensities of light were demonstrat: 


a> 2D 





hey sell b "Unie 
C ey Se etter : | Wesco’s Unique Sales 
| Conference 
: ! On January 24, 25 and 26 tix 
Now For Quick Sales: Wesco Supply Co. of St. Louis heid 





. its annual sales conference. It did 

S TAR ” Ri t e Fa ns fo 4 1 9 2 7 | not employ the services of any fa 
— ‘ |tory salesmen, -dependi 

New Finishes—New Sizes—Same Good Value | rr S* Sen sCepenas Pen 


company’s own salesmen to lead ti), 
Look these over—and do your stuff. The same old STAR-Rite 

. ‘ . each of the major lines hand). 

quality—the same old STAR-Rite value—and new Duco finishes and ; ge 
2 9 showing each salesman’s individua! 

two new sizes, what more do you need? ® aa 
accomplishment and the house’s tot 
TWO NEW | accomplishment. The men were a)) 
BIG FELLOWS | parently well pleased with the new 


12” and 16” Oscillators method of handling the conferenc 
* * * 


| Some Club 

The Quota Club of the Nationa! 
Electrical Supply Co. of Washington, 
| D. C., were guests of the company. 
on January 15, at a banquet given in 
celebration of the fact that the quota 
set by the general sales manager for 
the year 1926, was exceeded. 

After an address by each officer of 
the company, an announcement wa: 
made that five members of the organi 

sieaas zation were awarded prizes in th 
| ceetemegth oul = “Behind the Line” sales campaign. 
rooms and offices. Finished | which was‘conducted by the Edison 


in black Duco with solid | Lamp Works throughout the country 
Geass blades. . Three oj The entertainment, which consisted 


| discussion. Figures were presented . 








control. 
12” $25 00 Retail of 11 acts, was furnished by em 
In Canada $32.00 _ ployees of the company. One act of 
16” $30.00 Retail particular interest to all jobbers, por 
In Canada $38.00 | trayed the initiation of a candidate, 





into the Quota Club. The obligation 
required. was as follows: 
“If you wish to become a member 


" a 1 

The 8’ Model $20 Retail | 

You know the fan—here are the. finishes; Sparkling all-over nickel, All-over Ivory Duco, | of the Nesco Quota Club, you wil! 
Black Duco with brass finished blades, repeat after me: 

“T will call on 380° contractor 


The 10° Oscillator po tbrageney | dealers each day. 


The dependable three-speed home oscillator furnished ‘now in choice of sparkling all-over | ‘I will take so many orders, that 
nickel finish; or black Duco with brass finished blades. it will be necessary for the compan) 


” . $10.00 Retail to purchase five new delivery trucks 
The 10 Straight In Canada $12.25 |. “I will earn so large a compensa 
tion that the sales manager will want 
to trade jobs with me. 


S (Se) _ “I also swear that I will not se: 
IR R l te more than one picture show each da) 

| “I furthermore swear that I wil! 
not play more than 36 holes of gol! 


Same as always—three speed—sparkling all-over nickel finish only. 


ELECTRICAL NECESSITIES each day without first reporting to th 
Fitzgerald Manufacturing Co., Torrington, Conn. sales manager.” 
Pacific Coast Branch—“The Better to Serve You in the West”— Those in charge were—R. |! 
1211 Van Ness Avenue, San Francisco. Harri Wt Geobiee RK DN 
Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. arrington, W. 1. Goodrick, Si 
Makers of the famous Nevet-Leak Cylinder Head Gaskets. Chase, F. H. Eastman, L. P. Field 
and William Jose. 




















March, 1927 THE JOBBER’SfJ]}SALESMAN 











“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 







~ Ss — 
S NaS BS 
S NBs S 
SS WBS SS 
Xx Sy ES RN 
ISSA NS 
— SSS : 





| 
cilimes | 





Back in the days of the Civil War, a crisis arose with 
England. She, however, “Backed down” fearing, it is said, that 
her restless neighbor, Napoleon III of France, might take 
advantage of the opportunity to declare, in turn, war on her. 
Napoleon III was a nephew of the Great Napoleon. And, he 
used this relationship in every possible way to “Profit by the | 


” 


Name.” He knew the value of a name.. 


Jobbers’ Salesmen calling on dealers who have not as yet signed their fan 
contracts can find no easier path to securing the signature on the dotted line 
than by pointing out to these dealers, in no uncertain terms, the value of the 


name Robbins & Myers. 


Here is the point—a dealer who tells his customers he handles Robbins & 
Myers Fans is not only telling them he handles fans of quality and reliability, 
but he is telling them he has the one fan with which they are familiar. The 
name Robbins & Myers is as foremost in their thoughts when they are in the 
market for a fan as it is in the minds of the dealers throughout the country 
who are ready to sign fan contracts and the jobbers’ salesmen who solicit 
these contracts. 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 


Agencies in all Principal Cities of the World 
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This is Bud,my boyAint he the cats 
whiskerse He's some kide Went down 

to get.my pictur took today and he 

cum along. Said he wanted his took 

too so's he could be in the papere 

So I had to put him ine My pictur cum 
out good and it will be here next month 
Hed e sore finger so I couldnt write 
this but got the girl. next door to 

do it on the machine for mée 

Speaking of satety switches the TV 
line is the most complete line I ever 
saw,ythere's a switch for every -purposée 


P.S. Beginning with May I got a new 
line,and you'll hear about it 
all right. 


SAFETY 
SWITCHES 


a" | 
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In the Light of the Law 


(Continued from Page 12) 

“Yes that'll be fine,” the who! 
saler agreed, pocketed the new chec | 
walked down to the bank, and got | . 
cash. 

Ten days later the wholesaler g ; 
a snappy letter from a manufactur: 

“Unless your past due account 
paid inside of 24 hours, it will 
sued without further notice,” the | 
ter read. 

“Well, you can’t get blood out «| 
a turnip, nor money out of empiy 
pockets,” the wholesaler assured hii 
self, started in to satisfy himself that 
such was the case and found t!: 
dealer’s check. 

The next day the wholesaler en 
dorsed and mailed the check to tli 
manufacturer and the manufacturer 
presented it for payment. 

“Payment stopped.” the bank told 
him—and the manufacturer sued tli 
dealer. 

“T took the check in good faith, and 
for value, and I’m a holder in du 
course,” the manufacturer contended 

“Did you have any confidence in 
the wholesaler’s financial standing 
when you took the check?” the deal 
er’s lawyer asked. 

“None whatever,’ was the read) 
response. 

“And you took ‘it relying entirely 
on the dealer’s credit?” 

“Certainly.” 


“And you took it 11 days after its 
date?” 

“T did,” the manufacturer agreed. 

“Under these circumstances _ thi 
manufacturer cannot be a holder in 
due course, within the meaning of the 
law,” the attorney contended, but tli 
New York Courts ruled in the manv- 
facturer’s favor in a recent case r 
ported in 210 N. Y. S. 224. 

“The sole question in the case is 
whether the holder was a bona fic 
purchaser for value. The court below 
has found that he was not. The only 
evidence to sustain this finding is that 
he admitted that he had no confiden:« 
in the payee’s financial responsibility. 
and cashed the check in reliance on 
the credit of the maker, and the cir 
cumstances that he cashed the che 
11 days after its date. It cannot |! 
said that the holder was put on noti¢ 
when a financially irresponsible pe 
son presented to him a check of 
responsible person to be cashed, n 
is any inference of fraud or bad fai 


x 


oo 


— 
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Mid- West's 


” Money Makers 
] 4 Time Savers 





(Listed as Standard by Underwriters’ Laboratories) 


for Electrical Contractors 


Here is the line that features profits—both in time and money. The popular KRUSE 
—the largest selling supporting strip for switch boxes, and the FITZ-M-ALL Outlet 
Box Hanger, make big profits for jobbers and contractors alike because of their unique, 
time-saving qualities. In order to give our jobbers and contractors even greater cause 
to push MID-WEST Products, we have added two new units that are as useful in 
their field as the KRUSE. The Ready Service Head is going to be a leader—costs 
no more than old style heads—installed in seconds and lasts a lifetime. The PEER- 
LESS OUTLET HANGER, Type A, is an old friend which we were recently licensed 
to manufacture. A tried and satisfactory product. Prompt service on new items as 
on the old. 


Our Two New Products 


Ready Service Head 


This unit features a one-piece, malleable iron 
body with glazed porcelain cap. The Ready 
Service Head is easily attached to conduit pipe. 
The exclusive spring clamp takes the place of 
troublesome screws and cotter-pins. The flange 
on cap fits under head-rests cap and prevents 
moisture. Economy in installation is only the 
first saving as this trouble-proof unit will last a 
lifetime. 


Peerless Type A 






































\ 
PEERLESS OUTLET HANGER, Type A, for old work. Designed for a specific purpose—the folding con- 
struction assures easy installation and permits use of hanger in a hole as small as 1/2” in diameter. The toggle 
bolt construction also makes our Type A Hanger self-aligning and ‘insures straightly hung fixtures. Peerless 
Type A Hanger can be used with any standard outlet pan or box. 


KRUSE ie Strips FITZ- M-AL —— 


SEND COUPON TODAY 


CASH IN ON MIDWEST TIME-SAVERS DURING 1927 . ne errs eer et yee 


Mid-West Metal Products Co. i“ °° 


- i" JO EEE CEPOL Fe CCE CRETE Ee 
Muncie, Indiana 


' Muncie, Indiana 















| Att: Desk B, Mid-West Metal Products Co., 
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An Open letter 
to Sales 
Managers 





The Sign 
Of A 
Better Job 





. The Same 


| : Sales Effort 





This is ~_ Safety 


Type Flush Service Switch 
Panelboard. A big profit maker 
in the building field. It is used 
in small homes. 


When you 1 
many ways. 


—hut better profits! 


ist and sell @@ Panelboards you profit in 


Atlanta, 


Baltimore, Md. 
Boston, Mass. 


Brooklyn, N. Y. Kansas City, Mo. Pittsburgh, Pa. 
Buffalo, N. Y. Los Angeles, Calif. San Francisco, Calif. 
Chicago, IIL Miami, Fla. Seattle, Wash. 


Cincinnati, O. 


First of all there is a long profit not to be overlooked. 
Then, too, someone sells Panelboards on every job. 
Consider the architects, electrical contractors, builders 
and real estate operators in your territory. Everyone 
of them is a good live prospect. 

€® Panelboards are constantly advertised to these men 
—in their own trade magazines. So well are they known 
(7) Panelboards have long been considered “the sign of 
a better job” wherever building is done. 


By selling €® Panelboards you profit by selling a proven, 
old established product. Quick sales—that is what A 
means to you. 

A Panelboards are made to give extra service and 
longer wear. Their cost is always less and due to 
standardized construction, A Panelboards are installed 
in the minimum time. This saves your buyer money. 
He knows it! 


Consider fA Panelboards for better 
profits. Send for the new issue of 
the @@ Catalog. It is free. We 
supply estimates without cost 
Write us. 


Prank Adam 


ELECTRIC COMPANY 


ST. LOUIS 


District Offices 


Ga. Dallas, Texas 
Denver, Colo. 
Detroit. Mich. 


Omaha, Neb. 


Minneapolis, Minn. 


Philadelphia, Pa, 


New Orleans, La. 


Winnipeg, Canada. 











permissible from the mere circum- 
stances that 11 days had elapsed,” 
said the learned judges. 


The Lost Truck 


TEXAS Electric Company had 

taken out an insurance policy 

insuring the trucks used in its 
business against loss by fire or theft, 
and the policy also protected the 
electric’ company against loss through 
a wrongful conversion amounting to 
larceny or embezzlement of any truck 
by the purchaser thereof. 

While the policy was in force, the 
electric company sold one of its trucks 
on time and took notes secured by a 
lien on the truck. Before the first 
note fell due the buyer disappeared, 
and the truck with him, whereupon 
the electric company, having failed 
to locate the buyer, made a claim on 
the insurance company for indemnity. 

“The mere disappearance of the 
buyer with the truck was neither lar- 
ceny nor embezzlement,” the insur- 
ance company contended, but the 
Texas courts, in the case of Piper vs. 
Dennis, 274 S. W. 307, ruled that 
the insurance company was bound to 
pay. 

“We think there was a wrongful 
conversion ‘amounting to larceny or 
embezzlement,’ for it destroyed just 
as effectively the electric company’s 
interest in the car, without its knowl- 
edge or consent, as would have been 
done by the commission of such acts 
as technically constitute either one of 
these offenses, and there is just as 
complete an application of the com- 
pany’s interest in the car to the bene- 
fit of the buyer’s act of conversion 
was equally to Jarceny or embezzle- 
ment,” is the gist of the court’s ruling. 

. ie 

Mother: ‘Yes, Doris has been 
learning to play the violin for six 
months. We were trying to keep it 
a secret!” 

Suffering Member of the Audi 
ence: “I thought somebody had let 
the cat out of the bag.” 


The Plan That Failed 


G6 HE last goods that 1 
ordered from my _ dealer 
werent at all as represen- 

ted,” the customer declared. 

“Going to send them back?’ his 
neighbor queried. 
“Oh, no, I know a trick worth two 


| of that,’ the customer averred. ‘“‘I’ll 


| order, and the dealer’ll ship them, and 


pay for these goods, send in another 








— 
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Clean Lid 
a are Clea 


Automatic Cut-out Hangers 


EAN easy cleaning. Sell them with industrial lighting jobs. 

They'll make your installations more efficient, more eco- 
nomical. Add this point to your sales talk for complete Westing- 
house installations—a cut-out hanger that lowers the fixture for 
cleaning or lamp renewal and automatically locks it in position 
when it is pulled back. 


Tests show that lamps and reflectors regularly cleaned are fifty 
per cent more efficient. Sell equipment to make that cleaning easy 
—with Westinghouse automatic cut-out hangers. 


Westinghouse Electric & Manufacturing Company 
Merchandising Department South Bend, Ind. 
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Square D multi- 
spring jaw 


Square D multi-spring jaws are designed to give per- 
fect contact between jaws and blades. Spring action 
at many points allows them to conform with any 
shape of blade. 


The accompanying sketches show the decided con- 
trast between contact provided by Square D and 
ordinary milled jaws. In the latter partial contact 
frequently causes overheating at one point and tends 
to destroy spring action and ruin switch jaws. Uni- 
form contact pressure provided by multi-spring jaws 
and large radiation surfaces eliminate any such dan- 
ger in Square D Switches. 


This and other well known Square D features have 
brought Square D to its position of dominance in the 
industry—a dominance based on more than 4,000,000 
satisfactory installations. 


SQUARE D COMPANY, DETROIT, U. S.A. 
FACTORIES AT DETROIT, MICH., PERU, IND. (88) 
BRANCH OFFICES: Boston, Buffalo, Chicago, New York, 


Pittsburgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, 
Atlanta, Cleveland, San Francisco, Jos Angeles, Syracuse, 
Kansas City, New Orleans, Baltimore, Columbus, Minneapolis, 


Indianapolis 
SQUARE D COMPANY CANADA, Ltd., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal. 
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Milled jaw or 
punched clip 


SQUARE D 


Safety Switch 








draw a draft in the usual way.” 

“Well, if you pay the new draft 
how far ahead will you be?” 

“Oh, I'll pay the draft, all right 
and then, the moment I’ve paid it, I’! 
attach the money in the bank’s hand 
to cover the damages of the last ship 
ment.” 

“A pretty smooth scheme,” the cus 
tomer carried out these suggestions 
the dealer shipped the goods, drew 
draft, deposited it in his local bank 
the bank credited the proceeds to th 
dealer, and paid out the money o; 
checks given by the dealer to variou- 
creditors. 

When the draft reached the cust 
omer’s home bank, he promptly paid 
it, attached the proceeds as arranged 
and the customer’s bank reported to 
the dealer’s bank what had occurred. 

“We took the draft in good faith. 
gave value for it, knew nothing about 
any dispute between the dealer and 
his customer, and you can’t hold our 
money,” the dealer’s bank contended. 
and the Supreme Court of Mississippi 
so ruled in a recent case reported in 
103 Southern Reporter, 343. 

“The holder of a draft or other 
negotiable paper payable to or en 
dorsed to him is presumed to have a 
bona fide title to, and to have paid 
value for it, and the burden of show 
ing to the contrary is upon him who 
asserts rights to the proceeds thereof 
or sets up defenses against it. But 
the mere crediting of a depositor’s 
account with the full amount of 4 
draft does not constitute a bank a 
bona fide purchaser of the draft. To 
be such, the holder of the draft must 
actually part with something of value. 
and if it is shown that the bank merely 
gave credit to the depositor for the 
amount of the draft without actually 
paying out any funds, such bank is 
not a bona fide holder for value. In 
the case at bar it was affirmatively 
shown that the entire amount of this 
draft was drawn out before this suit. 
but there was no effort whatever made 
to show the exact status of the de- 
nositor’s account between the date of 
the draft and the filing of the suit.” 
was the reasoning of the Court. 

* * # 


Restaurant Manager (to orchestra 
conductor): “I wish you'd display a 
little more tact in choosing music 
We've got the National Association 
of Umbrella Manufacturers here this 
evening, and you've just played ‘Tt 
Ain’t Gonna Rain No More!” 
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HUBBELL 


@) \crewless Plates 


¢, 
"Ole eR ze 


BAKELITE 








HE line of Hubbell Screwless Switch 
and Receptacle Plates is a new one in the 
electrical field. 


The plates are dignified in design, have no 
screws to mar their appearance and completely 
insulate all live parts. 


HARVEY HUBBELL 


ELECTRICAL SPECIALTIES 
BRIDGEPORT, CONNECTICUT. USA 


NEW YORK. N.Y. CHICAGO. tit 
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In March, 1927— 
HEMCO Missionary Men Wi 


Introduce New Leade 


CLO 


The First Permanently 
Beautiful Wall Plate 


The New HEMCO Patented Process Produces a Finis 
Which Will Never Finger Mark, Tarnish or Mar 





















































A wall plate—the point where which will be beautiful 5, 10, 20 y 
electrical convenience begins—should eee. i tee oy 
have lasting, harmonious beauty. finger-mark — won’t tarnish — can 
This demand for a_ permanently marred by any reasonable use 
beautiful wall plate is of long stand- Hemco Plate is practically unbrealf 
ing. But known methods of finish- —is _everiasting—ene harmonizes 
: all fixtures, every scheme of decora 
ing could not produce such a plate. In addition, the new Hemceo pate 

Now a new patented finishing process process allows this plate to be off 
makes such a plate a reality. Think at a price which will further guar 
what it means from a sales standpoint its immediate success. 
to be able to fulfill this demand for ele- If you do not have a sample of 
gance in the modern home—to furnish wonderful Hemco Bakelite Wail | 
your trade with a Bakelite Wall Plate write the house or us today. 


New Display Cartons for HEMCO 
Plural Plugs | 


The popular slope top Hemco carton—long the favorite of many Hen 


ers-—was occasionally objected to by Hemco distributors. ‘ 

Characteristically Hemco, a new carton has been designed to “shelve” flat and 
display with a sloping top (See illustration at left). ‘These ] 
cartons will speed the already fast movement of Hemco P 


They will make even more acceptable the two new Henico ! 
which Hemco salesmen are _ introducin 
March—the No. 204 Hemco Thru-Lite an 
No. 207 Hemco Trip-Prong. 






a 





The illustration shows 
one new HEMCO carton 
1 open for plug display and 
another closed — FLAT 
for the shelf. 


: It is our aim to keep Hemco Jobber Co-operation so cfet 
it shall be forever established as a standard of comp i 


Ababa 


PRINT IN BINDING 







. ~~ S 
\ HEMCO 
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PRODUCTS 
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e From the Folio of HEMCO Sales Helps 
O O 


3} HowHEMCO Men Build Your Sales 


“Your Cooperation Has Been HEMCO Men Are Rewarded 
Equaled By Few and Sur passed 


For Outstanding Work Among 
By None” Your Dealers 


Sales contests kee p 
James, Sales Manager Hemco Missionary Men 
of L. A. Woolley, Inc., in competition with each 
voice his estimate of other. Hard work pays 
the Hemeo Merchan- well—and consistent re- 
dising Plan. sults always win. 


Thus does Mr. W. S. 





L A. WOOLLEY. Inc. 


. 
ene a cane tet oe 





This and many other When a Hemco Man 
expressions of appre- works in your territory he 











‘ati f et a has but one purpose—to 

Catton irom Jonbers build your sales by intro- 
0 y everywhere, indicate ducing Hemceo. Although 
that the Hemco aim is he gets orders—and gives 
lt a reality: to establish you the credit—he is more 
can eel — tendasd of than just a salesman. He 
| anew s Sndcarad o is a merchandising expert— J. G. Engler, Hemo Missionary 
reald comparison in sales co- ready to give you and your pret} sdb ovo + 3 yam 
operation. deale rs unlimited coopera-- Hemco Sales Contest for 1926. 
‘oral tion in solving sales prob-- = Engler won by making every 
ate : . : . ° 2mMs call count. 
of Beginning in the home and ending in your deal- lems. 
“al ers’ stores, every phase of the Hemco Merchandis- 


ing Plan is beneficial to you. 


National advertising Typical Records of HEMCO 
establishes public preference 


for Hemco quality— 


Missionary Men 
effective dealer helps assure turnover—and Hemco 





Salesman’s No. of No. of 
Missionary Men work your territory, helping you ” Territory Calls on Dealers’ 
educate your dealers to the profit-making possibil- : 


Dealers Orders 
ities of Hemco. 


565 253 


Minneapolis 279 165 
JA CONROY, Buffalo 311 159 
; ? C. J. GRANDY Staff 894. 157 
$150,000.00 in HEMCO Business 1: R.KELLAR, Atlanta ° 270138 

j P J.G. ENGLER, St Louis 208 137 
ef’ Put Through Jobbers Salesmen 120 


E. J.HA NSMAN, New York 224 
“a During 1926 Shall We Arrange To Have A 
, t 1 ? 
in Every nickel of this $150,000.00 of new business HEMCO Man Work With You! 
secured by Hemco Missionary Men was turned 
over to Hemeo Distributors. Initial orders cred- 
ited to your territory represent just the beginning 
of your profits. Repeat orders are sure 
because there is 


M. A. TIERNEY, Philadelphia 
H. V. FLORA, 


Considering the results 
other salesmen—the 
of giving you—can 
cooperation ? 


Hemco Men secure for 
sales help they are capzble 
you afford to pass up their 






to follow 


a growing demand for Hemeo. There is a Hemeo Missionary Man workin 
his business is yours, near you. Shall we arrange to have him work 
Why not take advantage of Hemco help? with you? 


George Richards & Company 
557 WEST MONROE STREET, CHICAGO 





chete, valuable and real that 
pan in this industry. ..... 


FR we 


BINDING 





\ 





| 


72 


THE JOBBER’SMIJSALESMAN 








FOUNDED ON 





PHE 








BELIEF 








THAT 





THE 


f 








WS S 


f, 


v4 


3 


f BLECTRIC 
\ RANGES 























Range. 











Model 956: full size (45'' wide by 22" deep); full white porcelain, 
with nickel trimj cast cooking top; two eight-inch hotplates; 
one six-inch hotplate; large size oven with temperature control; 


fused convenience outlet. 


Another leader 


among 


Campaign Ranges 


Standard has always led the way in 
Campaign Ranges. Model No. 1054 
was the original Campaign Range and 
was the greatest value ever offered in 
an electric range up to that time. Model 
No. 1055 was and is a great Campaign 


Now comes Model No. 956, 


the greatest of them all. A-really beauti- 
ful range at a remarkably low price. 


How many models should a dealer 
stock to start in and build up an 
electric range business? The answer 
is found in our special combination 
deal on Models 639, 9521, 555. Sell 
these three models in combination. 


The Standard Electric Stove Co. 


Toledo, Ohio 
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Industrial Sales 


(Continued from page 9) 


OPPORTUNITIES FOR 
DEVELOPING 
BUSINESS 


When the jobber installs his indu 
trial department the special salesn: 
for this department, or the regul: 
salesmen under special guidance, wi 
naturally be calling on all mediu 
class industrials in the territor 
These salesmen will have two oppo: 
tunities for selling control apparatu 
First, there is the obvious one thi! 
when inquiries are made by the plan 
superintendent or purchasing agei! 
for wire, conduit and motors there is 
a logical need for motor contro 
This point was brought out in th: 
February issue by one manufacturer 
who pointed out that inquiries for 
wire, conduit, etc., of a certain ty): 
could only denote that a power in 
stallation was to be made and thus 
that a motor was needed. 

The second opportunity to make ad 
ditional sales lies in the exclusiy: 
features of motor control. A line o! 


motor control, modern and complete. 


gives the jobber salesmen somethiny 
to talk about. The wonders being 
worked with proper motor control ar 
quite outstanding. ‘Take the simp|: 
automatic starter. Here is a piece ot 
control that sells for but  slightl) 
more than knife switches and yet 
gives overload protection to the mo 
tor and automatic push button opera 
tion. 


The answer from one manufacturer 
on this question is very interesting 
He points out: 


“The jobber’s salesman is in fre 
quent contact with the electrician or 
plant superintendent at the plants on 
his routes and thus he learns of jobs 
coming up, whereas a manufacturer s 
salesmen would not know of such jobs 
until the request for quotations ar 
rived at the manufacturer's office. I 
other words, he is on the job to find 
out about these new projects and is 
not a mere order taker.” 


Other views on this interesting fea 
ture of the subject have been selected 
at random from a large mass of ma 
terial submitted as follows: 


“It is customary for the industria! 
plants to purchase supplies throug) 
the jobber and it seems to work satis 
factorily for them to purchase contro! 
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Every Contractor Will Purchase 






RATCHET 


HANDLE 


VEKEKRS EEE EERE EEE EKER EEEESEE 








The JONES BORING MACHINE 
has 2 sets of ball bearings in the head 
which is the brains of any boring ma- 
chine. The RATCHET HANDLE 
which can be attached in a few mo- 
ments, fits any chain boring machine 
on the market. A SAW ATTACH- 
MENT can be had for notching ceil- 
ing joists for rigid conduit. It screws 
on the chuck easily and may be re- 
moved when boring holes. 


L. W. JONES TOOL COMPANY, INCORPORATED 


’382 Grand Concourse 





ONE OR MORE— 


New Type Boring Machine 


a V Ratchet Handle and Saw 


oncs 


Jobbers’ salesmen will find no resistance in selling the JONES BOR- 
ING MACHINE to contractors. 


for Boring Machines 
& Pipe Benches 


“King of Them All” 


The JONES PIPE BENCH is a tool needed on every conduit job. 
With this Bench it is absolutely impossible to kink or waste pipe. 
The Bench can be set up in less than five minutes, and makes a small 
package when moving from one job to another. The only bench of 
its kind with these labor and money-saving features. 


Jobbers— Your salesmen should have our 
descriptive bulletins in their price books. 


New York, N. Y. 




















One fact alone—it does more 
work on a job than four men with braces and bits. 
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Selling Effort 


That’s something to which the Jobber’s Salesman gives 
his entire time—and his success, if dependent on solely his 
own work, must necessarily be limited; he has just so much 
time, can get around just so far in a given number of hours. 
He would like to do a lot more than he does. There is 
a way to accomplish this. One line of goods is given real 
factory support and cooperative selling assistance; that line 
deserves special intensive effort on the salesman’s part. An- 
other, on the contrary, hasn’t a thing behind it in the way 
of helpfulness in marketing the goods to the user; there is 
in such case sales resistance. The help given the salesman 
by the maker of the goods, and by his representatives, is of 
distinct advantage and saves time and effort. 


We Give This Aid -- Hence You 
and We Are Working Together 


But that isn’t all. 


Along with this cooperation and selling help, is 
quality of goods and service through to the point 
of installation. The trade values price—service— 
quality—all old timers in salesmanship, but ever- 
lastingly young in principle, and too often over- 


looked. 


It was one of our leading jobbers who remarked 
‘The recollection of quality persists long after the 
price has been forgotten.’’ Paste this in your hat 
and remember, that is the reaction from 


“XDUCT” 


Galvanized type of rigid steel conduit 


“ELECTRODUCT” 


The leading enameled conduit on the market 


“LOOMFLEX” 


The non-metallic of unique quality 


“RED SEAL” 


The steel armored cable without a flaw 


Samples mailed upon request 
to any of your trade 


Call on us to help on 
any specific job 


AMERICAN CIRCULAR LOOM CO. 
90 West Street, New York 


Representatives : 
CLEVELAND: H. Lee Reynolds Co. 
Plymouth Bldg. 
BUFFALO: R. W. Mitscher 
CHICAGO: Geo. Richards & Co. 
557 W. Monroe St. 
DENVER: Hibbard-Weedon Elec. Co. 
1940 Blake St. 
PORTLAND: C. R. Dederick 
346 Sherlock Bldg. 
LOS ANGELES: A. B. Vandercook 
564 I. W. Hellman Bldg. 


BOSTON: C. Walter Jones 
164 Federal St. 


NEW YORK: R. B. Corey Co. 

100 E. 45th St. 
PHILADELPHIA: S. G. Cummings 
116 So. 19th St. 
ATLANTA: Fulwiler & Chapman 

Atlanta Trust Bldg. 


PITTSBURGH: H. Lee Reynolds Co. 
Oliver Bldg. 
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apparatus in the same way.” 

“Many industrials assume a poli. 
to give one or two jobbers all of th: 
business on account of their relatio 
prices or some particular factor. 
the jobber is handling a line of co 
trol apparatus he might just as w: 
get it in the schedule along with t/ 
other items. Many plants endea 
to give a salesman an order for son 
thing every time he calls. Contro 
lers are just another item.” 

“The jobber’s salesman can sell m 
tors and control because he is in « 
position to give the industrial plant 
service on his orders. This servic: 
goes for control equipment as well «s 
anything else if the jobber will pr 
pare himself on the line.” 

“Many jobbers’ salesmen are in tly 
confidence of the plant electricians 
and master mechanics who can giv 
inside and advance information 0 
proposed or current developments 
Being also in close relations with tli 
purchasing agents they should hay 
no difficulty in getting control in 
quiries.” 

“The entree can often be obtained 
by directing effort to one specific and 
simple control device. Once having 
introduced that, specifications on other 
control applications are gradually and 
automatically put up to the jobbers 
salesman.” 

“T believe there are opportunities 
for a jobber’s salesman to pick wu) 
prospects for control and motor a) 
plications but he should handle onl) 
the simplest applications himself and 
those that he is positive of. For the 
others, bring in a manufacturer’s ex 
pert.” 

“Every electrified plant must hav 
control equipment of some_ kind, 
whether it be hand switches or auto 
matic controllers. If a, salesman rep 
presents a line of control apparatus 
and is familiar with his product ther 
is no reason why every industria! 
plant is not a prospect.” 


WHAT THE SALESMAN 
SHOULD KNOW 


It seems to be generally accepted 
that no special technical knowledg: 
on the part of the jobber salesmen is 
necessary. ‘The salesmen must appr 
ciate the fundamentals of contro 
from the standpoint of what it wil! 
do rather than how it does it. H: 
then must be capable of identifying 
the different types of control from 
the catalog issued by the manufactur 
er. All manufacturers are willing | 


| have their men do missionary wor! 


with the jobber salesmen to indus 
trial plants. It would take very fe» 
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On March 5* 


The new Home Toastmaster breaks 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 











into The Saturday Evening Post 
BE READY FOR MANY CALLS! 


The new Toastmaster has earned its way into 
national publicity. For during a “sales test” 
campaign in a limited section of the country— 
over 25,000 ‘Toastmasters were sold in 4 
months. Thus it was proved that the public 
would buy this new and revolutionary toaster. 
And now, starting with the March 5th issue of 
The Saturday Evening Post, the Toastmaster 
will be a regularly advertised product in this 
great national magazine. 


Why the Toastmaster sells so quickly 


The Toastmaster is the only automatic electric 
toaster for home use. It makes the kind of 
toast everybody likes. It does this without 


watching, without turning, without burning. 
In this fascinating way. 


1. You drop a slice of bread into the oven slot. 
2. Then you press down the two levers. This 


Fhe TOASTMASTER 





automatically turns on the current and sets the 
timing device. 3. Pop! Up comes the toast 
automatically when it’s done, and the current is 
automatically turned off. 


New, bigger profits for you 

One central power station sold 3024 Toastmasters in 
4 months. A retailer sold 330 in 29 days. That 
gives you some idea of the way this toaster moves. 
And now the national advertising is going to create 
many new prospects for the Toastmaster. These 
prospects are going to call on your dealers. Your 
dealers will order from you. 
Hence, if you have not stocked this fast-moving 
item, get full particulars before the national adver 
tising starts on March Sth. Clip the note addressed 
to your secretary, asking her to write for full particu 
lars—list price and liberal discounts 

WATERS-GENTER COMPANY 


215 N. Second St., Minneapolis, Minn. 
? 





+2 


3 Note to Secretary 
6} Write the Waters-Genter Company 
2] 215 No. Second Street, Minneapolis, 
?} Minn. at once, asking for full de- 
3| tails of The New Home Toast- 
9| master proposition. 
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The 


SIGNAL| 
FAN 
with the 
DUAL 
WOUND 
MOTOR 














2. *7e" 
16, "3a" 


Dark Green 
Lacquer 








More to talk about 


than just a Fan 


It’s easy to sell with an idea, and hard to sell without 
one. Here, in this new SIGNAL FAN is a big selling idea 
that will capture a new fan market this year. Built in two 
sizes—12 and 16 inch blades—oscillating type only, it is 
equipped with a dual wound motor which will operate on 
either direct or alternating current. This is not a universal 
motor, but one motor with two windings to take care of 


both currents. 


The dealer need not duplicate his stocks 


for two currents—the Signal Fan supplies both. Put this 
idea across to the dealer. It is new, different—and, it sells! 








FAN 





Oscillating Type 
9 Inch Blades 
Lacquered Finish 


$1200 


SILENT 


IGNAL 








Straight Type 
9 Inch Blades 





And don’t forget Signal Jr. Fans. They 
are old standbys—oscillating and straight 
types with 9-inch blades and universal 
motor that operates on either direct or 
alternating current. A practical size that 
can be easily moved about for office, home, 
sickroom, etc. The Signal line is a good 
line for you, and a good line for the 
dealer. 


SIGNAL ELECTRIC MFG. CO. 


Dept. 8C Menominee, Michigan 


BRANCH OFFICES 


Boston Pittsburgh Los Angeles 
New York Chicago Toronto 
Philadelphia Minneapolis Winnipeg 
Atlanta St. Louis Buffalo 


San Francisco 


Export Office, 30 N. Church St., 406-E, N. Y. 











trips with the control manufacturer 
salesmen before the jobber salesma 
would have sufficient education to e: 
able him to sell motor control for a 
the common _ power _ installation 
Those that are above his head ca 
be referred back to the departme: 
head or direct to the manufacturer. 


The following specifte suggestio: 
from manufacturers should give to t! 
salesmen taking up this work for t! 
first time considerable help and e: 
couragement. 


“I do not believe it is feasible | 
have technical men operate as sales 
men. These men work on commis 
sion, or equivalent, and expect to p 
in their full time selling. Such pro! 
lems of engineering as are encoun 
tered in their day’s work should | 
turned over to their industrial appa 
ratus department.” 

“The only technical knowledge |i 
requires is catalog knowledge. If |i 
gets into such deep water that tl: 
catalog sheets will not pull him out, 
call on the manufacturer.” 

“He should simply be qualified to 
collect all the necessary data and send 
this in to his department for estimat 
ing and have enough knowledge sv 
that he can intelligently talk over th: 
features of the installation.” 

“Center your work with the indus 
trial plants on definite objectives and 
scout for business on that basis. 
Preach the gospel of push-the-but 
ton.” 

“It is not so much technical know 
ledge that the jobber’s salesman 
should have as practical knowledge 
If he has the latter the technica! 
knowledge will come as he handles 
each individual installation. At first 
he should not attempt to figure insta! 
lations except the most simple kind, 
but stick to practice—see his jobs 
through as they go in and he'll soon 
be a good engineer.” 

“Each salesmen should scout for 
business and should be capable oi 
specifying and supplying the mor 
standard forms. Then ask for hel; 
from the manufacturer on jobs be 
yond his technical knowledge.” 


THE INSIDE TRACK 

The varied line of industrial ap 
paratus sold by the jobber when lh: 
decides to go after industrial busines: 
means that he can profitably circulat: 
his salesmen to the innumerable medi 
um-sized industrial plants where tl: 
manufacturer’s salesman cannot go 
Also the jobber has the opportunit; 
of selling industrial supplies to con 
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—— | tne valine of a2 CROWNCO 
See 1 Exclusive Franchise has become 
fully apprectated by the jobbers m 
the Electrical industry. 

















They feel it a pleasure to do business with a com- 
pany not prone to quibble over small orders, re- 
turned goods, service charges. 

They know they will be given credit for all orders 


sent in direct to us. 


They realize the value of a line whose “Turnover” 
is at least six times a year. 


They feel free to call upon us for special work. 
And lastly, they know that the Crown Name will 
continue its 40 years of leadership. 


CROWN 


LIGHTING 
FIXTURES 


(CROWNCO DIVISION) 
CROWN ELECTRICAL MANUFACTURING CO., 53622775 
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TRACE a. MARK 















“AMERICAN Brano” 
WEATHERPROOF WIRE ANO CABLES 
MAS NO EOUAL 








AMERICAN INSULATED WIRE 
& CABLE CO. 


Chicago, Il. 








tractor-dealers who in turn re-sell and 


| install these suplies to the industrial 


plants where the jobber cannot afford 
to have his Several 
interesting views were presented on 


men circulate. 


| this phase of the subject. 


“The principal advantage possessed 


| by the jobber lies in the fact that he 
_can furnish a complete installation in- 
' eluding not only the controller appa- 


ratus but wire, conduit, switches, fit- 


tings and all other material. The 
manufacturer cannot do this. The 
| buyer appreciates and wants this 


complete service.”’ 
I 
“The main advantage possessed by 


'| the jobber is his relation with the 
| contractor. 


If accounts are properly 
handled the contractor usually gets 
the installation work on a time and 
material business. 
and contractor can make good money 
out of the products they sell.” 
“Business available to the jobber on 


| all materials he sells justifies fre- 


| quent contact with the average size 


industrial. He can pick up profitable 
control business where the manufac- 
turer cannot afford to go, for the 
manufacturer has only one thing to 
sell.”’ 

“The jobber can hear of more pros- 
pects by the collective effort of his 
many salesmen than the manufacturer 
can through his comparatively few 
salesmen.” 


“Of greatest service to the indus- | 
trial is the stock that the jobber can | 


carry of the more standard forms of 
control equipment. The 


Both the jobber | 





Oshkosh Tools 
Fulfill Your 


Customers’ 
Requzrements 





Oshkosh Pole Line Construc- 
tion Tools are made by a com- 
pany that has been in the busi- 
ness over fifty years. During 
that time we have gained as 
thorough a knowledge as is pos- 
sible of the requirements of util- 
ity companies and other tool 
users. Oshkosh Tools have been 
made accordingly. 


Jobbers’ salesmen can boost 








industrial | 


plants demand prompt service on their | 


ordinary demands. 
new installation they could probably 


For a complete | 


wait for factory shipment but for ev- | 


ery-day requirements they want ship- | 


ment from local stock. For instance, 
a plant engineer would probably buy 


a safety switch from stock rather than | 
wait a week for an automatic starter. | 


Probably he prefers the latter on ac- 


| count of its protective features, and 


if a jobber’s salesman were on the job 
with a stock to back him up he could 
get the business.” 


SERVICE FACILITIES 
“Because of the convenient location 
of the jobber to the customer, the job- 


| ber has a much better opportunity for 


His 


available to answer questions about 


serving. salesmen are always 


prices. The jobber can supply all 


necessary parts for power installa- 


tions from stock. The jobber has an 
of 


tions—of the rulings of the power 


intimate knowledge local 


company affecting current supply. 


condi- | 





their sales records by taking ad- 
vantage of the country-wide ac- 
ceptance of the Oshkosh line. 
Users everywhere have found 
Oshkosh tools to suit their needs 
almost to perfection. 


TAMPING 

BARS 

Oshkosh Tamping 
Bars are furnished in 
two styles, the light 
and the heavy wood 
tamping bars. Both 
have selected Wiscon- 
sin Rock maple han- 
dles and a steel shoe 
securely riveted to 
the handle. 









TREF 
TRIMMERS 
new Oshkosh Tree 
Trimmer cuts easily, is 
light, strong and _ has 
positive locking ferrules. 
Cuts limbs up to 14%” in 
diameter very easily. The 
handle is made in three 
rigid, easily dismantled 
sections, of 14” straight 
grained Washington fir. 
Furnished complete with 
handle and _ pull rope 
ready to operate. 


The 


: 
| 
| 


la 














Oshkosh Tools are backed by 


a strict jobber policy. You are 
free to write us about your 
problems in our line. Get the 


benefit of our fifty years’ ex- 
perience in this field. 


LEACH COMPANY 
OSHKOSH, WISCONSIN 


OSHKOSH 
POLE LINE 


CONSTRUCTION TOOLS 
is eal ARMM 
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Geo. A. Fuller Co., General Contractor 
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THE STEVENS HOTEL CHICAGO 


MARK REG. U.S. PAT. OFF. 





4 





Switch and receptacle plates of the 
highest. quality only could enter into 
such a fine structure as the Stevens 
Hotel in Chicago—the largest hotel in 
the world. Beautiful and impressive in 
size, the Stevens is equipped throughout 
with Reynolite molded flush plates. 
Reynolite plates are specified with con- 
fidence by the contractor and architects. 
Selected by the owners for uniformity, 
beauty of finish and permanency of color. 


X 








UTE FLUSH PLATES 


Holabird €& Roche, Architect and Engineer 


J. Livingston & Co., Electrical Contractor 





J 





™ 


Reynolite flush plates like all electrical 
devices manufactured by the Reynolds 
Spring Company are unquestionably 
THE STANDARD OF COMPARI- 
SON in the electrical industry. The 
new unit receptacles designed for per- 
manency and molded with the same 
colorful and distinctive finish as Reyno- 
lite flush plates are being specified for 
America’s finest buildings. Write to us 
for more information. 








REYNOLDS SPRING COMPANY 


Reynolite Division 


Jackson, Mich., U.S. A. 
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The jobber can adjust complaints, || ' 
collect bills, ete., much easier than the 


manufacturer. The manufacturer 


will, naturally, turn all inquiries over . 
to the jobber and the small customer 
will thus receive more prompt and / 


personal service. The jobber, by sup- 


plying all apparatus from stock, will DUREX 
: y ften be able to keep the plant 
Toggle Switches |) sors 





running and producing whereas it 
would probably shut down if it had 
to wait for a manufacturer to supply REFLECTORS 
Have Come control direct from the factory. In- 


To Stay dividual opinions on this follow: 


“The jobber’s organization is ac- 


customed to handling orders expedi- Are Easiest 
tiously, adjusting claims, etc. In se 
So Wh N view of the fact that he furnishes all To Wire! 

oO y Not of the material for the installation he 
is in a better position to gauge the 


Toggle Surface required dates for shipment.” 





“Assume that a jobber has been 

; trying to break into some industrial ce 
Switches plant. This plant has a motor break- 
down and needs a new controller im- 
Instead of Rotary mediately. If the jobber is able to 


get this at once and keep that particu- 
lar part of the plant going it is cer- 
tainly an entry to get more business— 
I do not believe the same can be said 





Indicating Switches of a half dozen sockets.” rin th. tk ai 
. “From the standpoint of real ser- “Dome Retiector 
At the Price vice the jobber cannot, of course, per- 
of Non-Indicating form 100 per cent until he actually 
carries a stock of controllers him- °° . 
self” Easy wiring is assured 
: with Durex  construc- 
STOCK NECESSARY tion. The short canopy 
“When WEBER M i es ” — in saying that the jobber permits the entire socket 
must carry a stock of control appa- to be exposed by simply 
A Switch ratus. Naturally this will be a small unscrewing the reflector, 
I ‘ A S n h!” stock at first and some manufacturers 
ts witch: are inclined to be lenient on this stock and now— 
question until the requirements of the THE NEW DUREX 
jobber are well known. Eventually, SOC 
, KET 


however, the jobber must carry a 
7 Sample “oh if he is to give the service. Socket Cap screws on 

nis stock will vary between $1000.00 and off as easily as a 
to $8500.00, depending entirely upon lamp bulb. Socket base 


how extensively the jobber goes after ey ites canopy by 


business. The nature of the stock Geti - b 
will vary according to local electrical ocrews Hag Ste Say- 


HENRY D. SEARS | conditions. On the Pacific Coast, for onet holes. 


General Sales Agent oe ae 7 
on wevesines aes instance, the jobber would carry noth- 





Boston Il, MassacHuSsETTS ing but A. C. controllers, while in 
\\jee EPENDABLE some sections of the country, the job- a 
IRING eeaakes | ber would carry nothing but D.C. ap- Folder No. 12-B? 
= | paratus. Extracts from this corre- 


| spondence are very interesting: 


“sn New York and possibly other WHEELER REFLECTOR CO. 





eo 

{ stock rooms, stock should include D.C. 275 Congress Street 

\ manual starters and speed regulators, BOSTON, MASS. 
D.C. automatic starters, A.C. single 


phase manual starters, A.C. automatic 
starters of across-the-line type and ig 
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The use of Metallic and Non-metallic 
Wiring Systems Defined 


Facsimile reprint of editorial 
in January 1927 issue of 
“The Electragist ”’ 









































All-Metal Defined. 


What is meant by All-Metal? Its 
enemies have said all sorts of things. 


The All-Metal program calls for the 
encasing of all circuits in interior wiring 
for certain buildings in a metal armor, 
of which there are four kinds: Rigid 
conduit, flexible metallic conduit, flexible 
metallic armored conductor, and metal 
moulding. 


The buildings for which All-Metal is urged are 

(1) All buildings of whatever sort situated in 
a fire-proof building zone; 

(2) All buildings which by nature of their 
occupancy must have the maximum pro- 
tection against fire such as_ hospitals, 
schools, theatres, all buildings where large 
numbers of people congregate at one time, 
factories engaged in processes which are 
highly inflammable, garages. 

That’s all that “All-Metal” calls for. It does 
not recommend that “rigid” conduit be used 
in all buildings. It does not recommend that 
every building in a city be metal wired. 


“All-Metal” recognizes that in certain build- 
ings an added factor of safety is needed. It 
recognizes that certain other classes of occu- 
pancy present conditions which do not require 
the highest factor of safety for the community. 


We believe in the wider use of metallic wiring systems in 
the locations defined by the above editorial just as we be- 
lieve in the wider use of non-metallic wiring systems in 
residential districts, to the end that both the public and the 
electrical industry may benefit through more electrical 
outlets. 


Rome Wire Company 


NON-METALLIC 
SHEATHED CABLE 
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AN ATTRACTIVE 


POCKETPIECE 
THAT COMPELS 
INTEREST 


By carrying a sample of one 
of these two new HARING 
MIRROR GLASS PLATES 
you can immediately get your 
prospect’s interest. You’d be 
surprised at the ease with which 
they sell. HARING quality and 
price “gets ’em” every time. 











TWO NEW 
HARING 
MIRROW GLASS 
PLATES 











a | 


GET A SAMPLE 


As a leader HARING MIRROR 
GLASS PLATES cannot be beaten. 
You can obtain a sample by tearing 
out this advertisement and mailing it 
to us with your card or letterhead. 
The day of the glass switch plate is 
here. Get in on the ground floor by 
starting a ‘“‘HARING’”’ drive today. 


Haring Switch Plate Co. 


609 Washington Square Bldg. 
Philadelphia, Penn. 








TEAR OUT THIS AD. 








ber. 


| an assortment of accessories, includ- 
ing push button stations, float switch- 
es, pressure regulators, etc. One job- 
ber in Philadelphia, probably larger 
than the average, and who has been 
| identified with this work for a long 
time, carries a stock of a net value of 
approximately $3500.00.” 
“Selection would consist of 
and D.C. starters both manual 
automatic and with larger concerns 


| 
| 


Ax. 


and 


some more or less complicated appa- | 


ratus. I would judge that the stock 
of between $1500 and $2000 would 


not be excessive for the average job- | 


9 


“I feel that a jobber should not | 
carry less than $1000 worth of con- | 


troller stock to give quick service.”’ 
“Stock must be based on experience. 


Preponderance of A.C. supply varies 


in different localities.” 

“The jobber should carry A.C. 
across-the-line starters initially and 
build this up to include compensators, 
D.C. starters and speed regulators if 
this becomes practical and profitable.” 

“D.C. hand starters and A.C. hand 
and automatic starters, together with 
most used spare parts make a good- 
moving stock in most cases.” 

“Should be limited to motor start- 
ing switches and control apparatus of 
the very simplest types.”’ 

“TI believe that $500 to $1000 would 
cover an initial stock of automatic 


| starters in the more standard ratings.” 


| pair parts. 


' ness will not be profitable. 


REPAIR PARTS AND 
ACCESSORIES 

There is some difference of opinion 
as to the business to be had on re- 
Some feel that while the 
jobber can work up an attractive bill- 
ing on repair parts, that the cost of 
handling will be so high that the busi- 
On the 
other hand the jobber will have to 
handle some repair parts and be ready 
and willing to supply all parts by or- 


| dering direct from the manufacturer. 


| sold profitably. 


' sure regulators, float 


But there is a very good business | 


to be worked up on accessories, such | 


apparatus as push button stations, 
float switches, etc., can be stocked and 
Some of the opinions 
expresed are as follows: 


oor 


rhere is undoubtedly considerable | 


accessory and repair part business for | 
the jobber to develop—business that | 


seems to be attractive as regards pres- 
switches and 
push button stations. 
had any definite experience with the 
handling of repair parts from jobbers’ 
stocks but believe this should be de- 
_ veloped. At one time there was a 


{ motor repair shop carrying a stock of 


We have never | 








—where do 
you get 
your pipe? 
Jobbers don’t have to 


ask this 
“Youngstown” 


question from 
salesmen. 
We mine our own ores, 
smelt our own pig iron, and 
make Buckeye Conduit 
from start to finish in our 


own plant. 





No chance for one ship- 
ment running good and the 
next shipment not so good. 
All Buckeye Conduit is 
made from selected pipe 
steel constantly uniform in 
quality and analysis. 


Just one more reason 
why Buckeye Conduit is 
sold in larger volume than 
any other brand on the 
market today. 


The Youngstown Sheet 


and Tube Company 


Youngstown, Ohio 
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Hamilton Beach 





Necessary Electrical Devices 
Sold Only Through Legitimate Jobbers 


Denver and es 
West $19.00 8 Wilssdecccceccncucsecsesscecsscecussscuseussssessusneneuessesesossssss sssssscsscrscssssscsssescsssssussessesscsseeseuscssecsessesuene 
se . 











ol e | : Every Salesman Knows It Pays 


Motor Makesan | 


A, of : To Be A Full Line Dealer 


The advantages of being a “Full Line” Dealer are 
shown to every smart merchandiser,—particularly 
when— 


Every Number is of Unquestionable Quality— 
Every Number meets a Real Need— 
Every Number is Priced for Quick Sale— 


Every Number carries a Good Profit Margin.— 
and the Line is Nationally Advertised. 


Every one of the 20 Numbers in the Hamilton 
Beach Line meets these requirements for Profit. 
You can increase your Sales and Income by 
making Your Dealers Full Line Dealers. 


FH 
H 
Hamilton Beach Mfg. Co., Racine, Wis. 





Fractional H. P. Motors for Grinding, 
Polishing, Buffing. 
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Full Line of Vibrators. 





Full Line of Hair Dryers. Famous Hamilton Beach Vacuum Sweeper. Drink Mixers. 
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The very last word in Plug Receptacles for Conduit 
work is this Taplet Receptacle with T Slots used on 
14” and 34” oblong 


CONDUIT |TAPEE{| FITTINGS 


The base part sets entirely inside the 
Taplet with the Composition Cover on 
top. No tap wires, soldering or taping 
is required as the feed wires are looped 
LS through the Receptacle and fastened to 
— set screws. 





l 


The neatest possible job in the shortest possible time 
tells the whole story. 


A SAMPLE GLADLY SENT IF YOU WILL WRITE US. 
Taplet Manufacturing Co. 


3911 Powelton Ave. 
PHILADELPHIA, PA. 


Chicago New York Boston Atlanta Pittsburgh San Francisco 











The Magic 
Lamp that 














Enlightens Work - Enlivens Play 





Aladdin's Wonderful Lamp of story-book 
fame transformed a street boy into a mighty 
prince. 

The Modern ‘Aladdin’ Desk- 
Flex Lamp is exercising today 
this same transforming power 
for hundreds of thousands of 
**Fellow-Aladdins’’ — sellers, 
buyers, users and boosters of 
“Aladdin” Lamps. 

If your line does not include 
this popular item you are losing 
sales. ‘“‘Aladdin’’ Lamps are 
backed by National Advertising. 

New No. 26 Catalogue 


Free on Request. 


ALADDIN MFG. CO. 


714 East 18th Street, 
Muncie, Indiana. 


ALADDIN 


ELECTRIC PORTABLE 


®.. LAMPS sw. 


“Lighting Over a Million Homes Tonight’ 


Famous “‘Aladdin’”’ 
No. 74 Desk-Flex 
Lamp 












various items such as hub springs fo 
manual starters, contact shoes, con 
tact buttons, ete. This worked ov 
very nicely inasmuch as such part 
are frequently badly needed and th 
user is glad to pay additional for get 
ting them out of local stock.” 

“As a general rule the spare part 
orders entered by the smaller indus 
trials are not profitable. It is, o 
course, understood that such order 
from the large plants are profitab|: 
and if the jobber gets these the part. 
business may yield a profit.” 

“The jobber in the normal cours: 
of events will do a large spare part- 
business and accessory business. Thi: 
will come to him by reason of em 
phasis on the sale of new apparatus. 

‘Apparently there is no business o: 
spare parts on which the jobber can 
make a profit. Nevertheless, it wil! 
pay him indirectly to pay close atten 
tion to this as a matter of service to 
his customer as he already does on 
many low or non-profit lines.”’ 

“If a jobber were to carry spar: 
parts he would soon have an obsolete 
stock on his hands due to the rapid 
changes in the art.” 

7 * * 


Jobbers’ Telephone 
Numbers 


(Continued from page 14) 


happen with an_ easy-to-remember 
number. , 

Possessing an advertising tele 
phone number, the electrical jobber 
should put it into most effective use 
It should be given prominent posi 
tion in his price list, on his letter 
head, in fact in all advertising mat 
ter. Here and there a jobber has 
actually created an advertising sig 
nature in which a telephone is pic 
tured the number presented in con- 
nection with it. 

The final suggestion in a piece of 
copy can be to use the telephone to 
order. 

Telephone directory advertising is 
logical for electrical jobbers who see 
possibilities in telephone business, 
and wish to encourage it. A recent 
survey made by this writer found 
many representative jobbers with 
space in the classified section ot 
directories. Space in most cases was 
small, with inch unit the predomin- 
ating one. Many jobbers feel that it 
pays to have, as a buyer turns to 
the directory classifrcation, a message 
to get their name and allied informa- 
tion before him ahead of others. 
Sound reasoning, without doubt, it is. 
Of course, bold face type display, 
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Created a Big 
Demand for Parrot Globes 


| she nneenaes every live dealer in lighting 
specialties has seen and is familiar with the 
C.L.G. Parrot Globe through the dominant ad- 
vertising we’ve given it in “Electrical Merchan- 
dising.” 
Practically every such dealer in the territory of 
our Jobbers is doubly familiar with this fast-sell- - 
ing item through direct advertising by means of 
handsome 2-color circulars and letters. 























Practically every dealer we’ve called upon in 
‘ our co-operative work with our 

2) Jobbers has bought from two to 

\ two dozen of these Parrot Globes / 


within the past two months. 


| The C.L.G. Parrot Globe has 

/ proven a profitable, popular | 
item on which Consolidated \ | 
Lamp & Glass Company Jobbers ’ 


are making a clean-up. 


Advocate Shaded Light 


The lamp companies, the electric light compa- 
nies, the illuminating glassware manufacturers 
and many forward-looking fixture manufacturers 
are all advocating and advertising shaded light. 





We urge all Jobbers and Jobbers’ Salesmen to 
join in this movement for lighting betterment. 
Shaded light means larger lamps, larger sales and 
—larger profits for you, for us and for your 
dealers. 


Write for details of the C.L.G. 


Exclusive Territory 
proposition on commercial lighting 
glassware and fast-selling lighting 

Vy specialties. 


CONSOLIDATED 


LAMP « GLASS COMPANY. CORAOPOLIS, PA. 
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A Powerlet 


for 


Every Purpose 





The Powerlet is not only the 
original malleable conduit fitting, but 
the line itself is one of the most com- 
plete on the market. 





The entire Multi line has been ap- 
proved by the Underwriter’s labora- 
tories. Bear this fact in mind when 
selling Powerlets. 


POWERLET 

(— C2 
\\) a 
OF . :Oi 





The line is rugged, non-breakable 
and rust-proof. It has large wire 
chambers and integral hubs perfectly 
aligned. 


POWERLET 


LR 2 









Jobbers’ salesmen who are not 
carrying samples should notify 
their sales managers. We, in 
turn, will be glad to fur- 

nish them on_ request. 

Also, if you do not 

have the pocket-size 

Powerlet catalog, 

write today for 

your copy. 


MULTI 
ELECTRICAL 
MFG. CO. 


1848 West 14th Street 
CHICAGO, ILL. 














costing little more, is far better than | 
the light face listing given to all 
members of the trade. Quarter-inch 
space can be used. Rich-Con Hard- 
ware Co., Kansas City, did this. The 
first two words in the company name | 
were given equal prominence at the | 
left with the telephone number at 
the right. Between, in smaller type, 
was the balance of the business name, 
and the company’s street address. 
Brief copy is imperative for tele-| 
phone directory advertising. Consult- | 
ing subscribers are in a hurry, in a/| 
great many They wish as | 
quickly as possible to get connection | 
with an electrical jobber, to place an | 
order or make an inquiry. Ordina- 
rily the electrical jobber will not put 
more than 30 words of copy into a 
telephone advertisement. He may 
be tempted to use more, but he had | 
best 





cases. 


not, unless circumstances are 
unusual. 

A survey of directory advertising 
finds most electrical jobbers using 
A directory ad- | 
vertisement, one inch, at Cincinnati, | 
of A. Knoll, Electrical Supply Co., | 


contained 


very brief messages. 


24 words and numbers. | 
The Creaghead Engineering Co., of 
the city, used but eighteen 
words and numbers. A Mutual Elec- 
Co., at Kansas 


City had 14 words only. 


same 


tric advertisement 


How do electrical jobbers use such 
small copy? The telephone number, | 
logically, is given prominent position. | 
A method of the Creaghead En- | 
gineering Co., Cincinnati, consisted | 
in putting the telephone number at 
the top. 
corner was a black hand. 


Pointing to it from either | 
The at- | 
tention-getting powers of the small 
space unit was increased through use | 
of a heavy black border. This com- | 
pany used the prestige-building in- 
formation, “Established 1891.’”’ How 
old should an electrical jobbing house 
be before using age as an advertising 
The Kansas City tele- 
phone directory publisher declared to 
the writer that 20 years, in his opin- 
ion, was the minimum age. 


argument? 


Obviously, however, in the newer 
localities to be found in some sec- 
tions of the country, shorter business 
life than this would justify, “Old 
age,’ copy. 

Some jobbers find it desirable to 
include in directory advertisements 
the words, “Wholesale,” to prevent | 
inquiries from people thinking the | 





business is a retail one. 











IT’S “TIME ”’ 
TO SELL— 


THE “‘RELIANCE”’ 
AND “‘RACINE’’ 





“RELIANCE” 


AUTOMATIC TIME SWITCH 


NOW AND ALWAYS is the 
time to sell the “Reliance” and 
the “Racine” Automatic time 
switches. They give absolutely 
reliable and dependable service. 


The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
manufacture. Every switch is 
guaranteed for one year. 


Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 
of Fire Underwriters. 





“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes 
selling for $19.50 and $23.00 list. 


It is used for turning On and Off win- 
dow lights, sign, bill boards, apartment 





house hall light, etc. It also carries a 
year’s guarantee and is made largely of 
“Reliance” parts, 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
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Nheyre Going Over 


HEY’RE going over, with 

a bang. Hundreds of 
lamp agents are selling nothing 
but the New Standard Line of 
MazbDaA lamps for general 
lighting service. The 45 old 
types have passed out ‘of the 
picture quickly before the 5 
new inside-frosted lamps that 
give more light and better 
light for less money. 


Offer the customer a better 
value—do business with a 
smaller stock to carry and. keep 
track of, and you do more 
business with less expense. 


That's why the trade has been 
so quick to recognize the big 
advantages of these new and 
better lamps. Agent after 
agent tells of increases in 
National Mazpa lamp sales 
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4 
‘ 


ranging from one hundred to 
three hundred per cent. 


With jobbers’ salesmen carry- 
ing on in 1927 as they did in 
1926, pounding away at the 
big truths about this great 
simplification program, it 
won't be long now before it 
will be 100% new Standard 
Line everywhere. 


And while you men have been 
putting the inside-frosted Mazpa 
lamps over you have been putting 
yourselves over too. Thousands 
of prizes have been won in the 
Nela Round-Up and already more 
than a hundred of you have roped 
your ten thousand steers and won 
that trip to Nela Park next 
summer. Everybody come, every- 
body get out your lariats and 
rope the lamp business that is 
there — let's make it a gang rally 
at Nela Camp. 


Nela Park, Cleveland, is a ‘‘University of 
Light” dedicated by the National Lamp W orks 
to imbrovement in lamps and progress in th 
art of lighting 


Through its seventeen Sales Divisions and 
50,000 retailers the National Lamp Works 
markets annually 158 million MAZDA 
lamps made in twenty-three factories Thes 
lamps are used in homes, factories, stores 
streets, railways, flashlights and automobiles 


“MAZDA” is not the name of a product but 
the trade-mark of a Research Service, and 
only those lamp manufacturers entitled to 
receive this service may distinguish thei 


lamps with the mark, MAZDA. 





NELA PARK 
CLEVELAND 


NATIONAL 
i CWA LN 


LAMPS 





Re: 


ational 
MAZDA 
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Cover section 
made of pressed 
14 gauge steel 
to fit both : 
and 4” round or 
octagonal outlet 
boxes Ball sec 
tion 1s iron 
threaded to take 
%” conduit stem 
All parts fully 
galvanized 


is used. 















“Quad” Swivel Hangers bring rows of 
fixtures into perfect alignment on any 
ceiling, flat or sloping up to 45 degrees. 


Exclusive ball and socket joint makes 
stem hang straight and swing free, elimi- 
nating hand-cut shims to level up. 
Hangers cost no more than stud, 
hickey and canopy—three parts re- 
placed when a “Quad” Swivel Hanger 


Write for selling information. 
Swivel Hanger will be sent free on request. 


QUADRANGLE MFG. CO. 
553 W. Monroe Street 





high light out- 
put and best 
workmanship. 


Profitable Sales For You 


Show your customers the 


“Quad” Swivel Hanger 


The advantages of this simple Swivel Hanger 
as a practical time saving device can readily 


be seen. Push this item and increase your sales. 






Swivel 














A_ sample 
The RLM Stand 
ard Dome Socket 
Reflector com- 
bined with the 
‘Quad’ Swivel 
= makes 
Chi idea low cost 

cage lighting equip- 
ment for Indus- 
trial Plants. R 
L M label on re- 
flector assures 
correct design, 




















—_ 


SWIVEL HANGER =?) 















































Back of the Diehl 






Fan engineers. 





































A 























Fan of 1927—the fan without a fault—are long 
years of experience in the manufacture of quality fans. : 
best’—has been for nearly four decades—the aim and purpose of the Diehl 





“Build only the 


Purchasers have known for many years that their best guarantee in 
buying fans was to make certain it was a Diehl. 
Diehl Fans are made in all practical sizes, both oscillating and non- 
oscillating, for alternating and direct current all standard voltages. 
Jobber and dealer—get the Diehl 1927 Fan Catalog—now. 
DIEHL MANUFACTURING COMPANY 


ELIZABETH, N. J. 
ATLANTA BOSTON CHICAGO DETROIT NEWYORK PHILADELPHIA 


DIEHL 


Manufacturers of Motors and Fans since 1888 














‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


> | 


A piece of information to be in 
cluded in directory advertising is th. 
lines carried, or featured. Iron Cit: 
Electric Co., Pittsburgh, featured i: 
prominent type, “Everything Elec 


| trical.” 


Jobbing houses which possess spec 
ial advertising signatures should us: 
them in telephone directory advertis 


| ing, naturally. 


In some cities, reverse plates fo 


_telephone directory use are popular 


In small space they fairly compe 
reader attention. Some _ director, 
publishers penalize them through 


| premium rate, and in other directories 


they are no longer permitted. 

Yes, the advertising and selling as 
pects of the telephone are far too 
great to be overlooked. 
the medium, the alert jobbing hous: 
will secure if possible an easy-to-re 
member telephone number. It wil! 
feature telephone buying, and inquir 
It will 
advertise in the telephone directory 


Developing 


ing, in its advertising matter. 


| Thus will it turn to best account an 


efficient source of business. 


* * * 


Streets of Gold 


(Continued from page 6) 

You simply interest your agent in 
street lighting, point his nose in the 
direction he ought to go and give 
Whenever he lies down 
you boost him along again and as 


him a shove. 


he travels you add an expert or two 
from the lamp and lighting manu- 
facturers who are quite as anxious 
as you are to see the activity suc 
ceed. 
a year or for two or three years but 
if you'll just keep the wheels turn 
ing you're bound to get there sooner 
And when you sum up the 
time you have actually spent it prob- 
ably wouldn’t total 24 hours. 


To. sell 


You may travel this way for 


or later. 


anything which doesn’t 


represent a value to the buyer isn't 
worth monkeying with, so let’s be 


sure that in promoting better street 
lighting we have a buy which the 
city fathers afford to 


can't turn 


down. 


_erime and the need for police pro- 


They are always looking for some- 
thing that will save money without 
spending money. Better street light- 
ing isn’t that. Rather it is a munic- 
ipal investment which, once made, 

both money and make 
money for the community. 

It will save money by decreasing 


will save 






















farch, 1927 THE JOBBER’S td] SALESMAN 89 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Sell Them by the Carton 





Without spending a cent extra, It tells the story in the window, 
agents can increase sales greatly behind the counter and on the 
by using our tested method of counter. This method of selling 
selling lamps by the carton. Make gives you a six-to-one break— 
the carton make more sales for it’s easier to talk down to a single 
you. Featuring the carton is lamp sale than up to the carton. 
part of the modern method of Ask the Edison Mazpa* Lamp 
merchandising. salesman. 








*The Mark of a Research Service 


EDISON MAZDA LAMPS 


GENERAL ELECTRIC 
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= ) | tection. In Cleveland in those sec 


\ | | ill | UD | tions where better street lighting ha- 


been installed night crime has « 


} | creased 41 per cent. 
| Traffic accidents, just looked «| 
| | || with the cold unsympathetic eye 0: 
! || finance, are costly business, repr 
7A, 


senting an annual loss of some $54. 
| mM l 


3 
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, Co | 
“ete il me vin i 
































000,000 dollars in this country. Sey 





enteen per cent of such accidents. 

investigation reveals, are directly du 

to poor street lighting. Not all but 

a big share of such accidents woul: 
be avoided by better lighting. 

Modern street lighting in additio: 

to the values already mentioned at 





The eleven salesmen of our company 
covering regularly assigned territory have 
been introducing these guards to users for 
years. In this respect the FLEXCO— 
FLEXCO-LOK line is the most actively 
represented of any guards. 


tracts business to down town streets 











and attracts out of town trade. |! 
gives the impression of progress 
and advances civic pride. It elim 
inates overhead wires. It assists fir 
and police departments. It show, 
progressiveness of the city adminis 
tration. It stabilizes and increases 
real estate values, attracts industries 
and stimulates improvements. It fa 
cilitates traffic and improves the sani 
|| tary condition of streets. 

The cost of modern street lighting 
varies from $1.50 to $2.50 per capita 


Orders obtained by our salesmen are 
placed with our jobbers who carry stocks. 


Flexible Steel Lacing Co. 


4698 Lexington St., Chicago, IIl. 


ZA i 


2, 
per annum. For example, a city oi 


u 
[MASUAM | MMT HNO  | 12,000 was recently provided with 


oma - an entire new up-to-date street light 















































A 




























































































ing system throughout the town. Th: 


““”: ¥ _cost is $1.78 per year per capita. 
Circle This includes the initial cost plus 
maintenance. The lighting system 
4-Circuit provides nearly double the previous 
light at a cost of but 40 per cent 

Residence Panel _more than for the old illumination. 
A quill cite teamed Right along with street lighting is 
box at a low price the opportunity for traffic signal 
The Trumbull 4 Circuit Panel 
(Cat. No. 3104) supplements 
our regular line of Residence 


Panels, 4-14 circuits, single or 
double fusing. 





lighting and you may take your 


choice; leave it until after you have 
settled the street lighting, consider 
it at the same time, or even tackl 
it first. You will know which to do 
| when you have sized up the particu- 


This panel was designed to 
meet the demand for a small 
panel to be used in the home 
which requires not over 40 or lar town in question. 


50 outlets. | Don't be scared off because you 


pe “* a a sma _ feel you do not know much about 
rs 4 nd : ° 

ee ae re Onan street lighting. Remember that when 

petitive price, Circle T ’ : ; aS. 

_you pry the lid off in this activity 


you are starting something so big 





Cat. No. 3104—4 Circuits—Single Fusing—Net to li . foes 
Contractor $1.88—Schedule L-1. quality 1s maintained. 


| that a lot of manufacturers of light- 
ing equipment are going to be real 
Cirealar _ anxious to help you. They'll gladly 
No. 66 _ supply you with all the aid and edu- 
_cation you can use. If you will 


ELECTRIC MFG.CO. | just be the little old self-starter 







La Send 


for 


P THE TRUMBULL 


which gets the engine turning and 
\ New York PLAINVILLE, CONN. Chicago keeps it buzzing that’s as smart as 
Piiladeiphis el | you need to be—the rest will take 








eare of itself. 
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REFLECTOR & 
ILLUMINATING 
co 


STIPPLE 


Reflector 


Sterling Reflector No. 253 pictured 
above, is an exceptionally popular 
type which is being used extensively 
for efficient lighting in the SHOW 
WINDOWS of many Nationally 
known stores. 


Have Exclusive Selling Features 


THE EXCLUSIVE quality features of Sterling 
Reflectors not only increase your opportunity 
to book more orders but they also promote 
sales and profits for the customers whom you 
sell. 


STIPPLE construction which 
eliminates shadows and provides 
uniform light of TRUE quality. 


guarantees ENDURING _ LUS- 


EXCLUSIVE Silvering Process 
2 TRE and a “‘Lifetime of Service.” 


ADJUSTABLE Holders to ac- 
commodate lamps of 100, 150 and 
200 watts, furnished with Sterling 
Reflectors. 


Could anything be more gratifying than to 
know that you represent a line of Reflectors 


ne One ee which offer the greatest sales possibilities for 


! 


Indian Brown Enamel to _ har- 
monize with wood and metal fin- 
ishes. 


tates handling and lessens pos- 
sibility of breakage to a mini- 
mum, 


LESS stock to carry because 
fewer shapes and sizes are re- 
quired to adequately meet 
every lighting need. 


5 INDIVIDUAL packing facili- 


yourself—and the greatest service and satisfac- 
tion for your customers? 


With Spring just around the corner—and with 
it the great desire for effectively and efficiently 
lighted SHOW WINDOW S—the stage is just 
about set for some good orders for you on 
Sterling Reflectors. 


Reflector & Illuminating Co. 


Manufacturers and Engineers 


1411 Jackson Blvd. 


Chicago, U.S. A. 
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R. M. A. Trade Show 
What is called the first trade show 
in the radio industry is rapidly taking 
The Radio Manufacturers 
Association Trade Show to be held at 


form— 


the Stevens Hotel, Chicago, June 13 
to 18. 

Approximately 2,000 sq. ft. will be 
available for exhibition. In less than 
two weeks from date of mailing of 
blanks 
mately one third of the total space 
List of Ex- 


hibitors to date include several of the 


space application approxi- 


has been applied for. 


more prominent institutions in the in- 
dustry. 

More 1,000 distributors of 
radio goods have already been noti- 
fied of this important trade event. 

New and improved merchandise. 
current year models—will be exhibited 
for the first time. 


than 


This will discour- 
age the concentration of new models 
in the late fall, which practice has 
contributed greatly to the seasonal 
character of radio business. 

Admission will be by invitation only 
to jobbers and dealers and others in 
the trade as determined by the show 
committee. 


* * * 


A Radio Hour for Dealer 
Demonstrations 

Plans of the members of the radio 

the National 

Manufacturers Association, 


division of Electrical 

recently 
announced, call for the most extensive 
radio broadcasting program ever pro- 
jected. At a meeting of the radio di- 
vision the following resolution was 
passed :— 

“Whereas there is an urgent need 
for daylight broadcasting of a high- 
grade program for the purpose of en- 
abling radio dealers to demonstrate 
receiving sets during regular business 
hours; therefore be it resolved that 
the radio division of the National 
Electrical Manufacturers Association 
establish a NEMA hour for the afore- 
said purpose.” 

“It has been evident to the radio 
manufacturers for some time,” said 
I. B. Raycroft, of the Electric Stor- 
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age Battery Co., Philadelphia, who is 
vice-president in charge of the radio 
division, “that the 
cities and towns in the United States 
have been handicapped in making 
sales due to the lack of appropriate 
broadcasting during business hours. 
This is not the case in a few cities, 


dealers in many 


but this condition exists nationally.” 
“According to the present plan it is 
proposed to broadcast for an hour on 
a nation-wide basis every week day, 
and we have secured an option on 
both the Red and Blue networks of the 
National Broadcasting Co. Inasmuch 
as no other ‘hour’ is placed on the air 
more frequently than once a week, and 
very few of the regular weekly hours 
are on a nation-wide basis, we believe 
that the NEMA hour will transcend 
broadcasting program ever at- 
Alfred E. Waller, 


managing director. 


any 


tempted,” said 








Don’t get the idea that the gentleman 
on the right is trying to “horn in” the 
picture—it only goes to prove our old 
contention—that it is asking almost too 
much for four executives to get into the 
width of one column. However, here are 
the “Big Boys” of the Ostrander Elec- 
trical Supply Corp., Now located at 18 
Warren St., New York. Left to right: 
W. H. Vogel, president; D. S. Kelley, 
Jr., vice-president; E. K. Burkheimer, sec- 
retary-treasurer, and O. E. Clement, sales 
manager. 
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Receiving Short Waves — 
A New Development 
By JOHN R. LOOFBOUROW 
Department of Physics 


University of Cincinnati. 
recently, reception 01 


[ ‘ena 
short broadcasting pro 


grams was confined to amateurs and 


wave 


experimenters who could build their 
own equipment for the purpose. 
Now, through the 
W. M. Bruce, Jr., consulting engineer 
and expert on submarine cables, the 
field has been so all radio 
fans who can afford the cost may en 


invention ot 


widened 


joy the new form of entertainment. 


Short wave programs, incidentally. 


already are being broadcast by 
KDKA, Pittsburgh and WGY. 
Schenectady. In a short time WLW, 


the Crosley Radio station at Cincin 
nati, also will broadcast on a short 
wave length as well as its regular 


frequency. 


Remarkable records have _ been 
achieved in receiving short wave 
broadcasts. Stations of but a few 


watts power have been picked up 
thousands of miles away. 

The field of low waves undoubtedly 
will be developed extensively in the 
next few years. Such radio authori- 
ties as Powel Crosley, Jr., have pre 
dicted that the solution of inter- 
ference problems lies in the assign- 
ment of wave lengths below the 200 
meter band. 

The ‘“Lowave’’ unit consists essen- 
tially of a small short-wave receiving 
set with detector and one stage of 
audio frequency amplification and an 
oscillator tube adjusted to operate 
within the broadcasting range. 

Signals are received by the short 
wave set and are detected and am- 
plified by the two tubes provided for 
this purpose. The amplified signals 
are then impressed on the oscillator 
tube, which is modulated by them and 
which rebroadcasts the signals on a 
longer wave length, for example, 300 
meters. (Turn to Page 96) 
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More Radiolas 
in use today 
than any other make 


UT other factors besides this one com- 
bine to make the RCA Authorized 
Dealership the most coveted radio franchise 
in America today. To mention only a few 
of them, the RCA Dealer is the beneficiary 
of continuous RCA national advertising, of 
RCA broadcasting activities, and of the 
RCA engineering background. The labo- 
ratories of RCA, Westinghouse and General 
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RADIOLA 20 


Twenty times as selective as the 


dinary a ‘ . Less ip- . . ‘ 
Seem $10 te Electric have given radio every forward step 
since the beginning. RCA was the first to RADIOLA 25 
3 ‘ . Super- heterodyne with “‘cata- 
dispense with antenna, the first to dispense couiheed”” -ceal-in 08. viral pares. 


: - With 6 Radiotrons, $165, list. 
with batteries. 


° 5 ° 


Lighting Socket Operation 
This is the thing uppermost in the buyer’s mind 
today. And all Radiolas can be equipped to 
operate either with batteries or with lighting 
socket devices. 





* e e 


Home Demonstration 


This has proved itself the outstanding thing in the 
methods of those RCA dealers who have scored 
the most notable successes with the RCA line. 





RADIOLA 26 


The double-purpose Radiola, for 


RADIO CORPORATION OF AMERICA living room and the out of-dogrs, 
New York Chicago San Francisco $225, list. 





RADIOLA 28 


Eight tube super-heterodyne. 
Culmination of 25 years of radio 
development. With 8 Radio- 
trons, $260, list. De hle ba.every 


community 


This sign mark 
the leading 


A-Radiola 


C f MADE BY - “MAKERS: OF - THE > RADIOTRON es fe 
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New Electrical Products, Illustrated 











the model 10 table model 


here. 


ternal loud speaker. 
24 in. wide, and 151% in. deep. 


The Magnavox Co., 2725 E. 14th 
St., Oakland, Calif., is manufacturing 
shown 
This unit allows for enclosure 
of “B” batteries, operating with ex- 
It is 11 in. high, 





Two of the new products of the 
Reliable Parts Mfg. Co., 2833 Pros- 
pect Ave., Cleveland, are the “Con- 
venience” and “Utility” types of au- 





tomatic control switches. The former, 
shown above, is made in two models, 
the No. 23 for sets using five volt 
tubes, the No. 24 for 3 volt tubes. 
Each is complete with plug, cord and 
receptacle for “B” eliminator and 





trickle charger connections. The lat- 
ter is also made in two types, model 
13 for sets using five tubes, model 14 
for sets using 3 volt tubes. Binding 
post connections are furnished with 
these types. 








The “Banner” open type “A” and 
“B” charger is being made by the 
Banner Radio Laboratories, 15  S. 
Clinton St., Chicago. It will charge 
six volt “A” batteries at 214, amp., 
12 volt “A” batteries at 114, amp., as 
well as 24, 48, 72 and 96 volts of “B” 
batteries in series. Operates from 
110 volt, A.C., 60 cycle circuit. 





The No. 30t individual “Truphonic” 
coupler is supplied stage by stage in 
iron clad cases. Brackets are in- 
cluded for mounting in convenient 
position. Flexible leads are attached 
for easy connections. It is manufac- 
tured by the Aldine Mfg. Co., Spring- 
field, Mass. 








Two of the new tubes of E. T. 
Cunningham, Inc., 370 Seventh Ave., 
New York are the CX-310 heavy 
duty power amplifier tube and the 
CX-299 dry cell tube. 





The “Daymar 7” is a seven 


made by the Elec. 


Dayton, O. 


Day-Fan 


tube 
vertical type of walnut console with 
space provided for all batteries or 


eliminators. It is of two-tone mahog- 
any with high light shading. The 
circuit has three stages ot radio, 


detector, two stages of transformer 
coupled with one stage of resistance 
coupled audio amplification. It 
Co., 


is 








The Standard 
charger is 
Transformer Co., Warren, O. 


“Duplex” 
made by the Standard 
It is 
furnished in both six and three ampere 


sizes. The six ampere, 


and automobile batteries of the 
volt battery at a three amp. rate. 


will also charge “B” batteries, 
volt, at a 250 miliampere rate. 





battery 


illustrated 
above, is adapted to charging radio 


six 


volt type at a six amp. rate and a 12 


It 
100 











The illustrated receiving set is the 
newest model to be added to the line 
manufactured by Showers Brothers 
with executive offices at 914 S. Michi- 
gan Blvd. Chicago. This model con- 
tains the regular 1927 chassis—one 
dial control six-tube tuned radio fre- 
quency, one detector and three stages 
of audio frequency—and is manufac- 
tured under the license granted by 
the U. S. Navy Department. The 
walnut cabinet is modeled around the 
phonographic style and an attractive 
grill of gold-cloth shields a Utah 
cone. It is fitted with a drop-leaf 
and when desired the chassis may be 
completely enclosed. Compartments 
have been allowed for batteries, 
chargers, ete. 
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A DIRECT -MA 

MERCHANDISING 
CAMPAIGN 


RTONE 
KLEAR IES 


ne. 
arrenias.! 
Gaenarat PRY, D.ento 
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KLEARTONE 


The Guaranteed ‘‘B”’ Battery 
Increases Your Volume of Sales and Profits 
LEARTONE batteries achieved a clean-cut merchandising success in 1926. Backed 
by strong, tested merchandising plans for 1927 and with sales producing ammunition 
supplied jobbers to enable them to reach every dealer in their territories, there can be no 
question that this year Kleartone sales will set a new record. 
You will be interested in the Kleartone sales policy, the advertising plan that covers every 
dealer and every dealer's prospect at no cost to you, and the reasons why many leading 
jobbers and dealers are cashing in on Kleartones in a big way now. Write for complete 
details. 
GENERAL DRY BATTERIES, Inc. 
11400-11500 Madison Avenue Cleveland, Ohio. 


‘ie Gy, . (By {/ —_* 
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KESTER 


Rosin Core 


RadioS OLDE! 


Sure ¢ is Safe and Simple 


Lo Sell 


USEIT'S 
me toUse 


THATS the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It “Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start A i a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 

Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


ae 
bb i 


“OER 
s 


APPROVED BY 
RADIO iL: NGINEERS 


AGO SOLDER COM 


uh 
\ 
‘i cc Wrightwood Ave., Chicago 


i ll 


THAT THE 
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It is merely necessary, then, to con- 
nect the output of this oscillator tube 
to a radio set, tune the set to 800 
meters (or whatever wave-length the 
oscillator tube is adjusted to) and 
listen to the short-wave signals. In 
brief, the signals are picked up on 
the short wave, used to modulate an 
oscillator tube, and rebroadcasting into 
the radio set at ordinary broadcasting 
wave-lengths. 

As produced by factory methods, 
the new invention is both compact and 
rugged. The cabinet is about one- 
third the size of an ordinary five- 
tube radio set. 
| To install the Lowave, the antenna 
'lead wire is disconnected from the 
radio set and attached to the “Ant” 
terminal of the Lowave. The termi- 
nal on the Lowave marked “set” is 
then connected to the antenna post of 
the radio set. The “A plus” and “A 
minus’ terminals of the Lowave are 
connected to the regular “‘A’”’ battery 
used with the radio set, while the ““B”’ 
battery terminals of the unit are con- 
/nected to a separate “B” battery. 

Short-wave tuning is accomplished 
by means of a control knob and a 
second dial adjusts the amount of 














regeneration of the short-wave detec- 
tor tube. In order to shift from 
short-wave reception to long wave re- 
ception, or vice versa, a push-pull 
switch is provided. When this switch 
is pushed in, the antenna is connected 
| direct to the antenna post of the radio 
set, cutting the Lowave out of the 
|circuit. When the switch is pulled 
out, the incoming signals pass through 
the Lowave circuit before reaching 
the radio set. Thus it is merely 
necessary to push or pull this switch 
without disturbing the connections, in 
order to shift back and forth from 
short-waves to ordinary broadcasting 
wave-lengths. 

When the Lowave is first installed 
it is necessary to determine the set- 
ting of the radio set tuning controls 
which corresponds to the output of the 
Lowave. To do this, the tubes in the 
radio set and short-wave unit are 


turned on, and the switch is pulled 
out. 
The left-hand condenser 








of the 


fi | Lowave is then tapped with the finger 


'as the tuning controls of the radio 
‘set are adjusted. The adjustment 
'which corresponds to the loudest 
|clicks as heard through the loud- 
| speaker when the condenser is tapped 
|is the one corresponding to the out- 
| put wave-length of the Lowave. 


THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


It sometimes happens that lo 
stations are received by the radio s. 
when it is adjusted to the outp 
wave-length of the Lowave. To ove 
come this, an adjustment is provid: 
for changing the wave-length of t! 
Lowave output. 

In order to cover a wide range «| 














Exterior of the Lowave, a Device Which 
Converts Any Radio Set Into Short- 
wave Receiver. 


short waves, means are provided for 
changing the inductance coils used 
in the short-wave portion of the cir 
cuit. Two coils are supplied, one gi\ 
ing a wave-length range from 28 to 
45 meters, approximately, and thie 
other giving a range of from 40 to 80 
meters. Plugs are attached to the 
coils, which fit into push-type sockets. 
While theoretically the new inven- 
tion will operate with any radio set 
whatsoever, even a crystal set, it is 
intended primarily for use in conjunc- 
tion with sets having four or more 
tubes. Satisfactory operation may be 
obtained with sets having less tubes, 
but for all-around average loud 
speaker results a set having four, five 
or more tubes is found to be best. 
The same type of tubes is used in 
the Lowave as in the radio set. This 
makes it possible to use a common 
“A” battery for both the unit and the 
set. Tubes of the storage-batter) 
type give the best results from the 
standpoint of volume and distant re 
ception. While a common “A” bat- 
tery may be used for both the set and 
the Lowave, it is necessary to-use a 


separate “B” battery for the latter. 
* * * 


St. Louis Radio Show 

Scheduled for September 

The third annual Southwest Na- 
tional Radio Show is scheduled for 
September 19 to 24, 1927. The St. 
Louis Radio Trades Association, at 
its regular directors meeting on De- 
cember 6, voted to hold the show in 
the New Coliseum. The show was 
immediately booked with the New 
Coliseum Co., and final plans will be 
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Majestic “B’ Gurrent Supply 


delivers pure direct current-from your light socket 


Majestic Super B 


Capacity one totwelve tubes, 





Majestic Master-B 
Positive control of all 
output voltage taps. For 
sets having high current 
draw or heavy biasing 


Majestic Standard-B 
Capacity, nine 201-A 
tubes or equivalent. 45 







miliamperes at 135 volts. pe ye the use of power batteries. G6 talin, on 
Be mils. 150 le 
$26.50 at 150 volts.. 29.00 prone 
West of Rocky Mts., $29.00 eee $31 50 








West of Rocky Mts. $31.50 


Raytheon’ Tube $6.00 extra Raytheon Tube $6.00 extra West of Rocky Mts. $34.00 


Raytheon Tube $6.00 cxtra 


5 Points of Superiority 
1 Better Reception 4 Dependability 


No hum. Superior to any source of power. Maximum, unvarying power always available. 


2. Economy 4 Durability 


Low first cost. Cheapest and best form of “B” No acid or liquids. Uses Raytheon Tube; no 
Power. Costs only a fraction of acent per hour. Filament to burn out. 


a. Voltage can be accurately adjusted to meet vary- 
5 F lexibility ing conditions in every city—and on any set. 


Instruct your dealers to give customers a demonstration on THEIR sets. 
It will sell more units. 

















GRIGSBY ~ GRUNOW~ HINDS~ CO. 4546 ARMITAGE AVE, CHICAGO-ILL. 
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) worked out with the new board of 


6699 Eliminator °° and show committee after 


| the January election. 


TESTING | ~ Pee 
| Problem Solved "RMA 


R. M. A. 

| The resignation of B. W. Ruark as 
| executive secretary of the Radio Man- 
|ufacturers Association was presented 
| and accepted, at the last meeting of 
|the board of directors held at the 
Cleveland Hotel, Cleveland, Ohio, on 
| January 27, 1927. 

At that meeting Martin F. Flana- 
gan was elected to succeed Mr. Ruark 
_and immediately took over the duties 


of the executive secretary. 
* * * 






Model R-415 





Encyclopedia of 
Radio Manu- 


facturers 


The following manufacturers deal 
through the jobber. The data con- 
cerning these companies, their 
products and policies will be found 
of value to the jobber. This list 
is arranged alphabetically and will 
be continued from month to month. 


suit- 


HE voltmeter that. is 

able for testing “B” batteries 

cannot be used for testing 
the increased power delivered by 
the “B” Eliminator. 


To meet this latest problem, 
Sterling has introduced the new 
High Resistance D. C. Voltmeter 
designed for testing “B” Elimina- 
tors as well as “B” batteries and 
other D. C. circuits. 

This new voltmeter is an es- 
sential part of your dealers’ busi- 
ness; for it enables them to show 











Sylvania Products Co., Emporium, Pa. 
B. G. Erskine, pres.-gen. and sales mgr. 
G. L. Rishell, vice-pres.; G. S. Felt, sec.- 
treas. Adv. mgr. (agency) Walker & 
Downing, Pittsburgh. 

Distribute wholly through jobbers— 
electrical, music, radio, hardware, auto- 
motive, misc. Jobbers credited with all 
sales in territory. 


their customers the exact voltage 


c “B” Elimin: dee ail Tubes. 
of any iminator under a “Sylvania.” For amplifier and detector 
conditions. service, power amplifiers and _ rectifier 
It 1s also a splendid selling line, tubes. Lists from $2 to $6.50. 
for many “B” Eliminator owners Teletone Corp., of America, 449 W. 42nd 
will want to possess one of these St.. New York. E. J. Madden, pres.; 
universally useful voltmeters for . ce oo ee oe —_ mer. 
testing their “B” Eliminators at ant Dh. Prost {Renton ae) “saa. 


home. 

Never before has such a meter 
as this new Sterling R-415 been 
available to the public and the 
trade. Unless your dealers have 
the professional R-410 “B” power 
tester they can not afford to be 
without this meter for store 
Eliminator demonstration and 
service calls. 


terling 


R-415 VOLTMETER 


A laboratory meter at this 
remarkably low list price of 


$850 


STERLING MFG. CO., | 


2831 Prospect Ave. Cleveland, O. | 





Branch office, 10 High St., Boston, 

Distribute wholly through jobbers— 
electrical 50%, music 15%, radio 5%, 
hardware 10%, automotive 20%. 2 or 8 
jobbers in a territorv. Jobbers credited 
with all sales in territory. 

Loud Speakers. 


“Teletone Radiospeaker.” Cone type. 


Material, wood. Finish, mahogany or 
American walnut. List (model No. 60) 
$32.50. List (model No. 62) $22.50. 


Thordarson Elec. Mfg. Co., 500 W. 
Huron St., Chicago. C. H. Thordarson, 
pres.; G. R. Blackburn, sales mgr.; J. 
C. Coombs, adv. mgr. 


Branch offices New York, St. Louis, 
San Francisco. 
Distribute wholly through jobbers 


electrical, radio, hardware, automotive. 2 
or 3 jobbers in a territory. Jobbers 


credited with all sales in territory. 


Transformers. 

Amplifying, “B-eliminator power amp- 
plifier, transmission, modulation, micro- 
phone, line input and output. 

Choke Coils and Impedance Amplifiers. 

Tower Mfg. Co., 98 Brookline Ave, 
Boston. F. S. Tower, pres.-gen. mgr.; H. 
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R. Holbrook, vice-pres.; E. T. Isai 
treas.; G, C. Bennett, sales and adv. my: 

Branch offices, Ist. Nat. Bank, Chicay 
1107 Broadway, New York. 
electrical 521%, music 2%, radio 18° 
hardware 1314%, automotive 14%. Ge: 
erally 2 jobbers to a territory. All ord« 
referred to jobbers. 

Loud Speakers. 

“Scientific” cone. Metal base and su; 
port, proper cone. Gold design on lig! 
brown paper, base and support, gray-go 


crystalline lacquer. 17 in. cone. Li 
$9.50. 
“Meistersinger.” | Gooseneck. Met 


Wine-gold crystalline lacquer, mahoga: 
14 in. bell. List $15. 

“Little Spitfire.’ Straight horn. Met 
base, fibre horn. Black crystalline. 


in bell. List $4.95. 

“Scientific.” Horn gooseneck. Met 
base, fibre horn. Black = crystalli: 
lacquer. 11 in. bell. List $8.50. 

Phonograph Attachment. 

Direct drive. Aluminum case, ha 
rubber cap. Buffed. 3 in. diam. Lis! 
$3.95. 

Earphones. 2 sets. Lists $1.95 an 
$2.95. 

United Scientific Laboratories, Jnc., * 


Fourth Ave., New York. D. Wald, pre 
treas., gen. mgr. S. Wald, vice-pres. 


Branch Offices, Chicago, Minneapoli.. 
Boston. 
Distribute through jobbers—electrics 


40%, music 20%, radio 10%, automoti\ 
30%. 2 or 3 jobbers to a territory. 
Condensers. 
Compensated multiple, straight line tu 
ing, variable Single control. Capacit) 
.00035 m.f.d., per section. 


Scientific low loss straight line fr 
quency condenser, Aluminum or _ brass 
Lists from $2.25 to $3. 

Modified straight line condenser. Cen 
tered rotor. Lists from $2.25 to $3. 

Double and triple condensers. — Lists 


from $5.25 to $8.75. 

Assembly. 

Resistance coupled, single dial, 6 tulx 
Completely assembled ready for wiring 
Range 200 to 600 meters. List $42.50. 

Rheostats and Potentiometers. 


6 to 30 ohms, rheostats. 240 and 40) 
ohms, potentiometers. List, (rheostat 
$.50, potentiometers, $1. 

Kit. 


T. R. F., single dial control. One co: 
denser, 2 rheostats, 3 low loss coils, on: 
dial, 2 compensated knobs, booklet of. in 
structions. List $19. 


Utah Radio Products Co., 1421 S. Mic! 
igan Ave., Chicago. H. C. Forster, pres 
vice-pres.-treas.-sales mgr. D. Neff, gen 


mgr. 

Distribute wholly through jobbers 
electrical, music, radio, hardware, aut: 
motive, misc. 2 or 3 jobbers in a terr 
tory. 


Loud Speakers. 

“Standards” (horn, cone, pedestal, ca! 
inet, etc.) Rubber. Brown and gold fi! 
ish. 14 in. horn, List $22.50. “Junior. 
same as above, 11 in. horn. List, $12.5) 
“Superflex.” Bell. 8, ins. high. Lis 
$10. “Supreme.” Cabinet. 101/4,x7¥/, in 
List $25. “Book.” Wood and paper dia 


phragm. 1714x1314 ins. Brown finis! 
List, $19. 
Cone. Material, paper. Finish, brow: 


17x15, ins. List, $16. 
“Phonospeaker.” Rubber. Finis! 
brown. List (without stand) $9.50. 


The Van Horne Co., Center St., Frank 
J. S. Van Horne, pres.; L. | 


lin, O. 
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—— THE BALKITE LINE OF ELECTROLYTI 





The New Balkite Charger 
MODEL J. Has a low trickle charge 
rate and a high rate for rapid charging 
and heavy duty use. Can thus be used 
either as a trickle or as a high rate 
charger and combines their advan- 
tages. Noiseless. Large water capacity. 
Visible electrolyte level. Rates: with 
6-volt battery, 2.5 and .5 amperes; 
with 4-volt battery, .8 and .2 ampere. 
Special model for 25-40 cycles with 1.5 
amperes high rate. Price $19.50. West 
of Rockies $20. (In Canada $27.50.) 





Balkite Trickle Charger 


MODEL K. For those who require a 
charger of limited capacity only. Can 
be left on cnaiunews ortrickle charge 
thus automatically keeping the battery 
at full power. Converts the“A” battery 
into a light socket “‘A’’ power supply. 

Charging rate about .5 ampere. Over 
350,000 in use. Price $10. West of 
Rockies $10.50. (In + thew $15.) 





Thess New Balkite “Bs 


Balkite “ ”* eliminates ‘ ‘B”’ batteries 
and Sn *B” current from the 
light socket. Noisel Per ent. 
Employs no tubes and requires no re- 
placements. Three new models. The 
new popular priced Balkite “B’’-W at 
$27.50 for sets of 5 tubes or less re- 
iring 67 to 90 volts. Balkite “B”-X 
illustrated) for sets of 8 tubes or less; 
capacity 30 milliamperes at 135 volts— 
$42. Balkite ““B”-Y, for any radio set; 
capacity 40 milliamperes at 150 yolts— 
$69. (In, Canada “B”-W $39; “B”’-X 
$59.50; “B”-Y $96) 








Balkite Combination 


When connected to the “A” battery 
supplies automatic power to both “A” 
and “‘B” circuits. Controlled by the 
filament switch on the set. Entirely 
automatic in operation. Can be put 
either near the set or in a remote 
location. Will serve any set now using 
either 4 or 6-volt “‘A’’ batteries and re- 
quiring not more than 30 milliamperes 
at 135 volts of “B” current—practically 
all sets of up to 8 tubes. Price $59.50. 
(In Canada $83.) 

All Balkite Radio Power Units operate 
from 110-120 volt AC current with 
models for both 60 and 50 cycles. The 
new Balkite Charger is also made ina 
special model for 25-40 cycles. 





do 
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by concentrating on 
lines that are selling now 


Keeping your radio department operat- 
ing at a satisfactory profit at this time of 
year is a matter of selecting the correct 
lines to push. Scatter your efforts on all 
lines, many of which are unsalable at this 
season, and your sales will drop. Con- 
centrate them on the few lines that are 
good sellers now and they will keep at 
the maximum. 

Balkite is one of those lines. In fact 
Balkite sales after the first of the year are 
greater each season than before the first 
of the year. When most lines are falling 
off, the Balkite season is just beginning. 
This is logical, for every purchaser of a 
radio set the early part of the season is 
now a Balkite prospect. 

Balkite is the standard line in the radio 
power field. It is consistently advertised. 
The profit you make on it is clean, for 
every Balkite unit is a permanent piece of 
equipment, with nothing to wear out or 
replace. Get behind the line now, and get 
your share of Balkite volume and profit. 


FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


Balkite 


Kadio Power Units 


Keep radio profits up 


wail 
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PERFECT a RESISTOR 


a 


Presenting the 


Burgess A Battery 


eon 









This is the 
Burgess Radio - | er 
Ae a at 


he me a sie 7 
gr Any Rode Enger 


ncn national maga- 


zines and metropolitan 
dailies are telling millions of 
battery buyers about the un- 
- equalled service qualities of 
the new Burgess Radio “A”. 
Look for this advertising Tie 
up with it. Let it work for 
you and your store in your 
community. Display the Bur- 
gess “A” in your windows 
and on your counter. 
Its remarkable service will 
help you build a profitable 
“A” battery business. 


A Laboratory Product 


Burcess BATTERY COMPANY 
GENERAL SALES OFFICE: CHICAGO 


Canadian Factories and Offices: 
Niagara Falls and Winnipeg 


| BATTERIES 

















Crish, adv. mgr. 


Branch office, 160 W. 45th St., New | 
York. | 
Distribute wholly through jobbers— | 
electrical 20%, music 2%, radio 35%, 


hardware 10%, automotive 2%, misc. 7%. 
One jobber in a territory. Jobbers cred- | 
ited with all sales in territory. 

Radio tubes. 

“Certified and Selected” brand. 

5VAX. Detector ampliers for storage | 
battery sets. Lists $2 and $2.75. | 

5VAX. Non-microphonic detector am- | 
plifier for storage batteries. 
$3.75. | 

3VAX. Detector amplifier for dry or | 
wet batteries. Lists $2.25 and $2.75. 

3VB. Ditto for dry batteries. 
base. Lists $2.25 and $2.75. | 

3VBX. Ditto for dry batteries. “Navy” | 
base. Lists $2.25 and $2.75. | 

5VD. Non-microphonic detector with 
sponge rubber cushion base. Lists $5. 


“x | 


5VC. Power amplifier. Lists $5.75 and | 
$6.50. 
5VCX. “X” base for last audio stage, 


storage battery set. Lists $6.00 and $6.75. | 


6P. Amplifier oscillator for last audio 
stage. List $9. 

5R. Full wave rectifier. List $6. | 

7Y%R. Half wave rectifier. List $7.50. 

Wagner Radio Co., 643 Washington 


Blvd., Chicago. A. Wagner, pres.; C. C. 
Ashton, treas.; M. M. Johnson, gen. mgr. 
Distribute through jobbers. 
Audio Transformers, 
Audio frequency type. 
stand 300 v. and 80 milliamps. 


Guaranteed to | 
List $6. | 


Westinghouse Elec. & Mfg. Co., Plane 
& Orange Sts., Newark, N. J. E. M.| 
Herr, pres.; H. F. Baetz, treas.; 1. D. 
Kilburn, gen. sales mgr.; J. C. McQuiston, 
adv. mgr. 

Distribute through jobbers. 

Voltmeters, ammeters, milliammeters, | 
galvanometers, combination voltmeter am- | 
meters, combination voltmeters milliam- | 
meters, Rectigons, Micarta panels. 





Westinghouse Union Battery Co., Swiss- 
vale Station, Pittsburgh. C. H. Smith, 
pres., gen. mgr.; J. Ross Duggan, vice- | 
pres.; T. S. Grubbs, sec.-treas,; G. B. 
Cushing, sales mgr; T. A. Ralston, adv. 
mgr. | 
Distribute through jobbers—electrical, | 
music, radio, automotive. One jobber in | 
a territory. Jobbers credited with all | 
sales in territory. | 
Batteries and Trickle Chargers. 
“Westinghouse.” Radio “A.” Types | 
6-RSA-S, 6-BRO-7, 6-OB-9, 6-BRO-11. | 
Radio “B.” Types 24-RG-2, 22-LG-2. 
Auto Power. 
“Westinghouse.” 


“A” 


Radio 


Wirt Co., 5221 Greene St., Philadelphia. | 
P. H. Stuckey, pres.; H. J. Thayer, vice- | 
pres.; C. H. Chandler, sec.-treas,; J. C. | 
Kaelber, sales and adv. mgr. 

Distribute wholly through jobbers— 
electrical 98%, hardware 2%. Jobbers 
credited with all sales in their territory. 

Lightning Arresters. | 

“Wirt.” Air gape type. Bakelite and 
brass. Heavy terminals. List $1. 

Insulators. 

Wall type. 
With bracket. 


Brown glazed _ porcelain. 
List $0.35. 





Yaxley Mfg. Co., 9 S. Clinton St., Chi- | 
cago. EK. E. Yaxley, pres.; W. E. Yaxley, | 
vice-pres.; E. A. Schneider, treas.; R. F. | 
Sparrow, sales mgr. 

Distribute wholly through jobbers— 
electrical, music, radio, hardware, auto- 





Lists $3 and | 





Allen-B 





This oversize variable resistor 
is used as standard equipment 
for accurate plate voltage con- 
trol by leading B-Eliminator 
manufacturers. The scientifi- 
cally-treated discs in Bradley- 
ohm-E provide stepless, noise- 
less plate voltage control, and 
the setting will be maintained 
indefinitely. Order a stock of 
Brad ‘eyohm-E,—today! 


Bradleyunit:A 


PERFECT FIXED RESISTOR 





This solid, molded fixed resistor 
has no glass or hermetic seal- 
ing in its construction. It is a 
solid unit, molded and heat- 
treated under high pressure, that 
is not affiected by temperature, 
moisture and age. The end caps 
are silver-plated, and can be 
soldered without affecting the 
accuracy of the Bradleyunit. By 
all means, sell Bradleyunit-A 
when you have a call for a 
fixed resistor in radio hookups. 


SEND FOR BULLETINS 
TODAY! 


Co. 


ELECTRIC CONTROLLING APPARATUS 
Sater Offvces Soles Offices: 

New'van” Suet Prat 

=> Philedeiphie | Sen Francisco 














Milwaukee, Wis. 
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0g CA 


JJ TUBES 





























The real test of MERIT is the test 
of TIME. From the very pioneer _ 
days of the RADIO INDUSTRY, 
through all its various phases, _ 
CUNNINGHAM RADIO TUBES 
have met this test in a way that 
has gratified millions of radio- 
owners throughout the nation. z 
Moreover,CUNNINGHAM RADIO 
TUBES have ever yielded PROF- 
ITS — PROFITS to manufacturer, 
jobber and gealer in actual 
dollars and cents— PROFITS to 
radio-users through increased 
radio enjoyment—and PROFITS 
all down the line in the general 
spirit of GOOD WILL and SATIS- 
ACTION that attends TRUE 
QUALITY whenever, and wher- 
ever, it appears. 


E. T. CUNNINGHAM, Inc. 


NEW YORK CHICAGO SAN FRANCISCO 


= 


ara SSRIS 4 
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REG, U.S, PAT, OFR 


Conduit Box and 
Fixture Switch 


No other method of 
unit light control gives 
. so much in dependable 
6 Amp—-1%5 Volts operation, low cost of 
installation, and lasting 
quality as do Levolier 
Fixture Switches. In 
every style of fixture and for every type of installation they 
are easy to fit and are inexpensive. 
This, the smallest 6-ampere switch ever made, is an eco- 
nomic necessity. It is recognized as the most efficient for 
control of the lighting system. For factories, mills and 
industrial plants, better lighting with unit light control 
means more savings through less spoilage and fewer 
accidents. 
Levolier Fixture Switches save the expense of cutting and 
fitting small lengths of pipe, supplying extra boxes, run- 
ning separate circuits, and installing wall switches. 


Send today for new catalog No. 21, or for new descriptive 
bulletin describing the Levolier Fixture Switch. 


| PECGILL 


MANUFACTURING CO. 


ESTABLISHED 1904 


VALPARAISO - INDIANA 


exTRA_ BOX FITTER f ° 
WITH EACH —> 
: , 


tC) 
To AND OTHER pats pen 








Ah, | 4 


ere realizes the necessity of good air and 
plenty of it and the demand for good ventilation 
makes good ventilating equipment easy to sell. 


Johnson Fans are the kind of equipment about which 
you never need make excuse. They're good enough 
to sell to your best friend. They are strong enough 
to last as long as your longest friendship. A little 
extra effort selling Johnson Fans will prove that they 
are profitable merchandise. 


We will be glad to furnish you 
any information you require. 


Johnsonfan &Blower Co. 


MANUFACTURERS OF FANS & BLOWERS FOR ALL PURPOSE 
1327 W. Lake St. Chicago, IIl. 
Offices In Principal Cities 


| electrical, music, radio, hardware, auto 
| motive. 

Cable Connector Plug. 

Bakelite. 7 strand cable. List $3.50. 

Gang Plates and Convenience Outlets. 

For battery, speaker, phone, aerial and 
ground connections. Lists from $1 to 
$4.50. 

Jacks and Jack Switches. 

All types. Lists $0.40 to $2. 

Plugs. 

- phone and duplex. Lists, $50 a: 


or 

“Midget” battery switch. Inductanc . 
and pilot switches. Lists $0.50 to $1.2 
Lamps, $0.30. 

Pilot Light Bracket. 

List $0.50. Lamp, $0.50. 

Rheostats. 

2 to 100 ohms. List $1.35. 

Potentiometers. 

200 to 1000 ohms. Lists $1.75 and $2.6 

Dial Plates. 

Silver and black, $0.15. Gold and blac‘, 
$0.15. 

Rheostat Knob. 

11% ins. diam, Lists $0.20. 

A & B Voltmeter Switch. 

Double-throw, non-locking. List $1.25 

Midget Jacks and Plugs. 

Jack, $0.30. Plugs, $0.15. 

Resistance Units. 

One to 10 ohms, $0.15. 15 to 400 ohms, 
$0.15 to $0.25. 

Two Stage Switch. 

For controlling filament first and se 
ond audio stages with one switch, List 
$1.50. 


Zenith Radio Corp., 3620 Iron St., Chi 
|cago. E. F. McDonald, Jr., pres.; P. B 
| Klugh, vice-pres.; N. A. Fegen, sec.-sales 
|mgr.; C. J. Callahan, adv. mgr. 
| Distribute wholly through jobbers 
‘electrical, music, radio, hardware, auto- 
motive. Generally 2 or 3 jobbers in a 
territory. 

Receiving Sets. 

“De Luxe.” 10 tube models. 5 models 
Lists $650 to $2500. 

“Super” models. Battery operated. 6 
tubes. Lists $240 to $355. 

“Super Electric.” Elimination of all 
| batteries. Lists from $280 to $395. 
“B” Eliminator. 
Range of 12 voltages. List, $60. 














L. S. Samel, sales manager of the Gar 
field Electric Co., New York is proudl) 
displaying a copy of the second annua 
edition of the company’s fixture catalog 
This company has recently purchased th: 
entire six story building in which it ha 








been located for six years. 
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C. Phillips Hill 
(Continued from page 25) 
mid at Chullua. He is a life member 
of the National Archaeological Society 
and for a time was a director of the 
Archaeological Society of Pittsburgh. 

Outside interests of one kind and 
another also claim his attention. He 
has always been interested particu- 
larly in civic betterment matters and 
in Washington is chairman of the 
industrial relations committee and 
chairman of the steam railroad sub- 
committee both of the Board of 
Trade. He belongs to the Chevy 
Chase and the City Club and is a 
Thirty-second Degree Mason. 

Mrs. Hill was Miss Katherine 
Montague of Baltimore. Their family 
consists of one daughter and two sons, 
both midshipmen at Annapolis, one 
having recently entered that institu- 
tion after passing the entrance exami- 


nation with high honors. 
* + 


Reno Sales Hold Meeting 


On Thursday January 20, the Reno | 


Sales Company’s sales organization 
had a get to-gether dinner at the 
Philip Morris Mansion, when plans 
were made for the year especially the 
company’s new 1927 policy. The din- 
ner was attended by the entire or- 
ganization. 
* * * 

Yendis Writes from “Baltimo” 

What’s the News? They ain’t no 











news, ceptin’ maybe Bill Flannery of | 


Baltimore Elec. Supply is forsaken 


Balto for southern climbs and is | 


down south openin’ a new branch at | 
Greensboro, N. C. or some place like | 
that. Seems that Bill had a man | 


named Hewitt works down there 
sometimes and he sorta got lonesome 
for the home folks so Bill says he’ll 
fix him—he’ll give him a home right 
there and so he’s up and doin’ it. 
‘thin’ like satisfying the young 
folks. 

Herb Demoss up at Greenfield’s, 
\s  branchin’ out too—he done 
ught hisself a new spring bonnet al- 

idy. Ain’t that goin’ some? And 

re’s only Feb. and the ground hog 
sen his shadder yesterday too!! 


7. 


— hy 


\ebby its the spring in the air or | 


methin’ else does it but anyhow why 
(oes Shepherd over at Shepherd- 
' uharty’s eat peanuts in the spring? 
* ure he does—any day now. He ain't 
' en out to the Zoo that I knows of 
d what’s the answer? 
Ain’t got time for no more news. 


| 


| 
| 





Get Yourself All Heated 
Up Over These Two 
New Money Makers 





Manufactured in three 
heat and single heat 


types. 





GUARANTEED 








—and now a high quality 
Eagle lamp at a price. 


Features:— 


1. 260-watt bulb. 
2. Highly polished. 


3. Aluminum Reflector. 


PERFECTION 13: NOTAN ACCIDENT 


‘Eagle Therapeutic 


Eagle Heating Pad 
“The pad you can fold 


like a handkerchief”’ 


A new principle in heating 
pad elements makes the 


pad: 





1. Extremely flexible. 


2. Element guaranteed 
against burnouts. 


3. Entire element encased 
in asbestos—no danger 
of fires. 





QUALITY 








Lamps 





WAITING FOR YOU — *The increasing use of 


a copy of our new 
complete catalog 
and price sheets 


therapeutic lamps and the 
rapidly growing knowledge 
of their application have 
made them profitable to the 
jobber. The simplicity, size 
and price of the Eagle lamp 
places it unquestionably in 
the jobber-dealer class. 


EAGLE ELECTRIC MFG. CO. 


59-79 Hall St. 


Brooklyn, N. Y. 
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Patent 
Pending 


In Demand 


Illinois Switch Rod Insulators give positive 
protection, up to their wet flashover 
value, to the man operating the switch. 
They are in demand, as power companies 
everywhere realize that these insulators 
furnish protection that is worth their small 
cost many times over. 


These insulators are threaded to fit 11/4 

inch pipe; held in place by lock nuts or 

bolts. Special fittings are furnished for 
other sizes. They can be used 
in series for exceptionally high 
voltages. Send for Bulletin. 


Illinois Electric Porcelain Co. 
Macomb, III. 


ILLINOIS 





SWITCH ROD 


INSULATORS 





TUTE 





VERY person connected with the selling 
end of the electrical industry will find 


something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 


month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 





Sit vv td 0UiUiiniit 
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In the Eyes of the 
Credit Man 


(Continued from page 13) 
does he spend much of his sales tin 
jollying the customers? 

“These things end many others 1: || 
a story, and, when I find a man who is 
always busy at something worth wh:|; 
and shows that he is making an eftort 
to build a successful business, |'m 
more inclined to grant him credit, ey en 
though his bank balance is in smal] 
figures, than I am the man who has a 
lerge bank balance but who is sloven 
ly in the appearances of his store and 
shop, and who has time to read whien 
no customers are about. When the big 
dealers and contractors fail, they ‘fal! 
hard. When the little fellow falls, |i 
doesn’t fall so far but what he can 
scrape a little money together again 
and try once more. 

“Naturally I cannot visit all of ov 
applicants for credit, particularly 
those residing out of the city. But | 
have two or three boys in the depart 
ment trained for investigation work 
They know the little things I want to 
know and report accordingly. On th 
country territory, I have to depend 
largely upon what the salesmen tel! 
me, but slowly we are training our 
salesmen to look at the credit man’s 


"=| side of the question instead of being 


so enthusiastic about selling the goods. 
Some of our best salesmen got their 
preliminary training in the credit de- 
partment and the day is not far dis 
tant when salesmen will be given rigid 
instruction in credit matters.” 











Something you don’t find in any deck 
—five aces. These men keep things hu: 
ing in the Graybar Harrisburg territor 
Left to right: A. M. Hober, service su 
pervisor; B. F. Neal, Jr., sales manager: 
C. L. Hartman, counter man; C. \ 
Hockenbery, service man, and L. 
Smith, shipper. 
















nd 
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PARANITE 


“Better Than the Code Requires’’ 


For over thirty-seven years PARANITE PARANITE rubber covered wires, cables 
wire made better than the code requires has and cords are backed by a spirit of honesty 
cost no more than other wire. Nation-wide, the in manufacture which has come down through 
industrial plants have long since the 37 years we have been in business. 


recognized the dependability of this 
wire. Shutdowns due to defective or 
inferior wiring are safeguarded in our 
leading industrial plants because the 
engineers have had the foresight to 


Contractors, industrial plants and 
all consumers alike recognize the 
quality of the PARANITE line 
and the honest purpose behind the 





install a PARANITE. product. 

PARANITE insulation contains a 
greater rubber contact than any other code Jobbers’ salesmen find their sales resistance is 
wire. And, our special process of manufacture minimum when they announce they handle the 
insures positively uniform insulation. PARANITE line. 

The braids are clean, smooth and flexible and 
the last coat is polished, giving the wire a And, do not forget it is extensive and 


smooth, dry finish. complete. 


“If It’s PARANITE It’s Right”’ 


INDIANA RUBBER & INSULATED WIRE CO. 
JONESBORO, IND. 


Western Representative: 
811 Marquette Bldg., Walter I. Ferguson & Co. 63 Vesey St., 
Chicago 208 Baltimore Bldg., New York 
Kansas City, Mo. 
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“BLOW YOUR HORN 


about 


LENK BLOW TORCHES” 


—Says Blotorch Bill 





Once you do this you will ask: “Where have 
they been all my life?” The answer probably will 
be: “Right in your own catalog”—and you never 
stopped to consider the fact. 

The Champion No. 30, LENK Automatic Blow Torch 
is a member of a complete line of blow torches at least 


one of which every electrical contractor needs and will 
buy if you will only mention it to him. 


Electricians, mechanics, radio workers, re- 
pairmen and home owners form just a part 
of a large market for LENK Blow Torches. 
There is profit in the Champion No. 30 so 
why don't you go after it? No long sales 
talks necessary. 


BUILT TO LAST 
A LIFE TIME 


Ben Cohen of the Glasco Electric Co, 

St. Louis. Ben was one of the few non 

golfers at the meeting of the Missouri 

River Club which is what gives him that 
distingue appearance. 


Manufacturers of Alchohol and Gasoline Blotorches Exclusively 


The Lenk Mfg. Co. Boston, Mass., U.S.A. A Fight on Cheap Electric 
Wares 


ty It is reported in the daily press of 
Fort Wayne, Ind., that: 


“Provisions of the new city build- 
ing code electrical section which pro- 


e 
4$"Z ZZ Ce vide that the city electrical inspector 
4037 a must inspect and approve electric! 


appliances, fixtures and fittings sold 
here will be enforced rigidly, Pau! 
Thiele, electrical inspector, a 
nounced. 





























“Dealers were given until March | 
by the inspector to close out their 
stocks of uninspected or poorly mad: 
fixtures and electrical supplies. 


“Letters will be sent to each stor: 
and firm handling such goods citin: 
provisions of the ordinance and pe: 
sonal inspections will begin by th 
inspector, March 1. 

“Many drug stores, variety store 
and others handle such fixtures anc 
fittings, Inspector Thiele said. Som 
are made of hardened card board | 
reduce their cost, and constitute 
menace insofar as fire is concerned 
| “Many electrical appliances ar 
faulty and several deaths from defe: 
‘tive curling irons, vibration machin‘ 
‘and similar appliances have been re 


. ported throughout the middle wes 
WKLEINSSS Sooo 
Stablished 10) case 
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HOT spell of a few days and you will 

need a full stock to supply the rush for 
fans. Will your customers be getting the best 
fan for the price? ——_a WAGNER fan? 


Wagner offers a complete and fast selling 
line. The tremendous success of its first two 
years on the market has proved its profit- 
making power. 


As silent as a watch, as sturdy as the 
Wagner,Quality motor (the heart of every 
Wagner fan), this full line of rapid sellers is 
ready for the third and biggest year. 


Scientific fan-blade design coupled with 





Wagner fans can help you 
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finely calculated coordination is the reason 
for their success. The blades slice the air in- 
stead of batting it noisily like the ordinary 
fan. Its breeze is a long, strong beam of air 
that can be directed wherever needed, in- 
stead of puffed over a limited area. This 
means controlled air circulation. 

No magnetic hum or creeping, with a 
Wagner fan. Just a cool quietness that will 
win you sales. 


Order your Wagner fans now. 


WAGNER ELECTRIC CORPORATION 


6400 Plymouth Avenue Saint Louis, Mo. 


Fans 
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Death of Shiras Morris 


Shiras Morris, president and treas- 
urer of the Hart & Hegeman Manu- 
facturing Co., of Hartford, 
and a director in many institutions, 
died on February 2 from a sudden 
heart attack, at his home, No. 5 
Highland street, West Hartford. He 
had been in excellent health until the 


Conn., 


day before, when he complained of a 
cold and an ulcerated tooth and left 
his office at noon. 

Mr. Morris had been president and 
of the Hart & Hegeman 
Manufacturing Co., during the past 


treasurer 


12 years, succeeding to that position 
following the death of the late Alfred 
H. He had 


with the company as secretary and 


Pease. been associated 
treasurer for many years. 
He of St. 


F.piscopal Church, Farmington ave- 


was treasurer John’s 


nue, and chairman of the _ building 
committee which recently raised funds 
the of the 
church parish house and addition to 
the 


A short time ago 


for construction new 


church school. 


Mr. 
elected a director of the Connecticut 
Mutual Life 
similar positions in the Phoenix State 
Bank & Trust Co., the Dime Savings 
Bank, The Hartford Steam Boiler 
Inspection and Co., the 


Morris was 


Insurance Co., and held 


Insurance 


Shiras Morris 


Terry Steam Turbine Co., the Se- 
Lock Co., the Electric Por- 
celain and Manufacturing Co., of 
Trenton, N. J., the Peck, Stowe & 
Wilcox Manufacturing Co., of South- 
ington, the H. T. Paiste Co., of Phila- 


delphia, the Sesame Co., and was a 


secure 


trustee of Trinity College and the 
Choate School of Wallingford. At a 
of the organized 
Bankers Trust Company, Hartford, 
Mr. 
that institution. 


meeting recently 


Morris was elected a trustee of 
Mr. Morris was formerly president 


of the 
Electrical Supplies and treasurer of 


Associated Manufacturers of 





the Manufacturers Association 
Connecticut. 

He was born in 1875, the son ot 
James H. Morris, formerly of Pitts 
burgh, Pa., and moved with his fam 
ily to Hartford in the early ‘90's 
Mr: Morris graduated from 
Trinity College in the class of 1894 
and served in the navy during tli 
Spanish-American War. He was 
member of the Psi Upsilon fraternit, 
at Trinity. 


was 


* * * 


An Anniversary Offer 


Throughout 1927, the M. W. Dun 
ton Co., of Providence, R. I., 
celebrate its twenty-fifth anniversary 


will 
year. As far as the jobbers are con 
cerned they are doing this in a rather 
unusual way. ‘To jobbers who in 
crease their sales 25 per cent or over 
“Nokorode”’ 
going to rebate at the end of the year 
five per cent of the volume of business 


on products they ar 


done, by sending free “Nokorode”’ for 
that amount. 
* * * 


Grahling’s New Representative 

F. W. 
Grahling Bros. Co., fixture manufa 
New York, 
New Jersey and the east, with head 


Zimmerman will represen! 


tures in Pennsylvania. 


quarters in Cleveland. 





Another highly successful sales conven- 
tion was held by the Flexible Steel Lacing 
Co., Chicago, January 4, 5 and 6. The 


eee 


a4 ’ fe 


assembly worked intensely from early un- 
til late for three crowded days. The only 
speaker from outside of the organiza- 
tion was Ross D. Cummings of THE 


. i] 


Jopper’s SALESMAN. His principal topi 
was the value of both large and small jo! 
bers to each other and to the industry. 
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[he above photograph shows the entire sales organization of 
the Triangle Conduit Co., Inc., of Brooklyn, together with 
It was taken on the occasion of its recent 


several visitors. 





Chicago and 


sales conference. This company started 10 years ago in a sq. ft. 








small plant at Columbia Heights, Brooklyn,—4500 sq. ft. of 
floor space to be exact. 
Butler, Pa. 


Brookly n, 


250,000 


It now has three factories 
aggregating a_ total of 





Boyd Vice-President of Apex 


Carl D. Boyd resigned his connec- 
tion as director of the Reichmann Co. 
and director of sales promotion on 
January 15, and on January 23 was 
elected vice-president in charge of 
merchandising of the Apex Electric 
Manufacturing Co., Chicago, maker 
of “Apex” radio sets and “Apex” au- 
tomotive products. 

On becoming identified with this 
company, he purchased an interest in 
the same and will be actively engaged 
in the distribution of its 
product. 


national 


This organization has a very well 
equipped and modern factory for the 
manufacturing of all of the component 
parts entering into the radio receiver, 
talent. — Its 
mode of distribution for 1927-28 will 


with good engineering 
be through jobber-dealer structure in 
the automotive, electrical, radio, hard- 
ware and music fields, the same as 
last year. 

Mr. Boyd will still continue ac- 
identified with the Radio 
Manufacturers’ Association as a direc- 


tively 


tor and first vice-president. 


* * * 


Father & Son 
Dale W. Scarborough has become 
sociated with his father, Dale B. 
‘arborough, who for 15 years bas 


rg 


en representative for the Steel City 
Pittsburgh. The 


carboroughs are located in the Pen- 


t.leetric Co., of 


s 


ld Building, Philadelphia, and rep- 
sent manufacturers in the Philadel- 
lia, Baltimore and Washington ter- 
tory. 


Max Edelman In Boston 


Max Edelman for many 
known around St. Louis as the Edel- 


years 


man of the Lue-Edelman Co., has been 
elected vice-president and_ general 
manager of The Lenk Mfg. Co., 30 
Merrimac St., Boston, Mass., as of on 
January 1. Not content with these 
responsibilities Mr. Edelman took unto 
himself a wife. 

He wishes to remind his old friends 
in St. Louis and everywhere else that 
the Lenk Mfg. Co., makes a line of 


gasoline and alcohol blow torches. 











John G. Engler, winner of the yearly 


quota. contest for 1926 of George 
Richards & Co., Chicago. Out of four 
contests conducted since Mr. Engler has 
been with the organization he has won 
three. He operates in the St. Louis ter- 
ritory of the company. 





Whalen Now Wagner 
Representative 

Electric Corp., St. 

Howard P. 


Y., its sales 


The Wagner 
Louis, has appointed 
Whalen of Rochester, N. 
representative in charge of its branch 
offices at Buffalo and Syracuse. Mr. 
Whalen was graduated from Smith 
College Syracuse University in 1914 
with the degree of Electrical Engi- 
neer. Prior to his connection with the 
Wagner Electric Corp., he was en- 
gaged in sales work for the Emerson 
Electric Co. From 1916 to 1923 he 
was in the commercial and general 
sales departments of the Westinghouse 
Electric & Mfg. Co., with the excep 
tion of two years spent as an En- 
gineer Officer in the U. S. Navy. 


* * * 


Showers Devotes Plant No. 4 
to Radio 


Showers Brothers, with headquar- 
ters at 914 S. Michigan Blvd., Chi 
cago, have now decided to set plant 
No. 4, in Bloomington, IIl., aside for 
the exclusive manufacture of radio 
cabinets. 

Plant No. 4 is one of the company’s 
1,700 ft. 


long, 90 ft. wide and two stories high, 


largest factories. It is 


allowing a minimum capacity of 
50,000 pieces. 

Showers Brothers lay claim to be 
ing the largest furniture manufac- 
turers in the world, and placing one 
of their largest plants at the disposal 
of the radio industry, is an indication 
that, after being 18 months in the 
radio business, they think well of it 


and will expand accordingly. 
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New Electrical Products, Illustrated 








Recent additions to the 
Dover table percolator line 
are the beautiful, serviceable 
and attractively priced Dover 
table percolator sets. These 
sets consist of six-cup or 
nine-cup Dover table percc- 
lator, 12 in., 13 in., or 14 in. 
serving tray, and silver or 
gold lined sugar and creamer. 
The trays are heavily nickeled, 
center satin finished, while the 
sugars and creamers are sil- 
very nickeled outside. 





Harvey Hubbell, Inc., Bridgeport, 
Conn., announces the development of 
a new fan which will be known as 
the Hubbell “table” fan. As can be 
seen from the illustration this new 
fan is quite different from the well- 
known standard type of cooling fan 
—the principal difference being that 
the blades of the Hubbell fan re- 
volve in a horizontal instead of a 
vertical plane and, _ instead of 
throwing out the air, draw the air 
downward to the curved base of the 
fan, which serves as a deflector. The 
Hubbell “Table” fan is attractive in 
appearance, is light and quiet. 





The Day-Fan Electric Co., Dayton, 
O., is manufacturing the Day-Fan 
“Handy Vac” illustrated above. It 
is designed for cleaning upholstered 
furniture, draperies, lamp shades, 
billiard and pool tables, clothes, etc. 
Operates on 110 v. A.C. or D.C. 
Complete with 15 feet of cord. 




















George Richards & Co., Inc, 557 
W. Monroe St., Chicago, have just 
placed on the market a line of 
molded push button switch plates, 
from one to four gangs. These plates, 
known as the “Hemco” molded push 
button wall plates are designed to 
combine safety with enduring beauty. 
They are molded of Bakelite and are 
shock-proof. The rich satin finish is 
molded into the surface and is per- 
manent and lasting. They are un- 
affected by fumes, moisture, or cli- 
matic conditions. They are spot- 
proof, warp-proof and tarnish-proof. 
The “Hemco” plates are supplied with 
metal screws electroplated in color 
to match the plate. Bakelite screws 
finished to match can be supplied 
without additional charge when speci- 
fied. 





A new window floodlight unit, the 
Sol-lux “Windo-Flood,” has recently 
been placed on the market by the 
Westinghouse Electric & Mfg. Co., 
that enables one to focus direct at- 
tention on certain articles displayed 
in show windows or store irteriors. 
This object is accomplished either by 
means of intensified light, or colored 
light projected toward the display. 





One of the new products announced 
by the Robbins & Myers Co., Spring 
field, O., is the eight in. model 5: 
A.C. induction type, non-oscillating 


fan illustrated above. It is equipped 
with hinge joint having wing screw 
for vertical adjustment and mounting 
in wall bracket position. 


Another type of fan is the model 
51, A.C. induction type, non-oscil- 
lating which is designed so that it 
may be mounted in wall bracket 
position and fixed by a wing screw 
to any angle vertically or horizon- 
tally. 





The “Greenalite” lamp illustrated 
above is manufactured by S. Robert 
Schwartz & Brother, 546 Broadway, 
New York. It is furnished complete 
with fountain pen. 
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For the 


Illumination 
of Signs 


The Goodrich Focusing 
Angle Reflector is par- 
ticularly well adapted. 
By means of the adjust- 
able socket the lamp 
may be raised or low- 
ered in the reflector, 
thus focusing the light 
on the sign. No light is 
wasted over the edges. 
Lamps of different sizes 
may be properly posi- 
tioned in a given size 
reflector without resort 
to socket extensions. 
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MAKERS OF PORCELAIN ENAMEL LIGHTING FIXTURES 





1 





Write for catalog of our complete line of 
Porcelain Enameled Reflectors. 


Cut out view showing 
adjustable socket with 
Lamp in upper and 


DISTRIBUTED THRU JOBBERS ONLY 


po ti 109 Lafayette St. 131 State St. 30 Bank Str. 
jower sitions. New York Boston Philadelphia 
3 inches of adjustment. 336 Azusa St. 2014 N. Lamar St. 197 N. Griggs St. 


Los Angeles Dallas St. Paul 














SOODRICH ELECTRIC CO, 1650 OGDEN AVE. CHICAGO. ILL 
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New Electrical Products, 


Illustrated 

















For household ranges and equip- 
ment requiring a flat surface a 
closed, high-speed heating unit, is 
being manufactured by Edwin L. 
Wiegand Co. 422 First Ave. 
Pittsburgh, Pa, It consists of 
two of their standard “Chroma- 
lox” ring units, of high temperature 
metal sheath, with rivets to hold them 
in place, in a cast iron supporting 
plate. Connection is easily made to 
the three terminals, which are com- 
pletely enclosed in a pressed steel 
adaptor. 























Three of the new products of the 
Arrow Electric Co., Hartford, Conn., 
are the wall brackets and ceiling 
bases Nos. 947, 942, and 933. illus- 
trated above. Made of porcelain they 
come either with or without attach- 
ment plug outlets, and are adaptable 
to all types of outlet boxes. 


The Ivanhoe division of The Miller 
Co., Cleveland, Ohio, has recently 
developed a new shade to be used on 
lighting fixtures, with a _ universal 
holder, that will permit the user to 
attach the new shade to any type 
fixture. This new shade will take 
the place of a candle shade, a 2% in. 
fitter shade, or a pendant ball lamp 
shade. The method of attaching the 
shade is by means of a metal holder 
which fits snugly in the top opening 
of the shade. 














One of the new Diehl products for 
the 1927 fan season is the 382 in. 
alternating current ceiling fan illus- 
trated above. 








The No. 30 Champion automatic 
blow torch is made by the Lenk 
Mfg. Co., 30 Merrimac St., Boston, 
Mass. This torch, which blows it- 
self, operates about three hours on 
one filling. Blast, 1700 degrees F. 
It is made of brass, nickel-plated and 
polished and is complete with de- 
tachable shield. 





The Eagle Electric Mfg. Co. 
Brooklyn, N. Y., is manufacturing the 
therapeutic lamp shown above. It 
has a highly polished eight-in. alumi- 
num bowl. There is no “hot spot” 
on it to cause burns. Ib is furnished 
complete with eight feet of heavy 
duty cord, two-piece attachment 
plug, special push socket and 260 
watt bulb. 





Another product of the company 
is a heating pad. It is said to be so 
flexible it can be folded like a hand- 
kerchief. The element consists of 
nichrome wire and_ fine asbestos 
woven into a flexible asbestos mat. 
An automatic thermostat shuts off 
the heat at 180 degrees. 












ih 


= TD 





The Bryant “Plug-In” pull socket 
is furnished in two styles. The No. 
35024 is 31% in. long, single pole, 
250 watts and has eight in. of No. 
six chain. The No. 65024 is 21% in. 
long, single pole and has eight in. of 
No. three pull chain with a 660 watt 
rating. Either can be furnished with 
a Bryant “Undark” luminous pend- 
ant. The standard finish is brush 
brass. 
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—Kunier 


PT i sOverecn 


vour job for 


Eledific Heat? 


Heating core ovens or metal patterns? Heating portable 

mold drying equipment or permanent molds at the begin- 

AII! CHROMALOX i ning of casting? Heating crane cabs or hard-to-heat places 

Hearink (hae in buildings? Heating core oil mixtures, storage and fuel 
: 9. oil or molding and core sand in storage? 


Certain of the 80 sizes of Strip Heaters 8’’ to 72’’ long... 
9 diameters of Ring Units. 3’’ to 11”’ .... or 32 sizes of Im- 
mersion Units—quickly shipped from stock —are sure to fit 
your applications. Why not send along a sketch or blueprint 
or outline in a letter what you want electrically heated? 

The Railway Utility Company of Chicago is sole distributor of Chromalox Strip Heaters for 


use in heating railroad and street cars in the United States and Canada, Sole Canadian 
Licenses: The Canadian Chromalox Co., Ltd., 251 Queen Street, East, Toronto, Ontario, Canada 


Mail with your letterhead! 


Send Bulletin C-106 telling about Chromalox Strip, Space, Ring and Immersion Units, 
and C-108 about Chromalox Electric Heaters —Vertical, Horizontal and Portable types. 


We need Electric Heat for 








__ Position _ 


HROMALOX Nir 


MANUFACTURED EXCLUSIVELY BY 


EDWIN L. WIEGAND CO, 422 FIRST AVENUE, PITTSBURGH, PA. 
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Sell Frambarg 


Lanterns 


Are you one of the many jobbers who 
has sensed the demand for the Framburg 
Line of Lanterns? 


You are in business for one purpose 
only—to make profit on quick selling 
merchandise. “Turnover” is the term. 


Framburg Lanterns, made right, priced 
right, and sold right, will give you that 
“Turnover.” 


All Framburg Lanterns are packed in 
dust-proof individual cartons. Carry them 





No. J-307 


Length, 15% inches in stock like any other package merchan- 
Diameter, 7 inches dise. 


Write for complete Merchandising plan 


H. A. Framburg & Company 


3320 Carroll Avenue 
Chicago :: Illinois 























Symmetry 
«Long Bite 





The Parthenon of Ancient Greece is considered a master- 
piece of architecture because of its pleasing lines and its 


ability to resist the ravages of time. 


MASTER GUARANTEED MOTORS have earned a similar 
reputation in the small motor field because of their balanced 
proportions, their hard, mirror-black, enamel finish and their 


ability to give years of satisfactory service. 


THE MASTER ELECTRIC COMPANY 
Linden and Master Aves Dayton, Ohi 


STOCKS CARRIED IN PRINCIPAL CITIES | 


MASTER 24" MOTORS 


LN 


) Less than 40° 














Triangle Announcements 

The Triangle Conduit Co., « 
Brooklyn, announces the removal < 
its St. Louis district office from 11 
N. 19th St., to 1107 Clark Ave. Th 
office, as heretofore, will be in charg 
of Roy E. Busch and will distribut 














B. L. Kethley 


Triangle products exclusively, in this 
territory. 

The Seattle, Washington, office has 
been opened under the direction of H. 
H. Manny, located at 912 Lloyd 
Building. 

The Triangle Conduit Company an 
nounces the appointment of Mr. B. |. 
Kethley as district manager in charge 
of its Atlanta office at Room 705, 
Bona-Allen Building, Atlanta, Ga. 
This office will distribute Triangle 


products exclusively. 
* * * 


Marshall Electric Builds in 
Elkhart 

The Marshall Electric Co. of S! 
Louis, Mo., builder of battery charg 
ing equipment has let a contract for 
the erection of its new factory build 
ing at Elkhart, Ind., and expects to b 
in operation in the new plant by Jun 
1. The re-location of this industr 
was negotiated by the Fantus factor 
locating service of Chicago who r 
cently re-located two other electric 
industries—the Absolute Contracto 
Co. and the Bartlett Electric Prod 
ucts Co. <A general programme o 
expansion and the desire to reduc 
manufacturing and operating cost 
prompted the change. 
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Straight Bar Hanger, assembled with 
Ceiling Box and Lath Supports. 
A Complete Installation 


What The Jobber’s Salesman 
Is “Up Against” 


It’s a tough game if you have to sell electrical merchandise that 
is anything short of real quality. You know that quality has helped 
more sales than it ever blocked. You know, too, that in the long 
run quality always wins. 


Straight Bar Hanger with 
Cast Cable Box. 





Offset Bar Hanger 
with Outlet Box 








When you sell “Raco” patented Bar Hangers and Extended Ear 
Boxes you know that you are selling unquestionable quality—at a 
price that is always just. A complete line of standard Outlet and 
Switch Boxes also carry the “Raco” mark and measure up to the 
“Raco” standard of quality. For years “Raco” has led its field. 
‘“Raco” on a box or bar hanger means the utmost in service. Hun- 
3 dreds of jobbers and an army of dealers and contractors have proved 
| this. “Raco” is accepted! 


Get the Facts 


As a Jobber’s Salesman you owe it to yourself to know “Raco™ 
well. It means profits to both yourself and your “Chief.” Drop 
us a line for the latest ““Raco” catalog sheets and other informative 












' data. 
1 
3440 N. Kimball Ave. - Chicago 
Branches 
Birmingham Detroit New York Seattle 
} Boston Indianapolis Philadelphia Tampa 
Cleveland Los Angeles Pittsburgh Toronto 
Denver Minneapolis Portland 


















Extended Ear Box for BX for BX 


Extended Ear Box for Loom Extended Ear Box for Conduit Receptacle Box 
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More Emerson 


Fans for Texas 





| 
| 





Al BANK | 


|. 





James T. Hessel, genial sales manager 
of the Trumbull-Vanderpoel Elec. Mfg. 
Co., Bantam, Conn. It is rumored that he 
is acting incognito as “Al” in the Trum- 
bull-Vanderpoel advertisements in THE 


JOBBER’s SALESMAN. 





Bach Made P. & S. Repre- 


sentative 
Beginning with the New Year, the 


C. R. Bach Co., with offices and 
warehouse at 252 Fifth St., San 
| Francisco, will act as west coast 


‘representative of Pass & Seymour. A 


complete stock of merchandise and 
proper facilities handling in- 
quiries, orders and shipments will be 


for 


maintained for service to the entire 


Pacific Coast territory. 
a er 


Trico Carries Stock In West 

In order to efficiently serve the 
west coast, The Trico Fuse Mfg. Co., 
Milwaukee, Wis., now carries a com- 


plete stock of all “Trico” products 


'with its Seattle, Wash., representa- 


313 Emerson Ceiling Fans have been 


ordered for the Dallas National Bank | 


Building. The Electric Specialty Co., 
of Dallas, an Emerson distributor, se- 
cured the order. 


The Emerson 
Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 
50 Church St., New York City 
608 S. Dearborn St., Chicago 


The Emerson Company sells no 


apparatus at retail. 


tive, the Albert S. Knight Co., 2203 
First Ave. South. This is in addition 
to the complete stock carried by its 
Los Angeles, California, representa- 


itive, The Coast Electric Supply Co., 


of 222 South San Pedro St. 
* * * 


New England Sales Agent 
Increases Space 
A. H. Tutin, sales agent for the 
Metropolitan Device Corp., Brooklyn, 


‘and the Steel City Electric Co. of 
Pittsburgh, in the New England ter- 


ritory, formerly located at 120 High 
St., Boston, has moved to 182 Pur- 
chase St., that city, where he will 
occupy the entire first floor. 











i) 










Hotel 
CHICAGO 


Jackson Blvd., Dearborn 
and Quincy Sts. 


In the shopping and 
theater district, two 
squares from the finan- 
cial center, and con- 
venient to the whole- 
sale section. 


ONG favored by the 
patronage of visiting 
merchants, buyers 

and salesmen, the “Com- 
fortable Great Northern” 
provides special accom- 
modations for their par- 
ticular business needs. 
Large, light, livable 
rooms at prices not ex- 
cessive. The largest, best- 
lighted sample rooms in 
all Chicago. 

In the famous restaur- 
ants, foods of choicest 
quality at prices in keep- 
ing with the hotel’s policy 
of moderation. 


Accommodations for 
1000 persons 


Rates 





— Great 
Northern 
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rom SKYSCRAPER to 
BUNGALOW 


ERE is a style of Inland unit to 

meet the illuminating require- 

ments of every building—be it sky 
scraper or bungalow. 


If you are not selling Inland glass- 
ware, it is because you are failing to 
recognize the tremendous market 
being created all around you by new 
building operations. 


Any dealer or jobber who handles 
this line will tell you that this quality 
product, backed ;by a clean-cut co- 
operative sales policy, makes Inland 
Glass the easiest to sell of any on 
the market. 


Below is shown a new “7020” 
unit. With decoration No. D.60 
Write forinformation. 


Inland Glass Mfq. Co. 


(26101 West 6sth Street 
CHIGAGO + ~ * ILLINOIS 
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Exploded View 


No. 59109 
Cat. List Std. 
No. Price reg: 
59109 $0.32 100 


| 1%”. 


| . 7 
| ring, 76 


4, 





The Arrow Electric Co. 














ARROW RECEPTACLE © 
FOR GLOW HEATERS AND HEATING 
APPLIANCES 


Porcelain Back, which un- 
screws, has hole for lead in 
wire. Can be supplied glazed 
or unglazed to take a spray 
finish if exposed to view. 
It completely houses and 
insulates the terminals and 
saves 
that expense. 


Depth back of ring, 134”. Sufficient roomis | 
provided for knotting cord. 
Wire hole in porcelain, 3%”. 


Hartford, Conn. 
— (D4 2: oe) 
— 


the manufacturers 








Pkg. | Car- 
| Wet. | ton 


Receptacle 37 | 10 





Hole required, 
Depth of 

















AN’T you 

just picture 
the wonderful 
time you would 
have at world 
famous French 
Lick Springs 
Hotel? Beauti- 
fully located in 
the semi-southern Cumberland 
foothills of Indiana, FrenchLick 
Springs knows no real severity 
of temperature. The two fine 18- 
hole golf courses can be played 
when weather interferes with 
play elsewhere. 





Only 40 miles from the center 
of povulation of the United 





Here is the Place~. 


for your next convention 


States. The recently completed 
new wing of the fire-proof, mod- 
ern French Lick Springs Hotel 
building includes a well-venti- 
lated ground floor, daylight con- 
vention auditorium of 1500 
seating capacity, giving thishotel 
first place among America’s con- 
vention sites. And, for those who 
wish, the health-giving waters of 
the Pluto, Bowles and Proser- 
pine Springs. 


Today, get full particulars. Write 
for illustrated booklet with de- 
tailed convention information. 
Address Convention Secretary, 
French Lick Springs Hotel Com- 
pany, French Lick, Indiana. 


FRENCH LICK SPRINGS HOTEL 
*‘Home of Pluto Water” 














W. Brewster Hall Wins Troph 
The picture below shows W. Brev 
ster Hall with the trophy which |, 
district won in a recent sales conte | 
in which all of the branch districts 





W. Brewster Hall 


Pass & Seymour, Inc., Syracuse, New 


| York were competing. The cup was 
_donated by the sales department. 


Mr. Hall is district manager of th: 


_factory-New England territory and 


_ associated with him are Stanley 1) 


| Whitford and John A. Hearn. 


* * * 


Rohrer Now a C-H Man 


A. A. Rohrer, who has been trave! 
ing an Ohio territory for The | 
Bissell Co., of Toledo has joined tli 


sales organization of the Cutler-Ham 


mer Mfg. Co. Mr. Rohrer’s specia! 


effort will be on the company’s lin: 


devices which includes 
many new numbers recently deve! 


of wiring 


oped. He will work from both tli 


Cleveland and Cincinnati branch ot 
fices of the company and will cover 
Ohio and Kentucky, together wit! 


sections of Pennsylvania and Tennes 


see. This is old territory for “Al 
as he covered it for The Johns-Prat' 


| Co., several years ago. 


* * * 


J. L. Seiberling Hits the Road 


James L. Seiberling, who has bee: 
assisting Frank Dolan in the Chicag: 


local territory of the Indiana Rubbe: 
|& Insulated Wire Co., is now out o1 
|the road and Walter J. Frame ha 
‘been moved from the home office t 


replace him. Elmer E. Massey i 


| now on the road for the home office. 
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LEVITON 
NOW OWNS 


the Letters Patent No. 1,067,632, issued Nov. 23, 1926 


covering the mechanical parts and design of the 


Roberts Canopy Switch 


—and Leviton will 
prosecute all infringers 


In justice to the former owner of 
this patent, we publicly state that 
we have granted them a license 
to continue their manufacture 


The body of the Leviton Canopy Switch is the Leviton Canopy Switch has been redesigned, 
very smallest on the market and can be installed 
on any size canopy or bracket back, whether 
stamped or cast. 

Yet this switch will carry an 100% overload. Bakelite. 


embodying the best features of both patents—the 
y being made of the finest grade of genuine 


WRITE FOR SAMPLE SWITCH AND PRICES 





leviton Manufacturing (ompany 


ELECTRICAL WIRING DEVICES 
ELECTRICAL PORCELAIN 


226-242 NEWELL STREET 


BROOKLYN.N.-Y. 
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The Handy Package 
Jobbers Like 








Rubber Covered Wires 
Armored Cables 
Silk and Cotton Cords 
Weather Proof Wire 


Providence Insulated Wire Co. 
Providence, R. I. 








3 Leaders 





Guarantced 
Surface Conduit System 
Underwriters’ Standard 


SLICK-FinisH 


WireouctT 





Guaranteed 
““Wico” Slick-Finish Loom 


Underwriters’ Standard 





*‘Wico” Slick-Finish 
. Non-M stallic Sheathed Cable 


Underwriters’ Standard 


Guarantee i 


‘ THE WIREMOLD COMPANY 


\ HARTFORD, CONN. 




















E. B. McKey, formerly with the W. B. 
Foshay Co., Minneapolis, and previously 
to that a salesman for the Electric Ap- 
pliance Co., Chicago, is now covering the 


states of Iowa, Minnesota and eastern | 
Lindemann & 


Nebraska for the A. J. 
Hoverson Co., Milwaukee. 


Meee’ Work for Chick iene 

H. D. (Chick) Leppo, who has 
been covering upper New York state 
and Ohio for the Consolidated Lamp 
& Glass Co. of Coraopolis, Pa., will 
in future travel Michigan also. Mr. 
Leppo is by way of being a specialist 
in the jobbing field, much of his 


work during the past two years hav- | 


ing been the development of commer- 
cial lighting business for jobbers who 
handle the Consolidated Company’s 


“Cora Cased” and “Nuite’ glass- | 
ware. | 
* * * 
Nick Patti Joins Grigsby- 
Grunow - Hinds 


Nick Patti, nationally known to 
radio dealers and distributors because 
of his long association with Freed- 
Eisemann, recently took an important 
post with Grigsby-Grunow-Hinds of 
Chicago. Nick takes with him a repu- 
tation for successful merchandising 
that he well deserves. 

* * * 
New Liberty Distributor 

Ludwig Hommel & Co. at 929 
Penn Ave., Pittsburgh, Pa., have been 
appointed by the Liberty Gauge & In- 
strument Co. as exclusive distributors 
of Liberty appliances in Western 
Pennsylvania, northern West Virgin- 


ia and the eastern border counties of | 


the state of Ohio. 














SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better you 
sales rec- 
ords! Hol 
yoke wires 
are of 
higher qua 
ity and 
greater 
durability 





—— 
BOXES 
Holyoke Products are: 
egular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor annunciator wire 
braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 
K K wire 
Magnet wires 


We want jobbers who 
are not acquainted with 
our policy and our 
products to get in 
touch with us. Stock 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 


You've tried the rest 
— now use the best! 


The Holyoke Co., Inc. 


611 BROADWAY 
New York, N. Y. 





SPOOLS 




















A E> 


cas 





Sell These 
For Bigger Profits 


| “‘Loricated” the Pioneer Enam- 
celed Conduit and ‘“Galvaduct’’ 
the oldest brand of Galvanized 
Conduit, will bring big profits to 
you in 1927. Their 30 years of 
reliable service have made them 
great favorites with the trade. 
“Cash in” on this acceptance. 











ee 





— 
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Pe |JHE Jobber’s Salesman 
verified list of Electrical 
ml) Jobbers, corrected to 
January I, 1927, is now ready for 
distvibutiais 





This list which contains a mass of 
useful information and which is 
the only list of its kind in exist- 
ence is loaned to advertisers. 


For further information address 


The Jobber’s Salesman 
53West Jackson Blvd. -- Chicago 
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Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. §S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following 





Cities: 
Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha Gov mutee 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland, Ore. 
— Rochester 

enver - 
; Sacramento 

Detroit 
Houston Salt Lake City 
Indianapolis San Francisco Trade Mark 
Kansas City Seattle 























Take One Bay 
Off— 


and together with your contractor 
call on as many theatre owners as 
possible. 

Carry with you an AISLELITE. 
Show the prospect just how attrac- 
tive AISLELITES will make his 
theatre and how he can attract the 
public by having well lighted aisles 
without troublesome glares. 

Sell one theatre on AISLELITES 
and your contractor can sell everyone 
in town. 

If you want more 
write us today. 
NATIONAL THEATRE SUPPLY 

COMPANY 

Successors to Exhibitors Supply Co. 


624 So. Michigan Ave. 
Chicago, Illinois 


Offices in 31 Principal Cities 
a ea RRS NRE ee A: 


information, 




















Frederick <A. Billings has been ap- 
pointed direct factory representative in 
| Tennessee, Alabama, Mississippi, Louisi- 
ana, Arkansas and West Florida, by the 
Flexible Steel Lacing Co., Chicago. Mr. 
Billings is well and favorably known in 
the south, having sold mechanical supplies 
to the industrial and jobbing trade for 
the past 15 years. For the present he will 
make his headquarters at the Hillman 
Hotel, Birmingham, Ala. 





Paragon in New Quarters 

Charles H. 
the Paragon Electric Sales Co., Inc., 
announces the removal of the com- 
pany’s offices from 353 N. Fourth St. 
to 215 South Fifth St., Philadelphia, 
where larger offices and a_ separate 
| display room will be maintained. 
C. N. Wiltbank, one of the original 


| stockholders in this company, has 


Fryburg, president of 


withdrawn from all active participa- 
| tion in the management and the com- 
pany has purchased his shares of 
stock. No other changes will be 
made in the personnel and the jobber 
protective policy will be continued. J. 
B. Evans, secretary and _ treasurer, 
will continue in charge of inside sales 
and office details. 
* * 

Collins Joins Economy Fuse 

Harry P. Collins who has been with 
the Chicago Fuse Mfg. Co., 
for many years is now in the sales 


Chicago 


department of the Economy Fuse & 
Mfg. Co., 


the “old timers” in the electrical busi- 


Chicago. Harry is one of 
ness. His jobbing experience includes 
nine years with the 
trical Supply Co., in Chicago. 
* * 


Boost Clifford’s Territory 


The Roach-Appleton Manufactur- 
ing Co., of Chicago, announces that 
| it has added the state of Louisiana 
| to the territory of its sales represen- 


| tative, the A. L. Clifford Co. 


COLE 


FUSE PANELS 





Cat. No. FP4 


From 2 circuits to 24 circuits. 
Also with tumbler switches. 
Prices?—to meet competition. 


COLE METAL PRODUCTS CO. 


Enclosures for Every 
Electrical Requirement 


33 Crescent Street 
LONG ISLAND CITY, N. Y. 








American Elec- 





0) 8 © 1 e7e) ft: 


LIGHTING FIXTURES 


Apartment Buildings 


Public Buildings 


Wy Ne 
‘Y LZ, Bungalows 


i Churches 
—— ateye) 
mee Ped irapes 
Country Clubs 
W arehouses 
Residences 


Jobbers all over the country 
are increasing their sales with 
Herwig Fixtures. Nationally 
advertised, need no intro- 
duction. Every contractor a 
prospect. A fixture for every 
out-door purpose. Send for 
our catalog No. 25, 200 
illustrations for your 

salesmen. Will furnish 
electrotypes for your catalog. 


The 


Herwig Company 


MANUFACTURERS 
Established 1908 


1753-59 Sedgwick Street 
Chicago, Illinois, U.S.A. 
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Jobbers and 
Jobbers Salesmen 


Remember These Points 
When You’re Calling on 
Your Trade for Insulator 
Sales. 


Sell Them 
Hemingray 


Their efficiency has been es- 
tablished over many years of 
long and satisfactory service. 


They combine the qualities 
of durability, uniformity and 
low cost. 


They are known universally 
to the trade. 


They are immediately avail- 
able for prompt shipment. 


They are particularly suit- 
able for all low and medium 
voltage lines ranging from 
2300 to 15000 volts. 


These Points Will Make 
Hemingray Glass Insulator 
Sales for You. 





HEMINGRAY 


GLASS COMPANY 
MUNCIE, INDIANA 








Paul Bandy Resigns 

Paul H. Bandy, 
sales manager of the Russell Electric 
Co., Chicago, has resigned effective | 
February 15. Mr. Bandy has been 
identified with the electrical industry | 
for years and is very well known and | 
held in high regard by the many with 
whom he has come in contact during 
the period of his electrical activities. 
* * * 


Chicago Gets Jim Ware 


James Franklin Ware, 
been in the screw department of Har- | 
vey Hubbell, Inc., in the Cleveland 
territory, is now devoting the most of 
his time to the electrical end of the 
business in the Chicago territory. 
Jimmy has been with Harvey Hubbell 
for over 33 years, yet you would 
never know he was that old by looking 
at him. He will be quite an addition 
to the Chicago gang and will prob- 
ably play around with “the long fel- 
low with the short name.” 

* * * 


Shot! 

The many friends of Herb Keller, 
Harvey Hubbell representative, in the 
three “‘I’s’’, will be glad to know that 
he is well on the road to recovery 


secretary and 


who _ has 


from his recent accident in which he 
As Leo 
boss, 
was 


was shot while out hunting. 
Mockenhaupt, his handsome 
says, “Herb didn’t know it 
loaded.” 


* 


* 
M. B. Beck Buys Silvray 
M. B. Beck, president of the Sil- 
vray Co., Inc., 55 W. 16th St., New 
York, announces that he has acquired 
the patents, together with the business | 
of the former Silvray Co., manufact- | 
urer of the Silvray system of indirect 
illumination. The plant of the new 
company has been established at the | 
above address, where bulbs and light- 
ing units will be made. 
Associated with Mr. Beck, as direc- | 
tor of sales, is J. M. Gilbert, formerly 
of the McGraw-Hill publications. 


* * * 


* 


Van Horne Increases Capital 


Stock 
An increase in the capital stock of 
The Van Horne Co., Franklin, 


Ohio, manufacturers of radio tubes, 
has been announced. This announce- 
ment followed the return of J. S. Van 
Horne, president of the company, to 
the factory after an extensive eastern 
trip. 
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It is Raining Orders 
IN DAY-BRITEVILLE 





|) 


we’re knocking ’em dead. 
Day-Briteville is surely get- 


ting its share of orders. 
There’s a reason—the coun- 
try is getting wise to Day- 
Brites. You, too, should get 
posted on this line and swell 
those commission checks 
every month in 1927. 


Everywhere you go, you'll 
see oppcertunities for Day- 
Brite sales. Hop to them 
now and sell ’em, for one 
Day-Brite installation sells 
the next. That’s how good 
they ar>. 


I 


pAY-BRite 
REFLECTORS 


Day-Brites are the only com- 
pletely assembled and Union- 
Wired fixture, ready to install 
when shipped from the factory. 
They are also sold in parts. Get 
Catalogue Number Six—it con- 
tains full information on this 
up-to-the-minute line. 





DAY-BRITE REFLECTOR CO. 


703 South Broadway 
ST. LOUIS, MO. 
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rescent 


\ . Premier Extension 
‘Ys Cords and Battery 
Cables for Radios 


Premier Extension cords of 
the best 10 and 18 strand tinsel 
conductors. With Connector 
Plug. Furnished in counter 
display box. 





CABLES 


a. 
BATTERY 
ne ner se 





—— 


Radio Battery Cable of the 
best new code rubber over stan- 
dard copper conductor. Each 
conductor marked. Equipped 
with terminals, clips, etc. 

5, 6, 7, 8 or 9 wire conduc. 
tor cable in continuous lengths 
of 100 feet or more. 


CRESCENT BRAID 
INCORPORATED 
PROVIDENCE,RHODE ISLAND 
Makers of 
Premier ‘‘Blue Ribbon’’ Cord 

and Cables for Radio 


silat ahecaliaila 


CORDS ano 


Fo en 
EXTENSION 





Pr Pita at a mPa ae mes 





Your home in 


CLEVELAND 


In the center of 
theatre, shopping 
and business dis- 
tricts. On all main 
motor routes. 600 
large outside rooms, 
all with bath. Sam- 
ple-rooms available. 
Our own garage fa- 
cilities. Coffee Shop 
served by main 
kitchen. Rates from 
three dollars. 


J. L. FREE, President 


W. STILES KOONES 
Managing Director 


HOTEL 


WINTON 


Cleveland 
PROSPECT AT NINTH 


x \ a 








b 





ee 


— 
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EXTENSION CORDS ano BA 
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Recent National Lamp Works 
Appointments 
N. H. Boynton, it is announced by 
the National Lamp Works of General 
Electric Co., has been promoted to 
assistant general sales manager and 
will have especially in charge all 
sales promotional activties. 
“Nap” 





N. H. Boynton 


| known throughout the electrical indus- 


try has been for several years general 


| manager of the Buckeye Lamp Divi- 


sion which has enjoyed a remarkable 


| success under his guidance. 


Mr. Boynton, upon graduating as 


an electrical engineer from the Uni- | 
| versity of Illinois immediately entered 


the engineering department of the 


| National Lamp Works and shortly | 
| thereafter was transferred to the new- 


ly formed publicity department. 


After two years he became manager | 
of that department which rapidly be- | 


came one of the most vital and active 





C. B. Gray 


Boynton, as he is widely | 


IMPORTANT MAN IN THE INDUSTR 








Just Off 
The Presses ! 


W E have completed | 
a booklet— 
“From ‘Central’ Stand- 





ard Pipe to Finished 
Conduit,” which sets | 
forth the various oper- 
ations in the making of | 


“Central Black” and | 

| “Central White” Con- | 

| duit. 
This booklet will 


hold your interest from 
the first to last page. 
May we send you a 
copy? 


Central Tube Company 


General Offices: First 
National Bank Bldg. 


PITTSBURGH 


| Department JS 























Wrigley for Quality 


i 








HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 
First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, IIl. 





























Y AGER’S 
Soldering 
Salts _ 





Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 


priced reasonably. 


ALEX. R. BENSON., Inc. 





Hudson, N. Y. 
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W. E. Underwood 


departments of the company. 

After several years Boynton again 
tepped up, becoming general man- 
ager of the Buckeye Lamp Division. 

Boynton has been prominent in the 
activities of the National Electric 
Light Association and other electrical 
trade organizations. He is a 
director of the Cleveland Trust Co. 
and active in many local endeavors. 

Charles B. Gray has been ap- 
pointed as general manager of the 


Buckeye Lamp Division. 


and 


Mr. Gray has for many years been 


the assistant general manager and 


now succeeds N. H. Boynton. 

“Charlie” Gray has been connected 
with the Buckeye Division since his 
boyhood and although still well under 

he has been a score of years in 
the service of his company. 

Probably few men in the electrical 
industry wider friendly 
quaintance than Charlie Gray and few 
men, especially men of his compara- 
tive youth, have his intimate knowl- 
edge and experience in the sale of 


have a ac- 


‘amps and lighting. 
W. E. 
ther advancements, 


Underwood, in line with 
is announced as 
he new advertising manager. 


Mr. for 


ears been associated with P. 


several 
B. Zim- 
nerman in the operation of the pub- 
licity department and now succeeds 


Underwood has 


Mr. Zimmerman who has recently 
been made sales manager of the 


newly formed electrical refrigeration 

lepartment of General Electric Co. 
Mr. Underwood upon graduation in 

from the Uni- 


lectrical engineering 
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MOST IMPORTANT 


MAN IN THE 











Show 





BEFORE i ° 
BLOWING Packed in 
LE Twenty 
Va of one 
display 





AFTER 
BLOWING 





FULLY APPROVED 
BY 


Underwriters’ Labora- 
tories, Inc. 
Hydro-Electric Power 


Commission of Ontario 





ard package 
included with every one hundred 
They're real business boosters! 
Mail the coupon Now! 
and show them to your customers 
sell on sight and the price is right 
TRICO FUSE MFG. CO. 


1003 Cold Spring Ave., 
MILWAUKEE, WIS., U. S. A. 


Your Sample Is Ready! 








your customers 
able Plug Fuse! 


lan —No  Shocks— guaranteed clear 
window—all white interior—fusible link 
always visible—That’s why “They Show 


When They Blow.” 
attractive 
cartons to a standard package 
hundred 
card, which 


into 





“THEY SHOW WHEN 


The top is all porce- 


fuses. An_ attractive 
converts this stand- 

a display box, is 

fuses 


“CLEAR-TOP” 
FUSES 


THEY BLOW” 








this new remark- 


five-unit cartons. 


Get the samples 
They 





5-IN-A-BOX 
SELLS-5-AT-A-TIME o° 3 





Good Housekeeping X& < 
Institute Y SS > 
Modern Priscilla oS «al x os 
Proving Plant o-0 se <> SS A 
New York Herald- oy 2s > Y .* ‘ Ps y 
Tribune Institute. ¢ & sige e* «3 cs so? < 
f oy . > 
“ : ; 
ic @ Sevctier Livvliar G } 
a - 
PY 


19% 


CONVENIENCE 
OUTLET 












Levolier White 
because of their 
specify 


in all 
lavatories 


buildings, 
and sinks. 


dust, dirt, smoke nor 


ends in the can 


Send 


Levotier 


Pull Sockets 
Pull Husks 





Conduit Box. 
Fixture, Lever, Pull 





because they 


4 


& 


REG, U.S, PAT, OFA 


Glazed 
economy 
harmonize very 
appearance with the standard equipment regularly found 
such as porcelain enamel tubs, 


They 


and in old buildings with the 
baseboards to run an extra outlet. 


grime 


or without convenience outlet, 


The only design of its kind—plenty of 
It covers up the unpainted surface of 


opy. 


the old round canopy. 


New 


* & 
MCGILL/|'s 

MANUFACTURING CO. 

Electrical octets of Quality 


VALPARAI sO 


for 





Porcelain 


, 
ey oad «at 
wee wg ~ 


Porcelain Brackets 










Brackets are in demand 
They are easy to 
nicely in finish and 


and utility. 


bowls, 
do away with baseboard receptacles 
necessity of tearing out walls and 
Finish is permanent—neither 

Can be furnished with 
control socket or 


can injure it 
with lever kevless 


room for gas pipe 


Catalog No. 21 


Lamp Guards 





Lamp Coloring and 
Frosting 





= INDIANA 
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J.H. Parker- p/n, 
Aeolus, Inc. ih 
161 Grand St., New York Sevice 


Manufacturers 
Mica and Composition 
Weatherproof Sockets— 
Bakelite Switch Plates— 


Bakelite Weatherproof 
Sockets—- 

Electric Heater Elements 
Porcelain Box Bushings all 
sizes 


Battery Clips (Lead Coated) 
Ask your Distributor for 
Quality Products. 











GENERAL 
PORCELAIN CO. 


lied Us 


Parkersburg G. Pp. P.co W. Virginia 


par O ore 






Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin Type 
Insulators, Strain Insulators, 
Bushings, Electrical Fittings, 
Fuse Blocks, Switches, V. T. 
Sockets, Radio Specialties. 








Universal Fuse and 
Circuit Tester 


Shocks, burns and loss of time 
never occur with the Universal, 
EVERY 

Electrician 

Building Engineer 
Trouble Man 





Meter Man 

Motor Man 

Line Man 

Inspector 

SHOULD 

CARRY ONE 
Fully Guaranteed 
Lessens the hazard of 


Tests 
600 volts. Retail, $5. 
ELECTRIC TESTER 
MFG. CO. 
346 Sherlock Bldg. 
Portland, Oregon 




















CEDAR POLES 
il 


Plain or | 
Butt Treated 


| Northern | 
White Cedar |) 
Western 
eee Cedar 


iT Ws LL TTTTTTTT TITTY 


T. M. PARTRIDGE 


Lumber Company 
Min heapolis, Minnesota 
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| versity of. Illinois was for several 
years engaged in engineering work 
with the Commonwealth Edison Co. 
He then became connected with the 
National Lamp Works in advertising 


work which he has followed ever 
since. 
Mr. Underwood is well known in 





| both advertising and electrical circles 
and is a frequent contributor of arti- 
icles to trade and other magazines. 
| He is active in the work of the Na- 
tional Electric Light Association and 
|other similar organizations. 


* * * 


Latest Trade Literature 

All-American Radio Corp., Chicago. 
—The 1927 edition of the Radio Key 
Book—a 48 page semi-technical radio 
reonari been announced. 
| Its editorial 
|range of interesting phases of radio. 
It gives detailed advice on set build- 
ing, installations and trouble shooting. 
Helpful information about installing 


just 


content covers a wide 


of aerials and grounds, choosing tube 
and battery equipment, selecting elimi- 
'nators and charges, is set forth in sim- 
ple, understandable language. 
ries of modern reception such as single 
tuning control, straight-line frequency 
tuning and impedance coupled ampli- 
fication are clearly described. Infor- 
'mation is also given with regard to 
also 


and 


Luxu- 


symbols and hook-up reading, 


a comprehensive station log 
| unique dialing chart. 

Under a new arrangement it is be- 
|ing made possible for the dealer to 
stock quantities of these booklets in 
his store. In this way interested fans 
can buy them over the counter instead 


of sending to the factory as has been 


| the custom. 


| James R. Kearney Corporation, 
4224 Clayton Ave., St. Louis, Mo.— 
Bulletin 312, 12 pages, 
new outdoor type switching equip- 
ment. It illustrations, di- 
mensions, descriptions, prices and 
fuse switches; fuse 
coil combinations; dis- 
switches; disconnecting 
coil combinations; and 
choke coils. Bulletin 316 on Kearney 
special porcelain mountings describes 
and illustrates the use of special por- 
celain mountings for the Kearney 
expulsion porcelain plug cutout, and 
shows the application of the new 


on Kearney 
includes 


discounts 
switch-choke 
connecting 

switch-choke 


on: 





| Kearney fuse puller. 
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The Crescent Hole Cutter 


Now in 
Demand 
by 
Contractors 
_ Dealers 


Wiremen 
Price $350 


Standard Discounts 
to Jobbers 





Manufactured by 
THE CRESCENT SHOPS 





| 
| 
| 


1016 Crescent Hts. Blvd., Los Angeles, Cal. 




















PRESTO 
FLASHER PLUG 
“The Plug of 1000 uses’’ 


MORE COMPACT 
LONGER SERVICE 
MADE BETTER 
PRICED RIGHT 








Manufacturers of all types of Ther- 
mostatic flashers. 


PRESTO PRODUCTS Co. 
128 East 23rd St., New York, N. Y. 

















Every Business 
of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—superiority 
of engraving and_ the 
convenience of the book 
form style ex- 
plains why. 
Send for 







tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and_ general 
excellence. 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1157 Fullerton Ave. 
705 Peoples Gas Bldg. CHICAGO 




















Subscribers 


You can’t afford to miss a sin- 





gle issue. Give us your new 


address if you have moved. 
PE 
Be a Booster | 


Tell your friends about 


The Jobber’s Salesman | 
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Ask about our 
display rack—it 
f) makes the sales 


| Calg vireo 
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A MAGNIFICENT NEW HOTEL 
400 Rooms with Baths 
$32 and up For One Person 
*4°° and up For Two Persons 





N 


om ‘NEW Lier Fe) 
WEST 45" STREET 


| Just East of siundeen, 


Times Square 
Heart of 
Jheatrical and Shopping District 





























Conn.—New 
devices—170 
illustrations, dimensions, list | 














THE 





| offered. (1) The “Miniature 


are 

| Fan Booklet,’ gives complete infor- 
‘mation, and illustrations of the whole 
line, in 
‘carry. (2) Booklet on “Fans For 
'Country Homes,” 
| larly oscillating fans and small venti- 


| lating outfits. 


| The Triangle Conduit Co., Inc., 
| Brooklyn, N. Y.—‘‘The Triangle” 
| the name of a new bulletin being sent 
| out monthly to the trade by this com- 
|pany. It is a four page information 


| news letter which includes copies of 


is 


the advertising which the company is 


pocket size—convenient to} 


JOBBER IS THE MOST IMPORTANT MAN IN 


| 





- 


describing particu- | 


| 


running in the trade papers each | 
month. a a 
Chas. Cory & Son, Inc., 183 Varick | 


York.—Bulletin 
which describes “Annunciators, Bells, 
Buzzers and Signal Equipment.”’ This 
js an unusually well indexed bulletin, 


St., New 


60-29-A | 


a thumb index being employed on the 


right hand edge for conveniently 


turning to any one of the 12 divisions. 


Multi Electrical Manufacturing Co., 


1848 W. 14th St., Chicago, Ill. 
Catalog No. 5 on “Powerletts,” con- 


duit fittings and electrical wiring spe- 
\cialties has just been issued. 
|well arranged book of 64 pages and 


It is a| 


cover with complete catalog informa- | 


tion on the whole line. 


Master Electric Co., 
a booklet entitled “Brass 
About Motors.” 


Dayton, 


Selecting This is 
motor buyers. 
this information is just what jobbers 


salesmen ought to have. 


Bryant Electric Co., 
1927 catalog on wiring 
pages—complete des- 
cription, 
of the whole line. 


prices, etc., 


Standard Electric 
Ohio.— Bulletin 


Stove Co., 


ledo, A 138 which 


| describes the Model 956 range—a full 


size domestic range consisting of a 


Tacks | 


Bridgeport, | 


Ohio. | 
| 


| second of a series designed to be help- | 
| ful to Incidentally, | 


} 


To- | 


cooking top with three hotplates and! 


|a roomy, rustless lined oven. 


Telephone Mfg. Corp., 
Y.—Specially designed | 


Federal 


Buffalo, N. 


the telephone system 


} 
| 
| 


| folder for the use of architects in se- | 
lecting 
| adapted to meet their specifications. 


best 
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For Quick, Neat and Efficient 


Installation 
Outlet Box Type 


You can mount M-26 or T-26 
in a moment—no wires exposed 
—everything encased. Generally 
accepted throughout the U. S. 


Dongan Bell Ringing Trans- 
formers have set the standard 
for 17 years. 





M-26—8 Volt 

T-26—6, 8 and 14 Volt. 

(Built for both 3 inch and 
outlet box.) 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mcp, 


4 inch 





(TRANSFORMERS of MERIT for FIFTEEN YEARS }’.' 














ee 


Quicker and Better 
Connections 


BS an tonuncayp WIRE NUTS 


yi with a = screw 

Wei that bites twisted 

Ne wire ends, 

Show ’em to some of your 

busiest Electragists. Let’em 

see how they clip time off 
their wiring contracts. 


They'll buy. 


REANUTS 


Approved by the 


For FREE Samples 
Prices and Discounts, Mail This 


Colt’s Patent Fire Arms Mfg. Co. 
Hartford, Conn. 


Send Wire Nut Samples to show to our trade. 





















Underwriter Lab. 


Name____ = eas = 

















Package 1000 
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Fittings That Fit the 
Fundamentals of the 


Jobbing Business 
Minimum Stock ~Maximum Tinover 


“i ae wee To know V. V. Fittings is 

RS to sell them. No man ever 
listened to their story 
without being convincing- 













V. V. Fittings 
form the Ideal 


. ly sold. 
Line for the : 
Send for the 
Jobber— —_— V. V. Fit- 
THE gs SHHEE gg a isigesse tings catalog, 


which will 
enable you to 
make your 
own compar- 


Jobbers make more money 
with the V. V. Complete 
Cast Iron Line of 
Fittings, because 
each fitting serves isons and in- 
two or more uses 5 dicate your 
being inter- sit greater prof- 
changeable and its. 
reversible, so that ° 

a jobber can do Reversible 

more _ business 

with less money 
tied up in stock 
and better serve 
the customer. 





V. V. FITTINGS CO. 
PHILADELPHIA, PA. 


705-15 Cherry Street 
New York Chicago 
50 Church St. 710 W. Jackson Blvd. 





TYPE A 
POSITION 
REVERSIBLE 
COVER 
TYPE B 
-- TYPE BE 
Y ‘POSITION 
“ E. 
dl TYPETB_, 
Nios POSITION 
Vv. Vv. EYRE 1 Vv. Vv. Tee L V. V. TYPE LFB VV. TYPE T 


3in i 2ini 2inIi Zin I 
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Wiring Diagram 2199-0 


Jobber’s 


Every 
selling “Heco” 


sity for and the advantages 
this type of cutout 





Diagram No. 
circuit installation of two ot 
No. 2199-0 cutouts especially 





{ The Function 


of Unfused 
Neutral 
Cutouts 


2199-0 is a t 





Salesman 
Unfused Neu 
tral Cutouts should study these 
diagrams so that he can point 
out to the contractor the neces 


ree 


‘ 


+ 











signed for unfused neutral wiring 


Space required is only 614 by 
inches. 


4 
a 








Wiring Diagram 2199 


Diagram No. 2199 illu 
method of peotbire f 
with two 3/2 wire double 
cutouts, 


to take the place of 


in your mind your sales on 
““Heco” Unfused Neutral C 


will show a nice increase 


HEINEMANN 
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strates tl 
our circuits 
bran . 
by inserting four termina 
uses The 
space required is 6! by 6 inche 

If you get these points straight 


the 


ELECTRIC CO. 
PHILADELPHIA, PA. 
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e 
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Hitch Your Battery 
business to these 
Bright Stars 














Exc is oe sion, 

: AdIO, GNnITION t 

354, Stmemar servic’) 
° 












ISATSose 
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XT | ST es eae Sad 
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The 
‘‘6A’’ Bag Type 
construction Dry 
Cell—Supreme in 
quality for 
Battery  require- 
ments. 


Bright Star 


OPS 





































The Bright Star Super 
Power Combination B 
& C Battery — Re 
versible for either B 


Lhe Radio Power 


Bigger and Easier Sales—That’s the 1927 Bright Bright Star Radio Batteries 

Star program. Nationally Advertised 

Thousands of dealers were quick to recognize the Bright Star Batteries, month after month, lead in 
public demand for Radio batteries of super Staying every competition test for staying qualities. You 


























The Super Power 
Bright Star BK 
Battery — costs 


much _less__s per 
operating hour 
than small B 


batteries. 








Qualities. They are reaping can guarantee them to your 
a Sales harvest with these customer as the best Radio 
Super Power (Bag Type __ BAG TYPE perigee : batteries built, and we will 
construction) Bright Star Aang i age: a eature of back you up. Our 1927 
batteries. If you have not Any radio engineer or expert will tell you Sales Expansion program 
joined the Big Bright Star a battery so constructed is infinitely sup- includes a dominating ad 
Parade, a good share of erior to ordinary radio batteries. The en- vertising campaign in such 
your Radio battery business ergizing, life-given element of Bright Star magazines as the Saturday Eve- 
ce wold bn the idiehatline batteries, besides being machine moulded to ning Post, Liberty Magazine 
S going | 1€ Drignt tar accurate precision, insuring absolute uni- and newspapers. We are creat- 
dealers in your territory. formity of power capacity and distribution ing a bigger demand for Bright 
Now’s the time to take on aye soeneey wenaee - — to prevent Stars by telling the public of 
conn ie - . isintegration an estructive corrosion. : 

The z Quality Line. If This prevents internal short circuiting and dissipa- ey a can one. All 
vour jobber will not supply tion of power common to most batteries. Bag Type We aSK 1s that you ne p us sup- 
« ro: ms ¢ construction costs us more—but vermits us to guar- ply at: Sell T he Quality 
you right Stars write us antee the maximum service to battery users. Line” and satisfy your cus- 
direct. tomers. 











BRIGHT STAR 


< ‘Radio Batteries & Flashlights > | 


Supreme Vs cE In Every Test 
Hoboken, N. J. San Francisco, Cal. 


Chicago, Iil. 


17 YEARS BUILDING “THE QUALITY LINE” 






















































ooming through wind-torn night— 


and ho place to land! ‘ a pea 


IGH above the Rockies—lashed by a midnight gale—the mail Cutting Wax 
*plane plunges toward the coast. Below are the naked teeth of a 
mountains, the whirling fury of wind in frozen valleys. 


Anxiously the pilot listens to the crashing pulse of his motor. 
Insulated wires feed the life-giving spark to the cylinders. If one 


should fail— 


Where power means life, it dare not fail! 


N every installation, the contractor’s first duty to himself and 
his customer is to use trouble-proof wiring materials. 


Constant tests, more severe than the Underwriters’, are made at 

every step in the manufacture of Triangle products. You'll feel no Pe ee ee 

anxiety over Triangle installations. But you will feel proud of them. Tool isa beute for power and a won- 

der for ease and speed. Cuts and 

peels armor in two quick movements. 

Can’t even scratch the insulation of 

ee d ff 99 1C1 the wires underneath. Can't slip and 
Goo Stu , Say Electricians cut your hands. Fits snugly in the 

sh : : tool kit. Weighs only 2 Ibs. Blades 

The extreme and unremitting care which governs every operation in 0 Se en ay Se Oe 

: ¥ : : : : s-8 ous. cuts. 

the Triangle factories has another aim. Beside producing wiring thousand cuts. 

materials that remove all fear of future trouble, we make materials that Other Triangle 

cut time and labor costs on installations. ae ar 


All Triangle materials have a reputation for easy workability. There’s CONDUCTORS 


no fight in them. (Round and Flat) 


a. 
FLEXIBLE 4 
STEEL CONDUIT RUBBER 
COVERED 


‘TRIANGLE CONDUIT Co., INC. NON-METALLIC LEAD-ENCASED 


i ~ , CONDUIT 
General Offices: Dry Harbor Road and Cooper Ave., Brooklyn, N. Y. ; a 
” rT a 
Factories : Brooklyn—Chicago—Butler, Pa. RUBBER RIGID STEEL 
er COVERED 
toe : In Canada: Canadian Triangle Conduit Co., Ltd., Toronto IRE 
iz ¢ adig ang ; ‘ tc WIRE 
Making it easier ‘suite. tanammaliidie. 
for the Contractor ) 30% Para) 











NEW COMBINATIONS oj 
FUSENTERS & SAFTOFUSE 




















BS6S2F 











B26S23F B12S23F 
B26S26F B12S26F 
B26S36F B12S36F 





B246S3F  B68S3F The number of combinations possible with Bull 
B246S6F  B68S6F 

Dog Fusenters and SaftoFuses allow the contrac: 
tor to easily meet the requirements of any wiring 
job. These combinations, some of which are | 
shown here, typify the completeness of the Bull J ns 
Dog line. You have choice of Fusenters from 2 B6S33F B6S236F 
circuits to two 12’s connected as desired, of 1 to ry 
4 SaftoFuses and of toggle switch arrangements— 
all with Luminized Fronts. Only in the Bull Dog 
line has completeness been carried far enough to 
meet any condition of installation. 




















B8S23F ti aaee B36S3F B18S3F 
B8S26F Write for new catalog. B36S6F B18S6F 


B24S36F B8S36F 











ELECTRIC PRODUCTS CU. == 


B26S3F —B12S3F (MUTUAL ELECTRIC & MACHINE CQ) SG60F4 SG3316F 
B26S6F —B12S6F Detroit, Michigan, U. S. A. SG1336F 


























B2416F 


B2418F B404F B24S3F B8S3F 
B208F B24S6F B8S6F 














« ts * ee 
5 83 lees) = s 
4 = 
og eee 


= |@e a9) 
oa 3 | oe oh } | 
B4S23F B4S36F ae c . B6S23F B6S26F 
B4S26F B2426F SG30F3 SG2316F B6S36F 
B2412F  B826F SG60F3 SG1326F 


Also catalog numbers BK4S1F BK4S2F BK6S1F BK6S2F 
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